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Sparks 


State of the Nation’s Economy: 
Up 

Business INp—Ex—For week ended 
Jan. 17, it reached a new peak of 
188.5 and compared with 185.8 in 
preceding week, according to New 
York Times. Figure for week ended 
Jan. 19, 1952, was 178.4. 

TxLevision — A total of 5,208,614 
sets was shipped to dealers dur- 
ing the first 11 months of 1952. 
This compares with 4,415,422 units 
during like 1951 period. 

Iron Ore Stocks — Those at fur- 
naces and Lake Erie docks stood 
at 45,171,753 gross tons on Jan. 1, 
compared with 43,710,659 at the 
start of last year. 


On—Crude production reached a 
record high in November. Daily 
average output during the month 
was 11,700,100 barrels, an increase 
of 135,400 barrels daily, or 1.2 per- 
cent, from the preceding month. 


INDUSTRIAL OuTPpuT— Reached 
new postwar high for the fourth 
straight month in December, 
Federal Reserve Board reports. 


Ram Earnines—Gross revenue of 
the nation’s railroads last year was 
about $10,650,000,000, exceeding the 
10 billion mark for the second con- 
secutive year. Aggregate net ap- 
proximated $770 million, highest 
since 1943. 

Sree, — The nation’s steel indus- 
try achieved record production in 
the latest week reported. Mills 
turned out 2,248,000 tons, operat- 
ing at 99.7 percent of capacity. 


* * * 


Down 


CarLoapINGs — Totaled 37,983,428 
units in 1952, down 2,515,754, or 6.2 
percent, from 1951. 

Lake Tonnace— Great Lakes 
shipments of four major bulk 
commodities—iron ore, coal, grain 
and limestone—totaled 168,677,006 
net tons during 1952, compared 
with record 189,750,172 tons of 
1951. 

Farm Tractors—Production 
dropped in 1952 to its lowest level 
since 1946, totaling 437,751. Com- 


pares with 570,795 in 1951. 
ee 


General 


Business Farmures—Dun & Brad- 
street reports that bankruptcies in 
week ended Jan. 22 rose to 173, the 
largest number for any week in 
* seven months. Total compared with 
158 in preceding week. 


Top Cars 
New-car registrations for 11 
months, plus 27 states for De- 
cember: 
1952 Pos. Make 


Chev. 


1951 Pos. 
1,031,042— 1 
833,212— 2 
528,231— 3 
378,209— 4 
324,929— 5 
289,090— 6 
263,822— 7 
225,027— 8 
198,229— 9 
135,078—11 
144,720—10 
107,997—12 
93,333—14 
94,109—13 
64,468—15 
50,705—16 
25,291—18 
50,029—17 
25,050—19 
3,508—21 
Brit. Ford 3,360—22 
Crosley 5,187—20 

Allstate 

Total All Makes 
3,944,209 4,890,417 
For further details see page 
26, today’s issue. 


8—173,612 
9—148,829 
10—135,662 
11—107,266 
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Auto Showmanship 


Studebaker Recalls Early Days— 


It's “Connestoga Day" as performers reenact in song and dance the wagon-making 
days of Studebaker. Climaxed by display of the 1953 line, the musical presentation, 
“The First Century of Studebaker,” was presented in New York, Chicago, Los Angeles 
and San Francisco to an estimated audience of 30,000 dealers, their sales personnel 


and special guests of the company. 


> 


Dealer O'Toole’s Promotion for Bel Air— 


Mounted on a Chevrolet truck, a 1953 Chevrolet Bel Air was driven around Corvallis, 
Wash., and nearby cities while ‘See the U.S.A. in Your Chevrolet" was played on a 
public address system. From left are Phil J. O'Toole, head of the dealership; Lloyd E. 
Rich, on stilts attached to roller skates, and Patrick J. O'Toole, son of the owner. Rich 
skated around in each city as part of the advertising stunt. The balloons were re- 
leased, and the finders received a miniature Chevrolet. 


Skylark Gets Spotlight in N.Y.C. Store— 


As part of the promotion for its Motorama of 1953, General Motors displayed a 
full-scale rendering of the new Buick Skylark in a show window of Best & Co., New 


York department store. 
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Is Running 


63 Pct. Ahead of 1952; 
578,002 Units in Jan. 


Month Is Second Best in Post-Korean Control Period; 
Boost in Autos Offsets Drop in Trucks 
For Total of 143,402 in Week 


By Bernie Thomas 

Associate Editor 
_ daily assembly rates con- 
tinuing to climb, U. S. plants 
last week wrapped up a January 
production volume estimated at 
578,002 vehicles, including 465,695 

cars and 112,307 trucks. 


Except for last October, it was 
the auto industry’s best month’s 
output under Government-ordered 
material restrictions, So far, car 
production this year is running 
63 percent ahead of 1952, while 
truck production is up 6 percent. 


Last week’s production effort in 
this country shoved 143,402 units— 
118,913 cars and 24,489 trucks—into 
the January output column, accord- 
ing to Automotive News’ estimates. 

* * * 


nS in U. S. plants the pre- 
vious week were 113,852 cars 
and 27,082 trucks—a total of 140,- 
934 vehicles. For the week ended 
Feb. 2, 1952, output in this country 
totaled but 97,085 cars and trucks. 

A slump in truck output last 
week, caused by model change- 
over operations in Ford plants, 
was more than offset by in- 
creased car output at nearly all 
makers. 

Even Ford contributed to the car 
upturn, by shifting the burden of 
car production to various plants 
while truck model changeovers 
were being carried out in other 
plants. A truck model changeover 
means shutting off car production 
in most Ford plant cities. 

* * * 


FNCREASED car production last 
week also came from Chrysler, 
General Motors, Hudson, Nash, 
Studebaker and Willys. Meanwhile, 
Packard output held to the high 
level that has been in effect since 
the first of the year. 

Hudson last week was shedding 
the effects of labor trouble the 
week before, and Studebaker 
showed definite signs of attain- 
ing volume of its 1953 offerings. 

Unofficially, the word is that 
Hudson’s progress so far on pro- 
duction of its Jet models indicates 
a March 13 date for public an- 
nouncement of those cars. 

Studebaker’s production problems 
on its 1953 models prevented its 
dealer showings from taking place 
last week. 

+ ~ + 

yas year’s January production 

of 578,002 vehicles compares 
with last year’s January output of 


What's Behind Living-Cost Index Fight 


By Ed Howard 
Staff Writer 
Grace pressures are reportedly 
being brought to bear on Presi- 
dent Eisenhower to extend the “old” 
Consumers’ Price Index on which 
most auto labor contracts are based. 

The move, supposedly by one of 
the industry’s Big Three, with an 
assist from the American Feder- 
ation of Labor, may well have 
come too late to have any chance 
of success. 

The Government stopped gather- 
ing data for the old index in De- 
cember. Officials—and the UAW’s 
Walter Reuther—were doubtful that 


the lost figures could now be re- 
captured. 
*” * * 

HE cost-of-living index has been 

scheduled to take on a svelte 

new look late in February. 

Those bloated figures of the 
postwar years, often flirting with 
the 200 mark, will give way to a 
trim, streamlined 114 or 115. 
What’s more, government econo- 
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mists insist that, in the process, 
a “much improved” index has 
been evolved. 

However, none of their mathe- 
matical formulae will change the 
cost of clam chowder or caviar, so 
why give the switch a _ second 
thought? 

A few short years ago, the 
changes now being introduced into 
Bureau of Labor Statistics compu- 
tations would have been of major 
interest only to other government 
economists, a few college profes- 
sors and the anonymous gentle- 
men who provide captains of in- 

(Continued on Page 43, Col. 3) 


284,922 cars and 105,519 trucks for 
a total of 390,441 units. 

Thus, U. S. plants roll into Febru- 
ary with car building showing a 63 
percent gain over comparable 1952 
rates, and truck production up 6 
percent. 

Indications are that the gap in 
both categories will widen during 
February. For some makers, such 
@ production pace means that 
they will be delving into second 
quarter material allocations by 
the middle of March. 

In that category are GM, Ford 
and Chrysler. 

On the other hand, other car 
producers—except for Studebaker— 
have large carryovers of materials 
that were not used during 1952, and 
they can continue to produce pretty 

(See OUTPUT, Page 43, Col. 1) 


Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 


143,402 140,984 


97,085 


Last Prev. 1952 

Week Week Week 

For complete production totals 
by makes, see table, page 48. 


Clues to Future 


Of U.S. Controls 
Due This Week 


By William Ullman 
Washington Correspondent 
ASHINGTON.—Answers to the 
controls situation are likely to 
start appearing this week. 
Undoubtedly clues will be found 
in President Eisenhower's address 
to a joint session of the House 

and Senate today (Feb. 2). 

He is expected to make known 
his policy on wage, price, produc- 
tion and distribution controls. 

~ ~ 7 


MBANTIME, Capitol Hill commit- 
tees will be starting hearings 
soon on the Defense Production 
Act, which expires June 30. 

The fate of the controls pro- 
gram is almost wholly contingent 
on what President Eisenhower 
does about the Korean war. NPA 
officials are guessing on this 
point. Some feel that the Presi- 
dent will step up the campaign 
in Korea, 

Officials of the Eisenhower Ad- 
ministration are engrossed in in- 
numerable problems, and prominent 
among them is this one: 

a7 


+ + 
HALL the Controlled Materials 
Plan be promptly junked, re- 
tained in amended form, or skele- 
tonized and held on a_ standby 
basis? 

CMP allotments already have 
been decided for the second quar- 
ter, but this does not necessarily 
mean, NPA officials explain, that 
CMP may not be discarded Apr. 1. 

A decision is imminent on the 
issuance of third-quarter CMP al- 

(See CONTROLS, Page 14, Col, 5) 
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Auto Excise Tax Stirs 
Storm of Protest 


ASHINGTON. — The nation’s 

need for adequate roads has 
generated an avalanche of protests 
against Federal automotive excise 
taxes, according to the National 
Highway Users Conference. 


Congressmen, public officials, 
national and state organizations, 
and the press have advocated 
various revisions of the automo- 
tive excise tax structure and 
policy in order that the states 
might secure additional funds for 
the construction of urgently 
needed highways. 

Within the last several months, 
the Federal tax on gasoline has 
been singled out for especially 
heavy criticism, and many organ- 
izations have gone on record to 
the effect that the Federal Govern- 
ment should withdraw from the 
gas tax field. 

+ * + 

N ADDITION to protests from 

user groups, NADA has indi- 
cated that it would lead the fight 
to relieve autos of an “unreason- 
able” tax burden. 

“It is a serious thing,” said J. 
Saxton Lloyd, NADA president, 
recently, “when a $2,000 essential 
product carries a $650 burden of 
taxation.” Federal excise taxes 
alone are 10 percent on cars, 8 
percent on trucks. 

Lloyd said that NADA would 
make it one of its first orders of 
business in 1953 to seek to right 
this situation. 

* * * 
A RESOLUTION adopted at 
the last conference of state gov- 
ernors, it was urged that the Fed- 
eral Government abandon gas taxa- 
tion “as soon as may be .consistent 


K-F Schedules 
Volume Output of 
Plastic Sports Car 


WILLOW RUN. — Kaiser-Frazer 
last week announced definite plans 
for volume production of a sports 
car, starting in July. The body of 
the car will be made of fiber-glass- 
reinforced plastic. 

Edgar F. Kaiser, president, said 
the K-F sports model has been 
designated the DKF-161. 

Designed by Howard A. Darrin, 
K-F styling consultant, the car will 
have many new features, including 
sliding doors and safety innova- 
tions, according to Kaiser. 

The decision to go into volume 
production was based on market 
tests which indicated public interest 
in European-type sports models, 
Kaiser said. 


Rowe Gets Gavel 


In Lorain County 


LORAIN, O.—Lee Rowe, of Rowe- 
Goerner Motor Sales, will guide the 
Lorain County Automobile Dealers 
Assn. as president for 1953. Harold 
Strang has been named vice-presi- 
dent, and Art Ford, secretary- 
treasurer. 

Trustees include George Kimble, 
George Llewellyn, Ed Myers, John 
Spitzer, Art Wamburg and Curt 
Williams. 


with the needs of national defense.” 

The resolution pointed out that 
gas taxes are paid by highway 
users for roads “which are rap- 
idly deteriorating because the 
funds needed to develop and 
maintain a modern highway sys- 
tem are not available.” 

The National Grange, a farm or- 
ganization, has recommended “im- 
mediate” withdrawal by the Federal 
Government from the field of motor 
fuel taxation so that the states 
could increase their motor fuel 
taxes up to two cents without in- 
creasing the overall tax burden of 
motorists. 

* * + 

HE Governors Conference state- 

ment was “heartily” reaffirmed 
by the 11th General Assembly of 
the States, sponsored by the Coun- 
cil of State Governments. 

The Western Governors Confer- 
ence urged that Congress give 
states the “right to substitute 
state collection of gasoline taxes 
for Federal collection when the 
states may see fit to do so.” 

Until the states exercise this 
right, the conference recommended 
that “the Federal Government re- 
turn to the states all of the gasoline 
taxes collected, retaining only an 
amount sufficient to cover the costs 
of collection.” 

+ * * 

CCORDING to the Automobile 

Manufacturers Assn., the in- 
dustry has consistently opposed 
Federal taxes on all automotive 
products. At a Senate Finance 
Committee hearing in 1951, the 
AMA tax committee presented six 
reasons why such taxes should not 
be adopted: 

1. They impede commerce by in- 
terfering with the movement of 
goods and people. 

2. They are a threat to production 
and employment. 

3. They affect mainly the lower- 
income groups. 

4. They are discriminatory, be- 
cause they are not based upon 
competitive considerations. 

5. They are unfair, because they 
put a greater tax load on people 
who use cars as essential transpor- 
tation. 

6. They are multiple taxation. 

The gasoline tax, meanwhile, has 

(See EXCISE, Page 36, Col. 5) 


Output Pace Doubles Under New Regime .. . 


Studebaker Bosses Visit Los A 


The raised arms belong to Harold S. 


ngeles— 
Vance, president and board chairman of 


Studebaker, but what the eight fingers signify is anybody's guess. This picture was 
taken as Vance and K. B. Elliott, executive sales vice-president, arrived in Los Angeles 
for the two-day Studebaker centennial celebration by some 600 dealers. Welcoming 
the two officials is C. K. Whittaker (right), vice-president in charge of the Pacific 
division, who served as host for the event. 


Senators OK Wilson, Kyes 
For Top Defense Posts 


WASHINGTON. —C. E. Wilson, 
former president of General Mo- 
tors, was confirmed by the Senate 
last week as secretary of defense, 
following prolonged examinations 
by the Armed Services committee 
and members of the Senate on his 
personal financial holdings. 

Wilson promised that he would 
sell or otherwise dispose of all his 
GM stock before Apr. 1, and has 
resigned from several companies 
and other organizations in which 
he was interested. 

As far as his 


4 Dealers Offer ‘Bonus’ 


To Wilson for Stock 


ONEONTA, N. Y.—Four Gen- 
eral Motors auto dealers here 
offered Charles E. Wilson $100 
a share for 20 shares of his GM 
stock last week, according to 
an Associated Press dispatch. 

With GM stock selling for 
$67.75 a share, they in effect 
offered Wilson $2,000 for shares 
worth $1,355. 


four aides are 


concerned, including Roger Kyes, 
former general manager of GMC 
Truck and Coach, Wilson prom- 
ised the Senate that he would 
“take the rap” whenever they 
were concerned, and make con- 
tract decisions himself in cases 
where they have financial hold- 
ings. 

Later last week the Senate Armed 
Services Committee gave approval 
to Kyes, 46-year-old GM vice-presi- 
dent on leave, as deputy secretary 
of defense. Kyes, too, promised that 
he would dispose of all of his GM 
holdings. 

Wilson closed his business life 
behind him except for two cases— 
he did not resign as trustee of the 
Kettering Foundation, formed by 
C. F. Kettering, which is experi- 
menting in storing up energy from 
the sun, and as a trustee of the 
Carnegie Institute of Technology, 
Pittsburgh. 


In his testimony before the Sen- 
| ate, Wilson said he had cleared the 
| (Continued on Page 33, Col. 1) 





Packard Fulfilling lis Big Hopes 


By Bernie Thomas 

Associate Editor 
= “big things” promised from 
new management at Packard 
appear to be coming into focus. 
Builder of fewer than 63,000 cars 
last year, Packard is now rolling 
them off two assembly lines at a 

rate of 130,000 annually. 


Its 1953 sales aims are crystalized, 
says James J. Nance, president, and 
Packard is poised to produce before 
the end of March about 33,000 cars, 
more than half the total it was 
able to turn out during all of 1952. 

More important, reports Fred J. 
Walters, sales vice-president, such 
production is being justified by re- 
tail sales activity. Field stocks are 


Broadway, TV Talent ‘Tunes Up’ for GMC Parley— 

Here's the cast that'll entertain field men of GMC Truck & Coach when they open 
their three-day national sales convention in Detroit today (Feb. 2). Richard C. Wood- 
house, general truck sales manager, said some 375 sales and service representatives 


from all parts of the country will attend. 


The entertainment cast of Broadway and 


television performers includes Vinton Hayworth, Mary Beth Hughes, Cliff Norton and 


others. 


down to less than three cars per 
dealer, he adds, and Packard deal- 


James J. Nance Fred J. Walters 


ers in many areas are hollering 


for more cars. 
~ * * 
wrt has happened to so re- 
juvenate a company, which 


Vance Reported Sought 
As Chief of ODM 

WASHINGTON. — Rumors in 
Government circles have it that 
President Eisenhower has asked 
Harold S. Vance, president of 
Studebaker, to become director 
of the Office of Defense Mobil- 
ization. 

While this could not be con- 
firmed, friends of Vance de- 
clared that Studebaker directors 
would be unlikely to release him 
at this time. However, it is said 
that Vance would be willing to 
help out the Administration as 
a consultant. 


only a few months ago was pro- 
ducing at less than half its present 
output rates, and whose retail ac- 
tivity seemed to justify no greater 
production? 

Plenty, report rank and file 
Packard people, and things start- 
ed happening last May. That’s 
when Nance, 51 years old, and 
fresh from success as head of 
General Electric’s Hotpoint, Inc., 
took over as Packard president. 
Nance found Packard turning out 

(Continued on Page 11, Col. 1) 





Pontiac's All-Aluminum ‘Otter’ 


Chrysler Dealer 
Group to Press 


Model Franchise 


Says It Will Turn 
To U. S. If Factory 


Is Uncooperative 


WASHINGTON.—Preparation of 
a new dealer selling agreement, and 
further plans to seek Government 
assistance if better factory-dealer 
relationships are not soon forth- 
coming, were disclosed here last 
week by the Chrysler-DeSoto- 
Dodge-Plymouth Dealers Assn. in a 
letter to all Chrysler Corp. dealers, 

The association said it had re- 
tained the firm of Stokes, Bram- 
well & Dassori here, experienced 
in the field of auto dealer fran- 
chise agreements and factory- 
dealer relations, to draw up a 
new selling agreement which will 
be submitted to every member 
for study and recommendations 
before the final draft is presented 
to proper Chrysler Corp. officials. 

“However,” the bulletin contin- 
ued, “if the desired and necessary 
results are not readily achieved, we 
will seek Government assistance 
from the Federal Trade Commis- 
sion, Department of Justice and 
the Congress for an investigation 
ef inequitable business practices 
within the industry.” 

The association declared that 
after a year, Chrysler dealer coun- 
cils had failed to improve dealers’ 
status with the factory. Other fac- 
tories, it said, have wooed dealers 
with dealer councils for years, but 
an equitable franchise has not yet 
been obtained. 

The councils can help, the bul- 
letin said, but it will take time. 
Meanwhile, it was charged dealers 
continue to lose profits and cus- 
tomers because of arbitrary factory 
policies. The association listed 15 
grievances, including “high prices,” 
“lower quality” and “territorial in- 
security.” 

The bulletin named the mem- 
bers of its executive committee 
who are working towards the 
objectives of the association. Ray 
D. Matthews (DeSoto), is presi- 
dent; Morse Watkins (Chrysler), 
executive vice-president; Colston 
Young (Chrysler), R. Bruce Livie 
(DeSoto), and S. M. Heimlich 
(Dodge), vice-presidents; C. H. 
Mason (Chrysler), secretary, and 
Walter P. Skinker (Chrysler), 
treasurer. 

Other members of the committee 
include Schuyler Porche (Dodge), 
P. W. Hall (DeSoto), W. N. Neff 
(Dodge), Oliver D. Joseph (Dodge), 
J. A. McAfee (Dodge), E. J. Jensen 
(Chrysler), Allen H. Foster (Chrys- 
ler) and T. E. Deakins (Dodge). 

The bulletin, which was sent to 
the more than 10,000 Chrysler Corp. 
dealers regardless of whether they 
were members of the association, 
included a questionnaire on various 
points of dealer dissatisfaction. 

Some of the questions follow: 

“Do you want a selling agree- 
ment which you could assign and 
transfer—which is bankable? 

“Do you want a selling agreement 
which would remain in effect after 
you die? 

“Do you want a disinterested 

(See CHRYSLER, Page 36, Col. 2) 


for Military— 


The first all-aluminum ground vehicle ever mass-produced for the military is rolling 
off Pontiac's assembly lines. The unit is an amphibious cargo carrier, capable of 
Operating in snow and heavy mud, and of climbing steep grades. It's called the 


| Otter T46E-1. 
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William E. Mason, who is guest 

conductor this week, is a Dodge 
dealer in Stamford, Conn. If there 
is any dealer who was born to 
this business, it is Bill Mason. In 
the gay nineties his grandfather, 
Frank E. Mason, was a manu- 
facturer of wagons and sleighs 
in northern New York. His ma- 
ternal grandfather, Frank E. 
Eldridge, was a jobber of such 
merchandise. When the automo- 
bile business broke they formed 
a partnership, Eldridge & Mason, 
located in Malone; N. Y., selling 
vehicles of transportation includ- 
ing automobiles. Bill’s father, 
Ernest Mason, married a daugh- 
ter of Eldridge, so the firm was 
cemented. 

The original firm is still active 
in business. Bill’s brother, Ernest, 
has a Chevrolet contract in 
Plattsburg, N. Y. In 1945, follow- 
ing his release from the armed 
forces, Bill obtained the Dodge 
franchise at Stamford where he- 
has expanded both in his business 
and civic life. 

One of his outstanding contri- 
butions is a foundation which 
awards each year a scholarship 
to a deserving high school grad- 
uate. It is a real pleasure to in- 
troduce column readers to Bill 
Mason. 

+ * * 

A DAY with the Giants; A Day in 

the Life of Dennis Day; My 
Day, with Eleanor—these are but 
a few of the many “Day” programs 
in our radio, television and news- 
paper life. What then could be 
more appropriate than a “Day with 
John Munn,” a day spent by him 
attending a meeting of Automobile 
Dealers. This theoretical meeting 
can be on a state or national level 
and its location can be anywhere. 
The results will be the same. 


Thus at 9:30 a.m. we find John 
Munn, fresh as a daisy and full 
of pep, entering the beautiful 
Persian Roof of the Ritz Hotel. 
John is completely equipped with 
badges, identification cards, pro- 
grams, schedules of cocktail 
parties, etc., etc. 

In fact, he is 100 percent in busi- 
ness for the day. 

No musical outburst from the 
orchestra marks his entrance into 
this gorgeous, well-flowered, ban- 
ner-bedecked room. Only a “Hey 
John, I want to see you,” from an 
old friend, Dealer A, who rushes 
forth with outstretched hand. John, 
being a dealer at heart, doesn’t 
offer the usual greetings of a 
normal man. He immediately asks, 
“How’s Business?” The reply is 
equally snappy. “It’s terrible.” 


* * * 


Poor John 

RACTICALLY every dealer in 

my Town is in the red for the 
month. Overhead is eating us up. 
Sales are at the point where they 
can’t drop any lower; they’re that 
bad. In fact, confidentially, and 
don’t breathe a word of this, it’s 
hot off the griddle from a friend 
who just returned from a secret 
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By John O. Munn 


|trip to Washington, the last com- 
posite dealer profit figures compiled 
by NADA show such alarming red 
figures that they don’t dare publish 
them for fear of starting a panic. 
Things are really bad—we Dealers 
can’t continue this sort of business 
much longer. 

Our John thinks what material 
for a column, what material, as he 
cautiously moves away from 
Dealer A. 

He then accidentally bumps 
into his friend, Dealer B, who 
wants a private interview. True 
to form, John promptly inquires 
as to customer reception of the 
new model sold by Dealer B. The 
answer is straight and te the 
point. First off, the factory an- 
nouncement meeting stunk. Put 
on by a bunch of brass, who 
know absolutely nothing about 
retail selling. They think the pub- 
lic will go nuts about this new 
car—they’ll go nuts all right— 
straight to a competitive dealer’s 
showroom. 

Imagine the nerve of one speaker 
—He said that the company had 
the greatest backlog of orders in 
its history. Orders, hell—you know 
whose orders they are —dealer 
orders. You come back to my office 
and I'll show you our order file. It’s 
empty. 

John, why do factories talk this 
way? Why don’t they get closer to 
the dealer, closer to the customer? 
After all, the factory only wants to 
sell new cars, trucks and parts at 
a profit. Likewise, the dealer only 
wants to sell these same products 
profitably. Why can’t there be a 
mutual approach to this common 


goal. 
* * *~ 


Quietly Slips Away 

OHN, here’s another subject dear 

to my heart. Not too long ago 
our factory ran a series of national 
ads showing that our car, for all 
practical purposes, would give new 
vehicle performance ‘for 100,000 
miles. For heaven’s sake, don’t 
those fellows at Detroit know we 
are in a replacement business? We 
want people to trade. We'll go 
broke if we don’t once again sell 
the public on the idea of trading 
early and often, as the politicians 
say. 

Hmm, thinks John, great ma- 
terial. Yet he well realizes that 
these problems cannot be solved by 
one dealer or a group of dealers. 
The retail automobile business is 
one of the world’s biggest enter- 
prises—and any approach to its 
problems must recognize that fact. 
However, the meeting is under way, 
so John thinks the best method of 
losing Dealer B is to quietly go to 
the men’s room. 


Our columnist enters the con- 
fines of the men’s room and is 
greeted with a “Hey John, just 
the man I want to see.” It’s ap- 
parent Dealer C is upset; his 
mood is not that of a gay con- 
vention-goer. Seems he has lost 
seven new-car sales and two 
new-truck sales in the last two 
weeks, all because of inability to 
deliver the color the customers 
requested. In each instance, he 
ordered the correct vehicle from 
the factory, but what he received 
did not remotely resemble what 
he ordered. 

“When,” asks Dealer C, “will the 
factories realize that the customer 
has a perfect right to expect the 
merchandise he orders?” Then the 
dealer explains his model problems. 
Factory production is based on a 
certain percent for each model. 
Some models don’t go in my terri- 
tory, but I order by percent regard- 
less. Manufacturing, not sales is 
running the show today. John, how 
can we dealers get our story to 
those who now dictate corporation 
policy? We’ve got to make some 
one understand that the customer, 
not production expediency or man- 
ufacturing profit, is boss. 

By now the stale air of the men’s 
room had given John a headache, 
so down to the drug store he went 
—for an aspirin— found the store 

(Continued on Page 40, Col. 1) 





Court Bars Protests to CPR 83 Survey... 





Dealers Lose Fight on OPS Quiz 


WASHINGTON.-——A new chapter 
was written last week in the Utah 
test case on Ceiling Price Regula- 
tion 83 when the U. S. Emergency 
Court of Appeals dismissed the 
objections of 291 Texas dealers to 
filling out an OPS survey question- 
naire. 


The court’s ruling, it was ex- 
plained, upheld the OPS conten- 
tion that the objections of Texas 
dealers may be raised only in 
actions that may be _ brought 
against them by the OPS in 
U. S. district courts. The court 
said that it lacked jurisdiction to 
rule on the validity of the OPS 
survey orders. 


| At the same time, OPS Director) ceiling sales. They were joined in 


Joseph Freehill gave the Texans 


20 days in which to submit the 
pricing information requested by 
OPS. 


Last year, OPS ordered 1,435 
dealers in Texas, Washington and 
Utah to file detailed information 
regarding new-car sales during 
specified monthly periods in 1950 
and 1951. According to OPS this 
information was needed to aid the 
agency in ruling on formal dealer 
protests against the regulation gov- 
erning new-car sales. 

The protest proceedings were 
initiated by three dealers facing 
‘court action on charges of over- 





Put Shoulder to Wheel in Alabama— 


Officers and directors of the Automobile Dealers Assn. of Alabama waste no time 
in getting down to work planning activities for the coming year. Here, they assemble 
for their first meeting. Standing (from left) are L. C. Steele, D. T. Stuart, Forrest McCon- 
nell, W. M. Polk, J. R. Hubbard, Fred Clark, Joe Wittmeier, V. C. Adams, Charles 


Whitaker, T. J. Kirven, Harry Hooper jr. 


and Rhea Fayssoux. Seated in front of 


standing row are Clarence House, Frank R. Broadway, H. C. Christopher, John 


McGarity, R. S. Hicks and F. E. Davidson. 


Seated at left of table are Judson Colley, 


A. C. Freeman, W. S. Edwards jr. and W. M. Turner. At right of table are A. B. 
Woods jr., Hershel Littrell, W. H. Ray and George Averitt. 





Pa. Inspection Helps Junk 


489,684 Units 


HARRISBURG, Pa.— (UTPS) — 
Figures made available by Otto F. 
Messner, Pennsylvania secretary of 
revenue, indicate that 489,684 motor 
vehicles have been junked in the 
state since 1943. 

Claude S. Klugh, of Harrisburg, 
general manager of the Pennsyl- 
vania Automotive Assn. com- 
mented: 

“The relation between our State 
inspection law and the removal 
of junkers from the highways 


Accessories Get 
Featured Spot 
At Chicago Show 


CHICAGO.—Twenty-five exhibits, 
including educational displays, will 
be featured in the accessories sec- 
tion of the 45th annual Chicago 
Automobile Show at the Interna- 
tional Amphitheater March 14-22, 
according to Frank H. Yarnall, 
chairman of the executive show 
committee. 

Located in the north and south 
wings of the main floor, these ex- 
hibits will supplement 19 makes of 
passenger cars and nine of trucks. 

Among the accessories, parts, 
equipment and educational exhibi- 
tors identified with the automo- 
tive industry are Auto Parts & 
Gear Co.; Axle & Equipment Sales 
Co.; Bardahl Distributors of North- 
ern Illinois; Coyne _ Electrical 
School; De Kalb Commercial Body 
Corp.; Dunne-General Tire Co.; 
Metropolitan Chicago Ford Dealers 
Assn.; Greer Shop Training, Inc. 

Also, Hercules Motor Corp.; 
Hermes Distributing Co.; Justrite 
Mfg. Co.; National Used Car Mar- 
ket Report; Phoenix Sewing Ma- 
chine Sales of America; Willett 
Truck Leasing Co., and Wynn Oil 
Distributing Co. of Illinois. 

Yarnall reported that work is 
ahead of schedule at the Becker 
Bros. Studios, builder of stage and 
decorative effects for the show. He 
added that car and truck manufa:- 
turers are planning numerous eyi- 
catching displays. 


in Decade 


has not been clearly established, 
but it is safe to state that thou- 
sands of unsafe motor vehicles 
are removed from Pennsylvania 
highways each year, thanks to 
the law.” 

Statistics show that the number 
of vehicles junked in 1943 totaled 
28,010, with continuous declines up 
to 1947, when 21,452 vehicles were 
junked. The number of junkings 
climbed to 96,080 in 1950, to 131,402 
in 1951, and to 131,656 in 1952. 


Recognized as one of the best 
motor vehicle inspection systems 
in any state, the system was 
adopted as the result of the 
pioneering efforts of PAA. 
Pennsylvania made motor vehicle 

inspection mandatory in 1928, and 
in 1937 semi-annual inspections 
were adopted. Today there are 
more than 10,000 privately-owned 
inspection stations, which are su- 
pervised by the Revenue Depart- 
ment with the assistance of the 
State Police. 





more than 500 
in the three 


their protests by 
other retail dealers 
states. 

OPS said that several hundred 
dealers had submitted replies to 
the agency’s questionnaire, but 
the Texas group filed formal pro- 
tests against the survey. 

When OPS denied these protests, 
the Texas dealers filed complaints 
in the Emergency Court of Appeals 

asking that the OPS orders calling 
for the pricing data be set aside. 

AvuTomotTiveE News asked an OPS 
spokesman if the agency intended 
to follow through on the original 
charges of over-ceiling sales, and 
the reply was that OPS wanted the 
information for examination. 

“What next?” he was asked. 

“What OPS does,” was the reply, 
“depends entirely on what the 
questionnaire answers reveal. 

“It may be that the information 
supplied will bring the matter to 
an end. On the other hand, it 
may reveal violations of the 
agency’s price regulations that 
cannot be ignored. 

“When all the answers are in, a 
determination will be made by our 

legal staff. That is the status at 
the moment.” 


Ex-Hudson Dealer 
Wins $82,500 
In Antitrust Suit 


DALLAS. — A former Denton 
(Tex.) dealer, Mark Waldrip, has 
won a $82,500 judgment in Federal 
court from Hudson Sales Corp. in 
an antitrust suit, while his anti- 
trust charges against Hudson Mo- 
tor Co. were dismissed. Hudson 
Sales is a subsidiary of the car 
maker. 

An appeal will be carried by Hud- 
son Sales to the Circuit Court of 
Appeals. 

Waldrip said that at the time 
he entered into a contract with 
Hudson Sales he also was handling 
Philco appliances and Willys and 
Packard cars. 

He told the court that to secure 
a second contract a year later, he 
was forced to give up his Philco 
sales and later was asked “not to 
push” sales of Willys or Packard 
autos. 

In 1950, Waldrip said, the con- 
tract was not renewed, and he was 
forced to sell out at a loss. 

Hudson denied breaking the con- 
tract, said the dealer sold his busi- 
ness at a profit and added that no 
restraint of trade had been shown. 


Missoula (Mont.) Dealers 
Elect Tucker President 


MISSOULA, Mont.—R. J. Tucker 
has been named president of the 
Missoula Automobile Dealers Assn. 
for 1953. He succeeds F. A. Graehl. 

George Roosevelt was chosen 
vice-president, and D. P. Bates was 
reelected secretary-treasurer. 


On the House .. . 


Congrats to the Cleveland dealer association, which recently enter- 
tained at dinner the entire Cuyahoga county delegation to the Ohio 
legislature, explained the civic accomplishments of auto dealers, etc. 





J 


Wembhoft 


Fine public relations gesture .. . Buick’s Ivan Wiles 
had an exciting time in Los Angeles recently, re- 
ports Slim Barnard. Wiles was passing Bank of 
America office when it was being held up and soon 
was the “center man” in the police chase of the 
gunman. Next day a hotel elevator went haywire, 
carrying Wiles to point between top floor and roof, 
from where one of the hotel 
rescue him... 

K. T. Keller was sitting down with the “prole- 
tariat” as Chrysler President Tex Colbert de- 
livered his address to an overflow crowd at 
Detroit Economic Club last week ... Mrs. Mary 
Jane McCaffrey, 


experts had to 


who was Ray Chamberlain’s 


aide at last year’s NADA convention in New York, has been ap- 


pointed secretary to Mrs. Eisenhower . . 


parley will go to Miami... 
Ohio association’s spot check 


. Looks like 1954 NADA 


shows that 79.6 percent of auto 


dealers in five populous counties cast their ballots in November 


election . 


. . South Dakota association has added 18 new members 


. Used-car stocks are up 10 percent but u. c. sales are up 17.5 
percent, Chicago Ford dealers report. 


—Pete Wemuorr, Editor, 
Automotive News 
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AUTOMOTIVE 


OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and epee {2. A fair profit to 
the dealers on every used vehicle accepted in partial payment for a new 
car or truck. §3. Every dollar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 
14. The elimination of government and bureaucratic controls over this 
industry. 15. A return tg the precepts of independence and the rewards of 
applied energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 











Capsule Comments 


gp more state legislatures are studying measures which 
would set day-and-night speed limits on their highways. 
Most of the bills call for limits of 50 to 60 miles per hour. 


We don’t believe speed limits are the answer to our acci- | 
dent mess, but they were inevitable. 


* * * 


( pens and bus operators are the safest and most courte- 

ous drivers in the nation, an impartial survey of the 
public shows. Nine in every 10 persons feel trucks are 
essential to the nation’s economic life. 


Railroads, please note. 


* * * 


j dene 1953 selling season is in full stride, with 33 dealer- 
sponsored auto shows scheduled by the end of April 
across the nation. 


Yet the auto makers can’t agree on resumption of a 
national show. 


ADA’s President J. Saxton Lloyd will address the Feb. 
16 session at the association’s annual convention; title 
of his talk will be “Let the Chips Fall.. .” 


They usually do when Sax gets on the rostrum. 


pyri that General Motors obtained 47 percent of the 

new-car market in 1940 and 1947 but got only 41.5 per- 
cent in 1952, Vice-President W. F. Hufstader told a New 
York press conference that “we are going out to regain that 
prewar position and, maybe, if we got moving strongly 
when we passed the 47 point, we might nudge out a little 
bit.” 

Every maker is planning to “nudge out” a bit this year, 

so it looks like a real competitive 1953. 


Automotive Neuss [ Auto 


SJ 
Forum BIE, 
- 

“Some of the best fights over 
television occur in homes hav- 
ing more than one child.”— 
Swney Bropy in Saturday Eve- 
ning Post. 

* + * 


Cussed Obstacle 


“Today we are held back (in 
natural resources reclamation) 
less by the obstacles of nature 
than by the obstacles of human 
cussedness, and the limits of our 
progress are set, not by what 
our scientists can do, but by 
what our statesmen cannot do.” 
-Michael Strauss, Federal recla- 
mation commissioner. 
* * * 


Ground Floor 


“The only way for youth to 
learn how to operate a busi- 
ness is to get into it from the 
ground floor and not to try to 
learn it from a _ textbook.”— 
John Haien, director, special 
training, Chrysler Corp. 

x Ea * 


The Good, Old Days 


In Detroit Traffic Court, Am- 
brose Muxlow, 70, got the first 
black mark on his record after 
police had caught him driving 
the wrong way on a one-way 
street. 


He was fined $25 for driving 
without a license (for 40 years). 

When he started driving in 
1912, he explained, he did not 
need a license, and so he never 
bothered to get one. 


In his 40 years, he had never 
had an accident. — Detroit Free 
Press. 

+ + * 


Ditching Horseshoes 


The motor age has caught 
up with John C. Baker, 71, 
New Britain, Conn., this city’s 
last blacksmith. After shoeing 
horses for a half century, 
Baker said he can’t make a 
living at it anymore. He went 
into the apple  business.— 


| J@TIPE MAceR Sez TIRES ARE 
TS BE SO TOUGH BEFOFPE LONG 
TREY WILL OUTLAST Tae CAR ! 








@THERE WILL BE MANY 
REGIONAL AUTO SHOWS 
BUT THE GHOST OF 
THE BIG sHow PERSISTS 
AND WILL CONTINUE 
TO PERSIST—WE HOPE! 


YVESSIR— (1M 
\ DIGGING MEBBY 
( 40 MILLION 
y TONS A YEAR 





(U. P. DispatcH.) 
- +. * 


Let’s Be on the Beam 


Americans brag, with justifica- 
tion, about our democratic sys- 
tem. But the democratic system 
isn’t worth talking about unless 
alert citizens make themselves 
effective in the affairs of the 
community.” — National Munici- 
pal League. 


* * x 





used, if you so request. 


No Joke 


I am a student at the University 
of Kentucky and also a subscriber 
to Automotive News. I have done a 
little research on some rules on 
being popular in college, and 
thought you might be interested 
in the results to pass on to your 
readers. 

Even though it may sound like 
a joke, there is more truth than 
poetry in the following: 

Rule 1: Have a pleasing person- 
ality; Rule 2: Have a car; Rule 3: 
Be a good conversationalist; Rule 
4: Have a car; Rule 5: Just be 
yourself; Rule 6: Have a car. 

Note: Rules 1, 3, and 5 may be 
omitted if the car is a red con- 
vertible.—Eppie STEPHENS, 669 West- 


lawn, Louisville 11. 
* * OK 


Daffynition of a Car 
A definition of a car by Rob- 
ert Moses, director of the New 
York City Parkway System: 

“A car is a heavy, largely 
metal conveyance powered by 
an internal-combustion engine 
and controlled by delicate 
mechanism to transport people 
and goods over roads which 
should be good but mostly are 
not, 


“It is also a lethal projectile 
of any make, size, weight, age 
and condition operated by 
drivers of all sorts, ages, skills, 
conditions of health, physical, 
mental and moral attributes 
and with widely varying re- 
actions, temperaments, sus- 
ceptibilities dependabilities 
and responsibilities.” 





Quality Business? 


Why do people buy automobiles? 
Do they buy them for style, com- 


10 Years Ago... 


The Big Story 


February new-car quota, at 37,500, down 5,600 from January... 
War Production Board protects remaining spare parts stocks of 
dealers and wholesalers by prohibiting Army and Navy purchases 
except on AA-1 emergency priority . .. Chicago used-car stocks hit 
all-time peak, 143 days, as sales volume continues to dip, from seven 
per dealer in October to six in November and four in December .. . 


Rubber Czar William Jeffers charges “so-called expediters, the Army 
and Navy loafers,” are impeding the synthetic rubber program. Says 
Jeffers to startled conference of state governors: “There are too 
many expediters in the war plants and too many experts in Wash- 
ington.” Chairman Carl Vinson of House Naval Affairs Committee 


says his group will investigate ... With “Big Inch” pipeline nearing 
completion, “Little Inch” line is authorized, 836 miles from Texas to 
Indiana . .. UAW-CIO President R. J. Thomas asks War Labor Board 
for general pay increase in auto industry, abandonment of “Little 
Steel” wage formula. 


—From the files of Automotive News. 





‘Simmers Down to One. . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 
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No attention is given to unsigned 





fort, performance, service, economy 
—or what? 

The manufacturers hire the top- 
flight designers. They build style, 
comfort, performance, service and 
economy into a car. The customer 
comes in to the dealership to see 





the new car. The salesman asks: | 


“Ain’t it a beaut?” 

Are dealers in business for a 
profit? Much has been printed 
about “maintaining their tradi- 
tional discounts.” So what do the 
dealers do? 


They do their own local adver- 
tising. Perhaps it is different in 
other cities, but last Sunday I read 
the St. Louis Post-Dispatch. 


Here is what I saw: “Longest 
trade in town”’—‘“Longest deal in 
St. Louis”—‘“$250 for any used car 
—it need not run—drag it in” 
“$400 off on a new... ."—“We allow 
$200 more than anyone else.” 


Why not tell it all? Why not say: 
“T have no desire to make a legiti- 
mate profit. I realize that this car 
I'm selling is not worth the money. 
I know that the list price is $400 
more than it is worth—it is not 
much of a product anyway. So 
come to me. I cannot cut the price 
but I'll allow you $400 more than 
your old pile of iron is worth, and 
we will call it a ‘tradein allow- 
ance.’” 

Sure—the public “chisels.” Sure, 
it shops around. When 75 percent 
of the dealer advertising is writ- 
ten to encourage it, certainly the 
advertising gets attention and is 
heeded. 

Sound terms, the banker says. So 
does the finance company. But 
after all, what they say means 
little. 

Quality business—bah! 

We as dealers realize (they must 
say to themselves) that we have 

(See LETTERBOX, Page 33, Col. 5) 


| 


> 





Austin A-40 Sports Convertible. A 4-seater sports car. Light, 


fast, beautifully sprung. Aluminum custom body. 
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$2295* 


a 





Austin A-125 Sheerline. World famous for its brilliant 
engineering and superlative luxury. 








$5389* 





New Austin—A-30. A 4-door sedan that gives 40 miles per 
gallon and sells for only.............00eeeeeees $1495* 
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Austin A-40 Somerset Convertible. Can be driven with top Austin A-40 Somerset Sedan. This popular 5-passenger 
open, closed, or in smart coupé-de-ville style. $1945* model is the ideal car for most families. $1795* 


“35 miles per gallon makes Austin 


Ss 


mighty popular in Texas, too!” 


—says Austin dealer C. C. TALLEY, 


Dallas, Texas 


‘“‘The new Austin line is going great in the Lone Star State! My fastest selling 
model is the Austin Somerset DeLuxe Sedan. It actually goes up to 35 miles on 
a gallon and cuts customers’ operating costs as much as 50%. Texans like the 
price, too—only $1795 including extras!’ 


opAyY America’s enthusiasm for 

foreign cars is bringing Austin 
dealers the most profitable business in 
their history. 


Consider the exceptional opportuni- 
ties an Austin dealership offers: A com- 
plete line of models with a wide range of 
prices. A liberal profit on every deal. A 
resale market that is always active. And 
many other advantages. 


Sales-leader of the line is the sturdy, 
family-priced Austin Somerset 4-door 
sedan. Its retail price of $1795 includes 
$250 worth of such extras as heater, de- 
frosters, turn signals, patented interior 
jack, foam-rubber seats, and real leather 
upholstery. Its companion car, the new 
Austin Somerset Convertible, is one of 
the lowest-priced convertibles sold today. 


*F.O.B. nearest coastal port of entry 


Who Stands Behind You? 


Austin is the largest single automobile 
manufacturer in England. Today there 
are more Austins on the road in North 
America than all other foreign cars com- 
bined. Incidentally, an Austin dealer- 
ship can provide you with excellent in- 
surance against supply interruptions in 
domestic lines. 


Brief Engineering Details 


The A-40 Somerset has a 4-cylinder, 
valve-in-head engine with 42 brake horse- 
power. Cruising speed: 65 m.p.h. Maxi- 
mum speed: In excess of 70 m.p.h. Syn- 
chromesh transmission has four forward 
speeds with steering column gearshift. 
Equipped with AC mechanical fuel 
pump, AC oil bath air cleaner, Borg and 
Beck clutch and 12-volt electrical system. 


What About Customer Service? 


There is no service problem with Aus- 
tins. Complete parts stocks are always 
available. And there are more than 1,000 
Austin dealers in North America. Me- 
chanics agree that the Austin engine is 
brilliantly engineered. It is extremely 
trouble-free and easy to service. 


Active Resale Market 
Austin owners are a satisfied and loyal 
group. They continue to buy new Austins 
year after year. And demand for the used 
Austins they trade in is far greater than 
the supply. 


Overseas Delivery Plan 
for Travelers 


Here’s an extra selling advantage for 
Austin dealers. If you have a prospect 





planning to go abroad, he can order his 
car from you for delivery in England. 
Then on his return trip, we ship his 
Austin home from London without 
charge. It’s an all-inclusive service at 
the regular U. S. retail price. Other over- 
seas plans cover delivery in Paris, Rome 
or Diisseldorf. 


Are Dealer Franchises Available? 


Yes. Austin has a number of profitable 
dealer franchises still available. If you 
would like to sell America’s most popu- 
lar foreign car, wire or write for further 
information. 

Address: 

AUSTIN MOTOR CO., LTD. 
Austin House 


27-29 W. 57th Street 
New York, N. Y. 


Xl 
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Buying Surge Expected . . 


AUTOMOTIVE NEWS, FEBRUARY 2, 1953 





New-Car Sales on the Rise 


By Sam Sampson 
Staff Writer 

NJEW-CAR sales are running at a 

higher level in January than in 
December last year, according to 
reports from most areas of the 
U. S. Many dealers are expecting 
an unusual buying surge in the 
spring. 

Factories are currently produc- 
ing cars at a rate comparable to 
the second quarter of 1951, and 
it is expected large amounts of 
new cars will be available to 
dealers from now on. Accord- 
ingly, factories are urging dealers 


Price Rules Eased 


For Cars Using 


Conversion Steel 


WASHINGTON.—OPS last week 
announced changes in the methods 
employed by car manufacturers in 
determining ceiling prices and com- 
puting adjustments to cover the 
extra costs involved in using con- 
version steel. 


The agency said the changes 
are designed to simplify and 
clarify Revision 1 of Ceiling Price 
Regulation 1, and are incorpo- 
rated in a new amendment to 
that regulation which became ef- 
fective Jan, 31. They are not 
expected to materially affect the 
general level of prices, OPS said. 


Here are the prime points of the 
new provisions: 

1. In computing permitted con- 
version steel adjustments, car man- 
ufacturers may include the extra 
cost of conversion steel which they 
furnish to their suppliers for use 
in making parts for their automo- 
biles. 


2. Car manufacturers are author- 
ized to recompute their conversion 
steel adjustments at uniform inter- 
vals consisting of any number of 
calendar months from one to six 
months. Previously, the only re- 
computation period authorized was 
six months. 


3. A method is provided for com- 
puting conversion steel adjustments 
to ceilings on new models by com- 
paring the cost of conversion steel 
used in their manufacture to the 
cost of conversion steel used in the 
manufacture of the most compar- 
able earlier models. 

4. Manufacturers who are un- 
able to calculate their conversion 
steel adjustments by prescribed 
methods are authorized to pro- 
pose other methods to OPS. 

5. Manufacturers hereafter are 
authorized to use ceilings they pro- 
pose on OPS Public Forms 149 for 
new items of extra, special or op- 
tional equipment 15 days after fil- 
ing with OPS, unless OPS takes 
contrary action in the meantime. 
In the past, manufacturers were 
required to await formal OPS ap- 
proval of the proposed ceilings. 

6. A method is provided whereby 
a manufacturer may establish ceil- 
ing prices on a line or series of 
automobiles with automatic trans- 
mission as standard equipment, re- 
placing ceilings established for the 
line or series when the automatic 
transmission was offered as extra, 
special or optional equipment. This 

may be done if in the last six 
months automatic transmissions 
have been installed as extra, special 
or optional equipment on at least 
90 percent of the production. The 
change will reduce the cost of man- 
ufacture and frequently result in 
savings to the consumer, OPS said. 


Economic Club to Air 


Trust Laws for Labor 


DETROIT.— Theodore R. Iser- 
man, New York attorney, will ad- 
dress the Economic Club of Detroit 
at noon today (Feb. 2) on the sub- 
ject, “Why Our Antitrust Laws 
Should Apply to Labor as Well as 
to Management.” 

The meeting will be under the 
chairmanship of John C. McCurry, 
general manager of the Michigan 
Manufacturers Assn. 

The speaker next Monday will be 
Thomas E. Murray, of the Atomic 
Energy Commission, who will dis- 
cuss “Nuclear Power vs. State 
Power.” He will be introduced by 
James C. Zeder, engineering di- 
rector of Chrysler Corp. 








| to get ready for the spring mar- 
ket by paring down used-car 
stocks and trimming operating 
expenses as much as possible. 
| Even now, some dealers report 
|that the factories are urging them 
to take cars above quota, and 
is thought that dealer stocks, in 
spite of growing new-car sales ac- 
tivity, will be larger at the end of 
January than they were a month 


earlier. 
+ * * 


EVERAL areas report that new- 
car volume cannot be given full 
sway because of over-loaded used- 
car lots. Retail used-car sales are 
slow in most parts of the nation, 


w 


creasing amount of operating capi- 
tal is tied up in used cars. 

At the same time, finance com- 
panies are beginning to tighten 
down on terms in some areas, it 
is reported, and the blow is being 
felt most seriously in the used- 
car field. 

Detroit used-car dealers report 
that credit terms are tighter than 
a month ago, and that sales have 
dropped in proportion, While most 
of them feel that it is perhaps a 
good long-range measure, it is do- 
ing nothing toward cleaning out 


flooded lots. 
* * * 
REPORT from Pittsburgh 





A speaks of relief for dealers 
there. The new-car market has 
picked up the most strength since 
the steel strike. One dealer said 
sales had been good over the last 
two months, and another reported 
the market strong. 

For the week ended Jan. 17, 
new-car sales in Akron grew 
slightly as compared to the pre- 





461 Independent Lots 


Counted in Chicago 

CHICAGO. — A report by the 
City Council’s Committee on 
Buildings and Zoning disclosed 
last week that the number of 
used-car lots in Chicago, exclu- 
sive of those operated in con- 
junction with new-car dealer- 
ships, increased from 30 in 1930 
to 461 last year. 

The survey revealed further 
that the trend is toward larger 
lots and their grouping on five 
“auto rows.” 

Ald. P. J. Cullerton, commit- 
tee chairman, stated that “small, 
scattered lots in other locations 
are gradually disappearing” and 
that an ordinance is under con- 
sideration providing “special 
areas for used-car sales pur- 
poses.” 





it | 


and dealers are saying that an in- | 
|particularly in view of the rumor | 





}eliminated. The market has been 


‘New York Dealers 


vious week, and at a level of 
about 30 cars better than the 
same week last year. The week’s | 


total of 324 cars was 14 cars 
above the previous week. 
Cleveland reports the sale of} 


more than 1,100 cars for the week | 
ending Jan. 24—which is about level 
with sales the earlier part of the} 
month. Dealers report a high in- 
terest in cars there, but say it is| 
hard to transfer that “interest into 
sales.” 

Used-cars were described as “slow | 
cousins” there, with the week’s 
sales falling to about the 1,000 
mark. 

Canadian dealers are looking for- 
ward to brisk sales in the spring, 


that the excise tax is to be cut or 


reported fairly strong there on new 
cars, but not too active on used 
units. 


Clash with Dewey 


Over Inspection 


ALBANY.—While the New York 
State Automobile Dealers Assn. has 
hailed Gov. Thomas E. Dewey’s new 
highway safety program as a 
“praiseworthy pattern for logical 
development,” it disagrees with 
him on which is the better method 
of making car inspections. 

The governor proposes that in- 
spections be made in State-operated 
garages, a move which was de-| 
feated last year. The dealers, how- | 
ever, insist that inspections can be 
handled better and easier by State- 
supervised private stations. 

The dealers appeared to have 
lined up behind Dewey in his de- | 
mand for compulsory liability in-| 
surance for all cars. They said they 
approved the governor’s “earnest | 
hope to develop an auto insurance 
program that will reward the care- 
ful motorist with lower rates.” 

Meanwhile, Senator Thomas C. 
Desmond, Newburgh Republican, 
said he intends to introduce a bill 








They'll Pace ‘500’ Classic— 


A 1953 Ford convertible will be the official pace car in the annual 500-mile race at 


the Indianapolis Motor Speedway May 30. 
tor of Ford Motor Co., will drive the car, 


international classic and president of the speedway, will share the ride. 


Colbert Sees Opportunity 
Through Cooperation 


DETROIT. — Development of an 
economically stronger free world 
could well be the most powerful 
weapon for peace, 
L. L. Colbert, 
president of 
Chrysler Corp., 
told the Economic 
Club of Detroit. 

Em p hasizing 
the importance of 
continued in- 
creases in Ameri- 
ca’s productivity 
and the encour- 
agement of two- 


L. b. Colbert way trade among 


| the countries of the free world, he 


said: 

“With men of understanding 
heading our government, business 
and labor together should have a 
very real opportunity to strengthen 
not only our economic staying 
power but our economic, as well 
as social, progress. 

“It is because of the rise in 
(American) productivity that the 
real earnings of all our people have 





Lyons Succeeds 
Grove as Chief 





providing for a two-year trial of 
compulsory auto inspection by pri- 
vate garages. 

The senator said his bill 
these advantages: 

1. It gives free enterprise at least 
a chance to make good. 

2. It would prevent the long de- 
bate over the issue of State versus 
private inspection from continuing 
to block saving of lives. 

3. It spares the State from hiring 
inspectors, clerks and cashiers un- 
less deemed absolutely necessary. 


has 


Used-Car Bulletin from Detroit . . . 


Latest Auetion Prices 


Jan, 28 
(Buyers very active. 
out of 100 offerings.) 
BUICK—’48 RM 4-dr., $730. 
4-dr., $390. 
CADILLAC—’51 (62) 4-dr., $2,905*. 
CHEVROLET — °51 SL Deluxe 2-dr., 
$1,290. ‘48 FL 2-dr., $500. 
CHRYSLER—’53 NY 4-dr., $3,300". 
Windsor 4-dr., $1,550*. 
DODGE—’51 Meadowbrook 4-dr., $1,- 
215*. ’50 Wayfarer 2-dr., $915. '48 
Custom 2-dr., $540. °47 Custom club 
coupe, *46 Deluxe business 


Sold 63 units 


"47 Super 
"51 


$490. 
coupe, $270. 
FORD—’51 Custom (8) club coupe, $1,- 
300*; 2-dr., $1,040. ‘50 conv., §$1,- 
000; Custom (8) 2-dr., $980, $950, 
$835, $825, $800; %-ton pickup, $600. 
‘49 Custom (6) 2-dr., $660, $552. °47 
SD (8) 2-dr., $475. °46 SD (8) 2-dr., 
$345. ‘41 SD (8) 2-dr., $145. 
HUDSON—’50 PM 2-dr., $785. 
per (6) 2-dr., $410. 
4-dr., $150. 
KAISER — ’51 $875. °49 4-dr., 
$450. 
LINCOLN—'47 club coupe, $205. 
MERCURY—’51 club coupe, $1,535, $1,- 
500. '49 4-dr.. $755. ‘47 club coupe, 
$405, $465. 
NASH — '51 2-dr., 
4-dr., $710. 
OLDSMOBILE 
"50 (88) 4-dr., 
(98) 4-dr., $1,025*. °'47 (98) 4-dr., 
$515; (76) 4-dr., $450. 
PACKARD—’'51 (200) 4-dr., $1,215, 
PLYMOUTH —'51 Cambridge 4-dr., $1,- 
140. '47 Deluxe club coupe, $510. 
PONTIAC — '52 Catalina, $2,310*, $2,- 
240*; Chieftain (8) 2-dr., $1,900*. '51 
Catalina, $1,720*; Chieftain (8) 4-dr., 
$1,635*, $1,500*. °50 SL 
$1,225, $1.200. 
STUDEBAKER ’50 Champion 4-dr., 
$740. °48 Champion 4-dr., $390. ‘46 
%-ton pickup, $220. 


'48 Su- 
‘46 Super (6) 


2-dr., 





$1,085, 
"47 4-dr., 


$975. 
$350. 


"49 


"52 (98) 4-dr., $2,000*. 


$1,255, $1,365. ‘49 


(8) 2-dr., 





(Aptco Auto Auction. Sale every Wednesday.) 


WILLYS—’47 station wagon, $390. 
MISCELLANEOUS ‘51 Anglia 2-dr., 


$350. 
Jan. 21 


(Sold 55 cars out of 89 offerings.) 
BUICK—’51 Super 4-dr., $1,675*; Spe- 
cial 4-dr., $1,480*. °48 Special 4-dr., 
$630. 
CHEVROLET 
$1,120; 2-dr., 
club coupe, 
coupe, $525. 
CHRYSLER 
$1,000*. 
DODGE—’46 Custom 4-dr., $275. 
FORD—’51 Custom (8) 2-dr., $1,000. 
*50 Custom (6) 2-dr., $845. °49 Cus- 
tom (8) 4-dr., $665, $650; 2-dr., $755, 
$675, $695, $665, $480. °47 SD (8) 
4-dr., $430. 
HUDSON — '50 PM 4-dr., 
Super (6) 4-dr., $200. 
KAISER—’51 2-dr., $1,050*. 
MERCURY — ‘51 4-dr., $1,455*. 
4-dr., $1,040; 2-dr., $1,005. 
775. °48 club coupe, $575. 
NASH—'49 (600) 4-dr., $585. 
OLDSMOBILE—’50 (88) 2-dr., $1,100*. 
’47 (78) 2-dr., $520*. 
PACKARD—'47 4-dr., $305. 
senger sedan, $260. 
PLYMOUTH—’52 Cranbrook 4-dr., 
400. 
050; Cranbrook 4-dr., 
Deluxe club coupe, "49 
SD 4-dr., $750. '48 SD 4-dr., $615. 
’46 Deluxe 2-dr., $315. 
PONTIAC—’52 Chieftain (8) 2-dr., $1,- 
855*. ‘'51 Chieftain (8) 2-dr., $1,- 
275; 4-dr., $1,525*; Catalina, $1,800; 
conv., $1,690*. °50 SL (8) 2-dr., $1,- 
125*; 4-dr., $1,310*. ‘48 Chieftain 
(6) 4-dr., $700, $745. ‘47 SL (8) 
2-dr., $510. 
STUDEBAKER -- 
coupe, $510. 
WILLYS—’'47 station wagon, $405. 


‘51 SL Deluxe 4-dr., 
$1,215. '50 SL Deluxe 
$1,000. "48 SM club 
‘47 FL 2-dr., $475. 


‘49 Windsor club coupe, 


$750. °46 


"50 
‘49 2-dr., 


46 7-pas- 


$1,- 
’51 Cambridge club coupe, $1,- 
$1,165. ‘50 
$875, $950. 


’48 Champion club 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 34, 38, 39 





Of Willys Sales 


TOLEDO.—John W. Snyder, 
| former U. S. secretary of the treas- 
|ury, has been elected finance vice- 

president of Willys and Gerry E. 
Lyons, former general sales man- 


jager, has been named sales vice- 





Howard P. Grove 


| - 
| Gerry E. Lyons 


president, succeeding Howard P. 
Grove, who was elected vice-presi- 
dent in charge of west coast distri- 
bution. 


| The appointments were an- 
nounced last week by Ward M. 
Canaday, chairman and president, 
following a meeting of directors. 


George W. Ritter was elected 
vice-chairman of the board and 
reelected executive vice-president. 
Raymond R. Rausch was reelected 
vice-president and chairman of the 
executive committee. Rausch also 
will continue as executive assistant 
to the president. 


Snyder also was elected a di- 
rector and chairman of the finance 
committee. Delmar G. Roos was 
reelected first vice-president; Wil- 
liam E. Paris, vice - president; 
George L. Palmer, treasurer, and 
Milton McCreery, secretary. 


tion with the company, Canaday 
said: 

“Willys-Overland, in its expand- 
ing worldwide activities, will benefit 
by Mr. Snyder's broad financial 
background and his knowledge of 
world economic conditions.” 


Before his appointment to the 
Cabinet post in 1946, Snyder had 
extensive experience as a com- 
mercial banker and bank receiver 
in the office of the comptroller of 
the currency in Washington. 





Commenting on Snyder’s associa- | 


William Clay Ford (seated in car), a direc- 
and Wilbur Shaw, three-time winner of the 


gone up over the years. Today’s 
worker, using modern machines 
and tools, produces 20 times as 
much as he could turn out if he 
depended upon his physical strength 
alone.” 


In the automobile industry, Col- 
bert said, this fact is illustrated 
by new cars which offer more 
value than prewar cars, despite 
the inflated dollar and the dispro- 
portionate tax load placed on au- 
tomobiles. 


Colbert said that the reason for 
the American worker's productivity 
being so much higher than com- 
petitive labor abroad is largely the 
excellence of his tools and equip- 
ment. 


“American business traditionally 
has been willing to scrap its tools 
as soon as better machines come 
along,” he said. “It does not wait 
for machines and processes to wear 
out before displacing them. All our 
people have benefited as a result 
of this industrial characteristic.” 


Due to its inventiveness, the auto 
industry of the future, Colbert said, 
will have some “startling” improve- 
ments to show. He predicted 
smaller engines with increased 
power output “which will be trans- 
mitted to the wheels by means of 
automatic devices unlike anything 
available today.” 

“To assure ourselves a continu- 
ing supply of raw materials, it is 
important that we foster a re- 
alistic international trade among 
friendly nations,” Colbert de- 
clared, “A healthy two-way flow 
of trade is essential to our own 
welfare and to that of all coun- 
tries allied with us against the 
inroads of Communism. 

“Our foreign aid, though meas- 
ured in dollars, has been delivered 
in the form of goods, paid for with 
dollars provided with our taxes. 
The result is a widening gap in 
the balance of trade, with its re- 
lated problem of dollar shortage 
abroad.” 

Colbert said that “it apparently 
falls to the United States to take 
the lead in seeking removal of 
obstructions to international com- 
merce that are not absolutely es- 
sential to our national defense,” 
adding that these obstructions “sti- 
fle economic development in Amer- 
ica and abet economic conditions 
abroad upon which Communism 
thrives.” 

Emphasizing that “none of us 
courts uncontrolled importation of 
goods that would destroy American 
industries,” he recalled that “our 
businesses have grown strong, not 
because of protection, but because 
of competition and its ceaseless 
spur to increased productivity.” 








Used-Car Stocks Rise 
A Bit, NPA Reports 


WASHINGTON. — Used - car 
stocks in the hands of fran- 
chised dealers continued to rise 
during the first 10 days of Janu- 
ary, according to a report last 
week from NPA. The agency 
compiles figures from reports of 
all auto manufacturers. 


New-car dealers had 606,464 
units on hand on Jan. 10, accord- 
ing to the report, as compared 
with 598,316 on Dec. 31. Sales 
for the first 10 days of the year 
were listed at 149,539 used cars, 
as compared with 183,480 for the 
final 10 days of December. 
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25% Lame RCL . 
xtra business—extra profit 
A for Chevrolet Dealers 


ON ALL BARNETTE 
Barnette offers you Ambulances and Funeral 
AMBULANCES AND FUNERAL CARS Cars superior to all others in beauty and per- 


formance. Outstanding and salient features are 
HERE ARE FEATURES NO OTHER BUILDER found only in our units . . . these features lead 

ON CHEVROLET CHASSIS CAN OFFER more and more dealers to Barnette. Our units 
are built on an assembly line basis and are of 
all-steel construction. Yes, Barnette meets the 
highest standards in beauty and performance. 

































Barnette ‘600’ Series Ambulance (Chevrolet Chassis) 


STANDARD EQUIPMENT: - Safety glass throughout + steel medi- 
cine cabinet + quality trim + matching window shades + folding 
seats + spotlight + full width adjustable front seat + driver's arm 
rest * rear compartment dome lights + side door nameplates + 
2 side mounted dome lights + automatic door step light + auto- 
matic loading platform light + hot water heater, patient’s com- 
partment * underdash heater and defroster, front compartment 
+ roof siren with flasher lights, front and rear. 





Barnette ‘600’ Series Combination (Chevrolet Chassis) 


STANDARD EQUIPMENT: - Steel medicine cabinet + safety glass 
throughout + quality trim + matching window shades + folding 
seats + hot water heater, patient’s compartment + underdash 
heater and defroster, front compartment + dome light, driver’s 
compartment + automatic door step light + removable casket 
table + remote controlled side wall cot fastener + automatic 
loading platform light. 


In this completely modern new plant in Memphis, 
Tennessee, equipped with the latest and most mod- 
ern machinery—floor space of 30,000 feet— 
BARNETTE products are carefully built on blue- 
printed assembly-line schedules . . . giving you 
Custom Quality at Assembly Line Cost. 





GUY BARNETTE & COMPANY, INC., MEMPHIS, TENNESSEE Write, wire or telephone us for prices 











sion stopped in industrial equip- 
ment industries. Expenditures on 
new plant and equipment remained 
relatively constant at an annual 
rate of $27 billion. 

Federal Government civilian em- 
ployment declined in November for 
the fourth consecutive month, as 
the steady upward trend since 
Korea leveled off at 1.2 million. 

* + * 


Women Are Close, but— 


A STUDY by the Brookings Insti- 
tution on share ownership in 
the U. S. upsets the widely held 
notion that women own most of 
the nation’s securities. 

Women accounted for 8.4 million 
shareholdings, or 41.5 percent, while 
men held 7.6 million, or 37.2 percent 
of the total. Joint accounts 
amounted to 2.6 million, and the 
rest were held by fiduciaries, insti- 
tutions, brokers, and so forth. 


AUTOMOTIVE WASHINGTON 


RFC Activities Yield 
$25 Million for U.S. 


By William Ullman 


Washington Correspondent 


CHECK for $25 million, representing proceeds from 
production programs and liquidation of wartime activ- 
ties, was forwarded to the U. S. Treasury last week by the 


Reconstruction Finance Corp. 

The remittance, RFC said, brought to $74,784,000 the net 
total turned over to the®—— 
Treasury since July 1, 1952./ posal of assets of Government 
Other sums were for $14 wartime corpora- 
million to retire notes payable| @ tions such as the 
to the Treasury, $3,490,000 for in-|_ Defense Plant ot 3 ‘ as 
terest on notes payable, $12,294,000 Corp. and the De- Harmonizing with the colors of 1953 Fords, these coats for milady are being d th in os = shares ne 
as a dividend on the RFC’s 1952 fense Supplies} featured in special exhibitions at leading fashion stores across the country. Many Ford} #” ned mnneEet - — anata 
lending activities, and $20 million Corp. dealers will have fashion models display the coats in their showrooms, according to = “ "a tan wn ten illion 
from production and liquidation Present produc- | the factory. margin. Men 1,060 million 

————— | shares valued at $32 billion and 


The production programs in rie seems * women 823 million shares valued 
4 dicat ti d | tries, ding to the U. S. Bur ill i . " en . s ° 
ns wmegutaaere of apuiaiie icate continue es, according to the ureau| will reach its employment peak at $29 billion. 


4 slowing of the|of Labor Statistics. this spring, ordnance this sum- ‘ ‘ 
rubber, tin smelting and the growth growth rate in| Shipbuilding employment ap- | mer, and aircraft by the first | 1" the adult population, it was 
of abaca fiber. The liquidation pro- estimated that there were 3,210,000 


military end-| pears to have leveled off already, quarter of 1954, men who owned shares in publicly 
i 1 is- ducts indus-| BLS said. Military electroni Duri : 
gram provides for order y dis | proc uc 8 in us- | BLS sai I i ry electronics uring 1952, employment expan owned stocks and 3,140,000 women. 


Only in the age group 60 and over 
did women shareholders exceed 
men appreciably in number, and 
in this group the proportion of 
shareholders was the same for men 
and women—9.1 percent. 

* * * 


Niobium Sources Revealed 


fo cee geologists and 
geochemists, seeking new 
sources of the element niobium 
(columbium), needed in manufac- 
ture of alloys for jet engines, have 
reported that it is often found in 
this country with certain bauxite 
deposits and titanium minerals. 

Niobium is a rare element, steel- 
gray in color, hard, fusible with 
difficulty, resistant to acids, and 
resembles tantalum in appearance 
and properties. The metal was dis- 
covered by a British chemist in a 
sample from Connecticut early in 
the 19th century. 

Analyses of samples collected 
by the Government or supplied 
by cooperating mining compa- 
nies show two new possible 
sources for the metal. 

The first is in certain current 
waste materials from processing 
Arkansas bauxites, and the second 
is in titanium minerals from de- 
posits of a special geological type. 

Principal use for niobium is as 
a carbide stabilizer in stainless 
steels and for imparting superior 
creep resistance and fatigue 
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PARALLELOGRAM LINKAGE 
Solid Center Link 





SY 
Te 


WSS 


FORE-AFT AND CROSS STEER | h2y strength to alloys used in jet en- 
Steering Gear Ahead of Axle 2 gines and gas turbine construction. 
* x * 


MSA Allots $24%4 Million 

F{RENCH North Africa, Turkey, 
* Indochina and Thailand were 
authorized to spend $2,250,000 in 
new purchase approvals announced 
last week by the Mutual Security 





Agency. 
/ Turkey got $1,650,000 for motor 
vehicles, engines and parts to be 
| bought from the U. S. by July 31, 
/ \ 1953. Terminal delivery date is 
] CENTER ARM STEER \ July 31, 1954. 

Adjustable Tread Tractor Thailand got $240,000 for carry- 
alls, jeep pickup trucks and station 
wagons, There was also $10,000 for 
parts. 

* * +. 
STEERING LINKAGE must be developed to meet the problems peculiar Highways Get NPA Highball 
to many sets of design conditions. For over 50 years Thompson's ERMISSION to self-authorize 
“Steering Engineers” have worked closely with manufacturers of all a larger quantity of controlled 
P E materials, required for use in 
types of wheeled vehicles to develop and produce the best steering public highway construction, has 


been granted by the NPA. The 
action places highway construc- 
tion in the category described as 
“all other construction” and ex- 


linkage for any type vehicle. 


Illustrated here are typical examples of steering linkage produced 


by Thompson for passenger cars, for trucks and buses and for tractors. tends to this type of construction 
ae : similar privileges to those pro- 
Whether your problem is improved steering for a car, a truck or a vided under relaxations of regu- 


tractor, the Detroit Division of Thompson Products has, or can engi- lations announced Dec. 10, 1952. 
* * * 


neer and produce, the steering linkage best adapted to the vehicl ‘ . i 
roduce We welcome the o a t in t k 4 h 5 aces sveter Shigenents Sip 
Pp Ppportunity to work with your engineers on [TH Department of Commerce 
any of your steering problems. Please contact us. announced last week that fac- 
tories shipped 4,905 truck trailers 
during November, 1952, valued at 
YOU CAN COUNT ON sig asi t's ‘pel 
eec0e sents a decrease of 9 percent in 
w number and 11 percent in value 
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Meet the Snow-Balling Demand 
for IMPORTED Cars 


With These World-Famous 
PROFIT-MAKERS! 








MORRIS 





MG —the international favorite of sports car drivers. 
Unsurpassed for rapid acceleration, fast cornering 
and safety. Speed: over 80 mph. Economy: over 30 
miles per gallon of gas. Overhead valve 1,250 c.c. 
engine developing 54 bhp. Twin S.U. carburetors. 
Coil spring independent front wheel suspension. Left 
or right-hand drive. 





Valuable 

' Dealerships 
Now Available 
in 9 Midwestern States 


We are now distributing the fine ‘ 
British sports cars and family cars a | 
listed here in Missouri, Illinois, 
Michigan, Indiana, Wisconsin, 
Ohio, Iowa and the eastern parts St 
of Nebraska and Kansas. ...Valu- ; 
able dealerships for these world- 
famous profit-makers are still 
available. Write, wire, or telephone 
for details now! 


| *Distributed by S. H. Arnolt also in Minnesota, North 




















Dakota and South Dakota. 


**Distributed by S. H. Arnolt also in North Dakota, South 
Dakota, Minnesota, Kentucky and Tennessee. 


POPS cay 





S.H. ARNOLT, DisTRIBUTOR 


iS G£GAST BRIE STREET, CHICAGO Ii, ILLINOLS 
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Two Calif. Dealer Groups Join Parade .. . 


33rd Show of Year Planned 


7! more California dealer 

groups have decided to enter 
the show ring, raising to 33 the 
number so far held or scheduled to 
honor the '53 models. 

Long Beach, where the Junior 
Chamber of Commerce will act 
as sponsor, expects more than 
40,000 visitors to attend its ex- 
hibit Apr. 22-26. San Mateo deal- 
ers have been joined by those of 
Burlingame in sponsoring a show 
Feb. 20-22 in San Mateo’s Fiesta 
Bldg. 

Meanwhile, three shows have 
just ended, three more are under 
way and another will start before 
this week is out. 

* * * 

Pyyetidge have been battling their 

way through and around ex- 
hibits in Buffalo, St. Louis and Los 
Angeles since the weekend. The 
west coast show got under way 
Friday to take a one-day jump on 
the other two, and will last until 
Sunday (Feb. 8). St. Louis dealers 
will hold their show open until 








b 





Sunday, but the doors will close in 
Buffalo Saturday night (Feb. 7). 
Milwaukee’s show, a _ county- 
wide affair, is due to open next 
Saturday for a week’s run. It will 
be joined the following week by 
the exhibits of dealers in James- 
town, N. Y., whose show will 
start Thursday (Feb. 12) and run 
through Sunday (Feb. 15). 
Milwaukee county dealers say 
they are waiting for this year’s 
event with “enthusiasm and confi- 


dence.” 
* * * 


jand more than 50,000 auto show 
| cut-outs have been mailed by deal- 
lers. Window cards tell the story 
in filling stations, 
| cards repeat it on street cars, buses 
and 4,000 bumper strips. 

Some 120 taxicabs carry auto 
show signs on their backs, and 
city fathers have given dealers 
permission to place signs over 


| the community’s major bridges. 


An electric sign on the face of 
Milwaukee’s city hall calls atten- 
tion to the event—and two major 
breweries, Pabst and Blatz, are 





[gpl der noone C. WEHE, general 
chairman of the show commit- 
tee, set the tone when he said: 


“We will have the largest and 
best show in the history of our 
community, and we have carried 
on—and are now carrying on—the 
most extensive campaign ever un- 
dertaken here to sell the show to 
our people.” 

It has become almost impossible 
for Milwaukeeans to move without 
being reminded of the show. Post- 
ers blanket the city and county, 








ROLLER 


devoting space to it on their mov- 
ing electric signs. 

As a final fillip, every major 
restaurant and cocktail lounge has 
discarded its usual cocktail napkin, 
and is using a napkin that gives 
a boost to the auto show with every 
martini, manhattan or old fash- 
ioned. 

+ * + 

N ALL this, committee members 

have not forgotten to advertise 
in newspapers, and on radio and 
television. 

A special attraction of the show 


and glowing| 








Rush Takes Gavel in Columbus— 


Judge Ralph J. Bartlett (second from right), of the Franklin County (O.) Common 
Pleas Court, congratulates Neil D. Rush (Nash), new president of the Columbus Auto- 
mobile Dealers Assn., following the group's annual meeting. Others elected to serve 
for the 1953 term are (from left) C. P. Spooner (Chrysler-Plymouth), vice-president; 
Samuel Wolf (Oldsmobile), treasurer, and Richard R. Rodenfels (Chevrolet), secretary. 
At far right is Edgar G. Planck (Dodge-Plymouth), retiring president. Not shown is 
John B. Barton, who was reappointed executive secretary. 





itself will be a special fur fashion 
show, staged by Associated Fur In- 
dustries of Milwaukee, at which 
several fur fashions are slated for 
public display for the first time— 
draped alluringly around a dozen 
models from Chicago and New 
York, as well as Milwaukee. 

Wehe says they’ll have auto- 





OWKR 


BEARINGS 


For your best work... 
replace with 


BOWER 


service. 
offers famous Spher-O-Honed accuracy. Straight 
roller bearings—durable double-lip cup design 
means extra strength. Their high precision 
means easy installation. And, Federal-Mogul 
service means right-now availability to you! Ask 
your Federal-Mogul jobber! 


gtARIng 


Fane, 


Sepy\c® 





Every day, more mechanics find Bower best for 
Tapered roller bearings—only Bower 


FEDERAL-MOGUL SERVICE 


(Division of Federal-Mogul Corporation) DETROIT 13, MICHIGAN 


mobiles, too—“the finest ... ever 
built.” 

Early word on Long Beach plans, 
where the JCC is billing the affair 
as the World Auto Show, is that 
vehicles of all kinds will be in- 
cluded in the exhibits. 


They’ll start with early horseless 
carriages and build up to the latest 
creations of American end Euro- 
pean designers, including cars, hot 
rods, motorcycles and accessories. 


The show will occupy the entire 
ground floor of the Long Beach 
Municipal Auditorium. 

* * * 

GAN MATEO and Burlingame 

dealers are sponsoring the Fiesta 
Bldg. show in San Mateo. Robert 
E. Rudd, Burlingame Buick dealer, 
heads the committee. Assisting him 
are Russ Griffin (Packard), Jerry 
Bromberg (Pontiac) and Henry 
Mayer (Lincoln-Mercury). 

In addition to 1953 autos, exhibits 
will include trucks and house trail- 
ers, plus displays by oil and tire 
companies, banks, finance and in- 
surance companies. 

The Fort Wayne Auto Trade 
Assn. has hired Willis S. Martin 
Co, to manage its Northeastern In- 
diana Automobile Show, first of its 
scope ever scheduled for Ft. Wayne. 
The dates are Feb. 18-22. 

“Plans call for using the com- 
plete display area in Exhibition 
Hall on the lower floor of the 
Coliseum,” according to Martin 
account executive Robert D. 
Adams, 

“The show will feature displays 
of all present makes and models 
of automobiles, with a special 
showing of advanced designs and 
experimental models planned,” he 
said. 

A parade of new-model cars from 
Baltimore’s Memorial Stadium to 
the Fifth Regimental Armory 
kicked off Baltimore’s first postwar 
show. The parade route covered a 
complete circle of the downtown 
area. 

Among displays attracting atten- 
tion, according to early reports, 
were those of a 1903 Cadillac, a 
Stanley Steamer and a pair of 
models of 1918 vintage. 

—Ep Howarp 





DeSoto Regains 
12th Sales Spot 


DETROIT.—DeSoto regained 12th 
place on the industry sales ladder 
from Cadillac during December, ac- 
cording to the latest report from 
R. L. Polk & Co., auto statisticians 
here. 

Cadillac took over 12th place 
about two months ago, registration 
figures show, and had held a slim 
lead over DeSoto since that time. 
Last week’s registration figures, 
however, which include 11 months 
and 27 states reporting for Decem- 
ber, show DeSoto with 86,106 cars 
sold during 1952 against 85,306 for 
Cadillac. 


Detroit SAE to Discuss 


Jet Turbine Problems 


DETROIT. — Problems encoun- 
tered in jet turbine production and 
operation will be discussed at a 
meeting of the Detroit section of 
the Society of Automotive Engi- 
neers at 8 p.m. tonight (Feb. 2) at 
the Rackham Memorial Bldg. 

Speakers will be R. B. Johnson, 
of General Electric’s aircraft gas 
turbine division, Evandale, O.; R. 
E. Small, of General Electric, and 
Philip W. Houghton, McDonnell 
Aircraft test pilot, of St. Louis. 
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Output Pace Doubles Under New Regime . . . 


Packard Fulfilling lts Big Hopes 


(Continued from Page 2) 


about 1,200 cars a week, with about 
10,000 units in the hands of some 
1,500 dealers. Packard was account- 
ing for only 1.6 percent of all post- 
war new-car sales, as against a 
prewar market penetration rating 
of 2.3 percent. 


Ye. says that the foundation 
for success on which Packard 
has at least set foot upon, stems 
from the simple fact that: “Our 
market aims have been straight- 
ened out.” 

Walters, 45 years old and on 
Nance’s team at Hotpoint, was 
picked to aim the sales guns. He 
joined Packard last June, and on 
Aug. 1 took over officially as sales 
chief. 

Walters got the immediate as- 
signment of: 

“Bringing Packard’s merchandis- 
ing and marketing activity up to 
the quality of engineering and 
manufacturing.” 

. + * 

DRIVE was launched to re- 

establish Packard as first 
choice of the carriage trade. From 
now on, Nance decreed, separate 
emphasis was to be given Pack- 
ard’s upper-medium and _high- 
priced lines of cars. 

Plans were made to enlarge 
Packard’s dealer organization, from 
1,500 to 2,000, with emphasis on 
quality—particularly in regard to 
service facilities. 

Nance made it clear that the 
primary objective was to restore 
Packard prestige, particularly 
among well-to-do purchasers. He 
told Packard people: “We haven’t 
been inspiring enough people to 
‘ask the man who owns one.’ ” 

Some Packard executives with 
long service records retired in the 
first few months of the Nance 
regime. Some drew new assign- 
ments. Others drew promotions, 

and more responsibility was dele- 
gated to Packard people all down 
the line. 
* 7” * 

EANWHILE, Packard was tak- 

ing on a wholly new public 
relations countenance under the di- 
rection of Patrick Monaghan, who 
also had been at Hotpoint with 
Nance. 

There were no more instances 
of reporters on deadlines, calling 
Packard’s public relations depart- 
ment with a query, and being 
advised: “Why don’t you put it 
in writing, and drop it in the 
mail to us?” 

Packard began to break into 
newspaper columns with increasing 
frequency, and—in the parlance of 
the trade—Packard is now getting 
“good press.” 

All the while, reveals an inform- 
ant close to the Packard president: 
“Nance was. holding meetings, 
meetings and more meetings.” 

- * oe 


PACKARD production people were 
advised they would soon face a 
new problem—how to build enough 
cars to satisfy demand from the 
field. 

“A stagnant sales situation is un- 
bearable for any company,” said 
Nance, “and in the case of Packard 
—utterly ridiculous, It’s folly when 
a company can’t produce in periods 
of peak demand, but can produce 
when demand is low. Moreover, our 
retail representation is in the wrong 
places.” 

The drive to expand Packard’s 
dealer body by 25 percent got 
under way following establish- 
ment of a sales research and 
analysis department. 

“So far,” reports Walters, “we 
have added ab-ut 300 new dealers, 

and a new drive is under way for 


Diamond T Sets 
March 13 Preview 


CHICAGO. — Diamond T Motor 
Car Co. has invited its dealers here 
for March 13 to view the company’s 
new line of trucks. 

Headquarters for the meeting, 
Scheduled just prior to the Chicago 
Automobile Show, will be the Con- 
trad Hilton Hotel. 

Following the dealer showing, 
Diamond T will move its new line 
of “Tilt Cab” trucks over to the 
auto show. 





200 more to reach the 2,000 goal. I 
believe 2,000 dealers will give Pack- 
ard adequate representation at all 
market points, and we have the 
production capacity to furnish them 
enough cars.” 
+ * * 

ae ype people believe that the 

300 new dealers already added 
to the company’s roster—at such 
points as Denver; Rochester, N. Y.; 
Syracuse; Indianapolis; Pittsburgh; 
Midland, Tex.; San Pedro, Calif., 
and other points—has increased 
sales potential by 18,000 cars an- 
nually. 

“The whole gist of our fran- 
chising program,” says Walters, 
“is to get representation in open 
points and to get stronger repre- 
sentation than heretofore at other 
points.” 

Walters is a firm advocate of 
adequate service facilities. 

“If I were a dealer,” he says, “I 

know where I would be every 
morning at 8:30—on the service 


floor. That’s the best place for any 





capacity 


61/2 to 14 tons 





11 








dealer to create customer goodwill, 
and then keep it.” 


* * - 


7 reports that Packard 
dealers throughout the country 
are now in the process of modern- 
izing and expanding their service 
facilities. 


He has set Packard’s 1953 sales 
goal at 2.4 percent of the industry, 
as compared with a 1.6 percent 
mark during 1952. 


Walters says Packard Clippers 
should account for 14 percent of 
all sales made in the market in 
which they compete, and: “We 
will double our 1952 volume of 
business in the luxury car mar- 
ket.” 

Field reports, he says, indicate 
that Packard sales so far this year 
are up 60 percent over comparable 
1952 levels. 

* * + 
OME of our first-quarter output 
is intended to build up stocks 
for the spring market,” says Wal- 
ters, “but at present sales rates, 


120”C/T 





Archer's Fourth Award— 
A Four-Letter Award button is pinned 
to the lapel of Homer Archer, president 


of Harry A. Sharp Co., Inc., Indianapolis 
Ford dealership, by A. F. Baverbach, dis- 
trict manager. It was Archer's fourth such 
award from Ford. 

they may not build up to satisfac- 
tory levels.” 

Walters revealed that Packard 
now adheres to a merchandising 
program which is constantly pro- 
jected four months ahead. Every 
month, a month is taken off and 
a month added to the projection. 

Meanwhile, Packard is spending 








Exclusive St.Paul Advantages 
@ New equi-lift strut arms, with self- 


Complete hoist line for all body lengths 


aligning torque tube 


=a Payload tons at body | s shown 


j;|about 50 percent more for adver- 


tising than it was a year ago, and 


| |}expects to lay out more than $8,- 
F | 000,000 for such activity in 1953. 


However, not one dime is being 
spent now for “price” advertising. 
There is a chance, says Walters, 
that “price” advertising may be re-. 
vived for the Clipper line, “because 
it is so competitive in its price 
class.” 

+ * * 

A§ INSURANCE against its cur- 

rent sales surge falling on its 
face, Packard by late February or 
early March will launch a series of 
32 retail salesmen clinics through- 
out the country. Simultaneously, 
another series of 27 clinics will be 
held for Packard dealers and their 
sales managers. 

Should sales fall off, a merchan- 
dise program for dealer salesmen 
is ready to be unwrapped. 

Toward the end of 1952, Nance 
forecast that Packard would pro- 
duce 120,000 cars in 1953. He 
failed to note that Packard had 
its best production year in his- 

tory during 1949 when it: pro- 
duced 104,593 units. 

However, to date, it looks like 
Nance’s 1953 forecast can be filed 
under the heading of “conservative 
predictions.” 















Most payload capacity per dollar 
15 to 50% lower installation costs 
NEW friction-free hydraulic system 
Handy dash-mounted cable controls 
1” to 1%” lower mounting height 


@ Improved uni-flex subframe 

@ Replaceable bushings at key load points 
@ Job-proved piston safety stop 

@ Better ‘engineered quality” throughout 


Write for new descriptive literature 


ST.PAUL HYDRAULIC HOIST, Customer Service Dept. 


Wayne. Michigan S-HFD-1 











Driver Films from Delaware Ford Dealers— 


John R. Fader (standing, right) presents three sets of driver-training films to Dr. 
George R. Miller jr., superintendent of the Delaware Department of Public Instruction, 
on behalf of state's Ford dealers. The dealers hosted state and local education officials 
at a dinner in Dover. From left are Col. J. J. Ashton, manager of the Delaware Safety 
Council; George W. Ayars, State driver-education director; Miller; Fader, and Nancy 
Hackenjos, a student at P. S. duPont High School, who presented “The Teen-Ager's 
View of Driver Education.” 


|taxes paid in the 11 months were 
$31,258,451, or $1,141,540 more than 
in the first 11 months of ’51. 


Ore. Gas Sales Increase 


SALEM, Ore. — Gasoline sales in 

Oregon during the first 11 months 
521 million gallons, 

= = s See taaie than in = simi.| . The AUTOMOTIVE NEWS ALMANAC is 

or million . = a year-long friend. Use it often for statis- 

lar time the previous year. Gasoline | tics, buyer information and personnel data. 
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needed for each application. 


maintains uniform control und 
operating conditions. 


control pistons. 


‘Sealed for Life’’ 


development and 


give a better ride 
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Shock Absorbers 
in acceptance! 


Z Individually Engineered —Only 
Delco offers a complete line of shock 
absorbers in types, sizes and capacities 


Uniform Ride—Exclusive spiral reser- 
voir tube improves performance and 


3 Riding Comfort—Two mojor design 


Construction — 
Completely welded sealed-in unit for 
long life and increased safety. 





FOB FACTORY 


Auto Makers Cast Eye 
On Use of Magnesium 


—. appears to have a bright future in to- 
morrow’s cars. The lightness and high strength of 
magnesium alloys and their good machining and casting 
properties will tend to offset the problems presented by the 


comparatively high cost of®——————— am 
the metal. rolled magnesium at lower cost. 


These facts about mag- New alloys of magnesium are 


i > 7 strong—exceeding 50,000 pounds per 
neslum are highly favorable: |square inch. The possibilities of 


1. Supplies of raw material are| improved properties by alloy addi- 
virtually unlimited. |tions have hardly been explored. 
2. Improved techniques in die For example, remarkable improve- 


casting, sand casting and extrusion morn condita’ te aaa ne aahienn 
have added greatly to the attrac-| o¢ pare earths. 
tiveness of the metal. oo ae 
3. The oe ieee of a ec. | Greater Heat Resistance 
nemves ‘aaanie ea ne eee MAGNESIUM applications that 
joining problems that were once! VE wore once thought to be lim- 
a serious deterrent. ited to several hundred degrees 
4. Completion of new continu- | have now been extended to 600 
ous rolling mill facilities will re- | degrees F. and upward. 
sult in greater availability of flat The necessity of heating mag- 














Delco 






Durability —Exclusive Delco ‘‘Multi- 
Lip” seal is actually four seals in one— 


ler extreme four times better—prevents fluid loss. 


Faster Response—Delco’s short ori- 
fices permit quicker response to road 


developments permit Delco shock ab- conditions. 

sorbers to give the best in riding com- 

fort—Delco’s self-cleaning duplex com- Highest Quality —Precision construc- 
pression valves . . . and Delco double tion throughout minimizes wear and 


increases life. 


& Strict Conformance to Specifications 
—Delco shock absorbers are inspected 
100% for ride control characteristics. 


Delco leads the field in production facilities, engineering 


product performance. That is why 


Delco is original equipment on more new cars and trucks 
than any other make. Cars equipped with Delco shocks 


on all types of roads. Delco Products, 


Division of General Motors Corporation, Dayton, Ohio. 


Delco (J Hydraulic Shock Absorbers 








| nesium during forming has always 
jbeen a limiting factor in applying 
the metal. However, at elevated 
temperatures, magnesium forms 
more easily than most metals. This 
has led to the development of 
techniques that reduce the number 
of forming operations required. 
New forming methods, includ- 
ing stretch forming over concrete 
dies, have recently been employed 
successfully to shape magnesium. 
Meanwhile, better forging tech- 
niques are being developed. Also, 
the study of the forming character- 
istics of magnesium in giant 50,000- 
ton presses now being built may 
| lead to important improvements in 
forming techniques. 
+ = 








Impact Method Successful 


NA AGNESIUM can now be extrud- 
41% ed by the impact method that 
has been used so successfully to 
form toothpaste tubes. The possi- 
bility of extruding powdered mag- 
nesium is only beginning to be 
investigated. 

Extended use of magnesium die 
castings appears to depend largely 
on economic factors. The service 
records of die-cast magnesium 
parts are excellent, according to 
Detroit metallurgists. 

During the past year, Brooks 
and Perkins, Inc., of Detroit, fin- 
ished its new Livonia mill and 
started rolling plate and sheet 
magnesium at a rate of about 100 
tons per month. 

Savings on this mill have already 
permitted a reduction in the cost 
of magnesium alloy plate of about 
20 percent. 

Dow Chemical Co. is almost ready 
to begin rolling operations on a 
commercial scale in its new con- 
tinuous sheet mill. 

* * a 


Safety Council Slates 
Institute Feb. 16-20 


CHICAGO.—The National Safety 
Council’s training institute will be 
held here Feb. 16-20. “Fundamen- 
tals of Industrial Safety” is the 
topic to be discussed. 

Among the subjects included are 
accident records, safety inspections, 
workmen’s compensation, industrial 
health problems, machine guarding, 
electrical hazards, fire prevention, 
personal protective equipment, per- 
sonal factors and supervision. 


The next advanced course on 
“Safety Management Techniques” 
will be given Apr. 13-17. In addition 
to the February meeting, the basic 
course will be offered March 9-13, 
May 11-15, June 8-12, Nov. 9-13 and 
Dec. 7-11. 


* ® * 


Booklet Shows Advances 


In Shell Mold Casting 


WASHINGTON. — Technical ad- 
vances which allow wider applica- 
tion of the new shell mold casting 
process are described in a report 
of the Office of Technical Services, 
of the Department of Commerce. 


Advantages listed are stronger 
castings, due to greater internal 
soundness; lower costs, due to 
greater dimensional accuracy of 
the casting, and use for a wider 
range of metals. 


Entitled “Report of Investigation 
of the Shell Molding Process,” the 
booklet may be obtained from the 
Office of Technical Services, De- 
partment of Commerce, Washing- 
ton 25, D. C. 


= * 7 


New Product-Cost Book 


Stresses 5-Point Action 


NEW YORK.—Phil Carroll, 1950 
winner of the Gilbreth Medal, has 
authored a new book on “How to 
Control Production Costs.” The 
book is based, he says, on “the 
practical philosophy that control is 
action, not figures or systems.” 


Carroll stresses his belief that 
five management tasks are the key 
to product-cost control: Sales fore- 
casts, production control, engineer- 
ing specifications, incentive and re- 
ports. 


Price is $5 for the 272-page book. 
Further information can be secured 
from McGraw-Hill Book Informa- 
tion Service, 327 W. 41st St.. New 
York 36, N. Y. 

a” 





* * 


Catalog on Drill Presses 


SOUTH BEND. — South Bend 
Lathe has issued Catalog No. 5206, 
covering the complete line of South 
Bend drill presses. Copies may be 
obtained from South Bend Lathe 
Works, 425 Madison St., South 
Bend 22, Ind. 
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— Coming Events== 





Dealer Conventions 


Feb. 14-18 — National Automobile Dealers 
Convention, Civic Auditorium, San Fran- 

isco. 

Feb. 14-18—''Bob-tailed'' session of North 
ern California Motor Car Dealers Assn. 
San Francisco. 

March 9-10—Louisiana Automobile Dealers 
Assn., Jung Hotel, New Orleans. 

March 23-24—lowa Automobile Dealers 
Assn.,. Hotel Fort Des Moines, Des 
Moines. 

Mar. 25 — Rhode Island Automobile Deal 
ers Assn., Sheraton- Biltmore Hotel, 
Providence, 

May 4-5— Missouri Automobile Dealers 
Assn., Chase Hotel, St. Louis. 

May 12 — Automobile Merchants Assn. of 
New York, Inc., Waldorf-Astoria Hotel, 
New York. 

May 12-13 — Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston. 

May 15-I6—IIlinois Automotive Trade Assn. 
—Chicago Automobile Trade Assn., 
Palmer House, Chicago. 

May 21-23 — Washington State Auto Deal- 
ers Assn., Davenport Hotel, Spokane, 
Wash. 

June 25-27—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 
Mich. 

Aug. 23-25 — Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

Sept. I1-13-— Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, Me. 
Sept. 13-14—Colorado Automobile Dealers 
Assn., Broadmoor Hotel, Colorado 

Springs, Colo 

Sept 5 — New York State Automobile 
Dealers Assn., Saranac Inn., Saranac 
Lake, 

Sept. i4- 15—Automobile Dealers Assn. of 
North Dakota, Patterson Hotel, Bis- 


marck, N. D. 
Sept. 20-22—Kentucky Automobile Dealers 
— Inc., Phoenix Hotel, Lexington, 


Sept: 21-22—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

Sept. 21-22—Minnesota Automobile Deal- 
ers Assn., St. Paul Hotel, St. Paul. 

Sept. 24-25—New Jersey Automotive Trade 
Assn., Hotel Traymore, Atlantic City, 


N. J. 

Sept. 27-28 — Georgia Automobile Dealers 
Assn., Biltmore Hotel, Atlanta, Ga. 

Oct. 3-5—Arizona Automobile Dealers 
Assn., Hotel Westward Ho, Phoenix. 

Oct. 4-6—National Used Car Dealers Assn. 
convention, Hotel Statler, Detroit. 

Oct. 4-6—Texas Automotive Dealers Assn., 
Texas Hotel, Fort Worth. 

Oct. 9-10—Pennsylvania Automotive Assn., 
William Penn Hotel, Pittsburgh. 

Oct. 13-16— Federation of Automobile 
Dealer Assns. of Canada, Royal York 
Hotel, Toronto, Ontario. 

Oct, 18-20 — Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss. 

Oct. 25-27 — Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 
Biloxi, Miss. 

Oct. 25-27 — Florida Automobile Dealers 
Assn., Sheraton Beach Hotel, Daytona 
Beach. 

Nov. 9-11 — Ohio Automobile Dealers 
Assn., Hotel Commodore Perry, Toledo. 


Philadelphia Fills 


Committee Posts 


PHILADELPHIA.—New commit- 
tee appointments have been an- 


nounced by John B. White, presi- | 


dent of the Philadelphia Automo- 
bile Trade Assn. 

Named to the executive com- 
mittee were M. B. Janes, chairman; 
Guy Hayden; William Greer; Wil- 
liam T. Plachter, and Dave Reese. 

The finance and audit committee 
will be under the chairmanship of 
Plachter, who will be assisted by 
Edward ©. Swirsding and Ray 
Yakes. 

White will head the legislative 
committee, with the assistance of 
Hayden, M. B. Janes and Edward 
J. Ronan. 


The membership committee, 
headed by Ray Mills, consists of 
William R. Kolb, Raymond P. Scott, 
J. Jack Fisher, James T. Belcher 
and William J. Durst. 


George Gorson was named chair- 


man of the advertising committee. | 


Other members are Janes and A. A. 
Martin. 


Frank J. Miller has_ resigned 


from the board of directors. He will | 


be succeeded by Charles A. Bott. 





Allstate Sales Lead 
Henry J in Texas 


HOUSTON. — Allstate sales in 
December held a comfortable 
margin over Henry J in the 
three areas in Texas where both 
cars are marketed. December 
totals show Allstate titled 35 
cars during the month as 
against 26 Henry Js. 


A breakdown shows that in 
Dallas, eight Allstates were sold 
to 14 Henry Js; Houston, 19 All- 
States to six Henry Js, and San 
Antonio, eight Allstates to six 
Henry Js. 


LS 


| 
| 








Nov. 9-11 — Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 

Nev. 18-19 — Oklahoma Automobile Deal- 
ers Assn., Mayo Hotel, Tulsa. 

Dec. 3— Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

* * o 


Dealer Auto Shows 

Jan. 30-Feb. 8—Los Angeles International 
Automobile Show, Pan Pacific Auditor- 
ium, Los Angeles. 

Jan. 31- Feb. 7— 50th anniversary show, 
Buffalo Automobile Dealers Assn., Mas- 
ten Armory, Buffalo. 

Jan. 31-Feb. 8—Greater St. Louis Automo- 
tive Assn., Keil Auditorium, St. Louis. 

Feb. 7-13—Milwaukee County Auto Deal- 
ers’ Assn., Auditorium Bldg., Milwaukee. 

Feb. 12-15 — Jamestown Automobile Deal- 
ers ——— State Armory, Jamestown, 


N. 

Feb. 16-22—Fort Wayne Auto Trade Assn., 
bo Memorial Coliseum, Fort Wayne, 
n 

Feb. 20-22 — Burlingame and San Mateo 
dealers, Fiesta Bidg., San Mateo, Calif. 

Feb. 21-28—Central California Auto Show, 
Fresno Motor Car Dealers Assn., Fresno, 
Calif. 

Feb. 21-March I—Washington Automotive 
Trade Assn., Washington, D. C. 

Feb. 23-28 — Binghamton Junior Chamber 
of Commerce and Automobile Dealers 
Council, Binghamton C. of C., West End 
Armory, Binghamton, N. Y. 

Feb. 28-March 7—Johnstown Automobile 
Dealers Assn., Cambria County War 
Memorial, Johnstown, Pa., 

Feb. 28-March 7—Motor Car Dealers of 
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International Amphitheater, Chicago. 
March 21-29—Motor Car Dealers Assn. of 
San Francisco, San Francisco. 


April 6-11 Sioux City Automobile Deal 
ers Assn Municipal Auditorium, Sioux 
City. 

Apr. 6-1! — Denver Automobile Dealers 
Assn., Denver Auditorium-Arena Bldas., 
Denver. 


Apr. 22-26 Long Beach Junior Chamber 
of Commerce, Worid Auto Show, Long 
Beach Municipal Auditorium, Long 
Beach. 

* * e 


Aftermarket Shows 


March 9-10—Canadian Automotive Whole- 
salers & Mfgrs. Assn., King Edward 
Hotel, Toronto 

March 26-29—Southwest Automotive Show, 
Automobile Bldg., Fair Park, Dallas. 

+ * + 


General 
Feb. 2-5—Automotive Accessory Manufac- 
turers of America Exposition, Grand 
Central Palace, New York City. 
Feb. 26-March I—Pacific Automotive Show, 
Civic Auditorium, San Francisco. 
March 9-10 — National Truck Leasing Sys- 


Cleveland Gets White-Built Crash Truck— tem, spring conference, Ambassador 
Hotel, Los Angeles. 


White Motor has built this crash truck for the City of Cleveland. Officials inspecting April 4-9—"Easter Parade of Stars'’ Au 








it are (from left) Frank J. Velchek, assistant City motor vehicle commissioner; Frank a Waldorf-Astoria Hotel, 
: : ae i : ew ork. 
M. Cunningham, motor vehicle commissioner; aoe Thomas A. Burke, and Service April 4-12—International Motor Sports 
Director Samuel F. David. The truck has a 185'/2-inch wheelbase and power steering, Show, Grand Central Palace, New York 
and can handle up to 60 tons of dead weight. Its two booms cover a radius of 170 aati 3126—Middle Atlantic & ba 
. . pri ' e antic eaiona " 
degrees. Gross weight is 36,000 pounds. tomotive Show, Commercial Museum, 
s a Philadelphia. 
Greater Kansas City, Kansas City, Mo. Assn., Seattle Armory, Seattle. Amn 22-May 3— International Motor 
March 2-7—Schenectady Automobile Deal- March 12-19—Oakland Automobile Dealers Show, Turin, Italy 
ers Assn., Schenectady, N. Y. Assn., Oakland, Calif. Ma 24-24 — Southeast Automotive Show, 
March 7-14—Pittsburgh Automobile Deal- March 14-21—Rochester Automobile Deal- 2 = Fla. 
ers Assn. Hunt Armory, Pittsburgh. ers Assn., Rochester, N. Y. | Nov. 9-12—American Petroleum Institute 
March 7-15—Seattle Automobile Dealers | March 14-22—Chicago Automobile Show | meetina, Conrad Hilton Hotel Chi-a-- 








Again in 1952 


The Evening Bulletin 


Published 


More Advertising 
Than Any Other 
Philadelphia 


Daily Newspaper 





Philodeiphia — Heort of the Delaware Valley 


This is the Philadelphia Daily Newspaper Story for 1952: 


Mon 
Tue 


THE EVENING BULLETIN published 


MORE Department Store Advertising 
MORE Retail Advertising 


Wed = MORE Food Advertising 
Thu MORE National Advertising (22.22%, 


Fri 


MORE Automotive Advertising 


Sat MORE Total Advertising 
than any other Philadelphia daily newspaper 


Source Media Records 
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Advertising Offices: Filbert & Juniper Sts. Philadelphia 5, Pa. 285 Madison Ave., N.Y.17, NY. © National Advertising Representatives: Sawyer Ferguson Walker Company Chicago + Detroit + Atlanta » San Francisco « Los Angeles 
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Mass. Merit Plan Backed 


Insurance Firms Hail Proposal to Increase 
Rates for Careless Drivers 





his organization to the governor’s 
“Highway Safety Crusade.” 

| The program, as submitted to the 
| Legislature, includes the following 
| points: 

1. A highway safety committee 
headed by the State registrar would 
be established with membership 
composed of public officials and pri- 
vate citizens serving without pay. 

2. With the help of the committee, 
the registrar would devise a sys- 
tem of demerit points for various 
violations of road laws and for 
“involvement” in auto accidents. 

8. Both the driver and the car 

involved in an accident or law 
violation would be given demerits 






















BOSTON. Massachusetts Gov.; soaring highway accident claims 
Christian A. Herter’s proposal for and increased insurance costs.” 
a merit rating plan on which to} Q’Connor said that the compa- 
base compulsory automobile insur-| nies have always favored the 
ance is described by the American| principle of imposing financial 
Automobile Assn. as the “first con-| penalties on reckless and negli- 
structive change in the compulsory| gent motorists. “In all fairness, 
insurance law in more than 20/ they should be required to pay 
years.” more for their insurance protec- 

John O'Connor, executive - secre-| tion than accident-free motorists,” 
tary of Casualty Insurance Com-| he said. by the registrar. 
panies, serving Massachusetts, de-| Robert S. Kretschmar, manager| 4. Subject to severe penalties, all 
scribed the plan as a “logical|of the Massachusetts division of|cases of property damage of more 
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injury would have to be reported 
to the registrar within 10 days. 

5. A driver could get demerits 
j}even if he is not at fault since “a 
lot of people are killed by a fellow 
|who says that he has the right of 
| way and never looks around,” Gov. 
Herter said. 

6. The registrar would be author- 


adjudicate the blame, giving the 
drivers and cars involved a vary- 
ing number of demerits. 

7. After a predetermined number 
of demerits, a driver or a car could 
be ruled off the road. 

8. Insurance rate making would 
be continued as at present, but 
the demerits would be made 
available to insurance companies 








approach to the twin problems of | AAA, pledged the cooperation of|than $50 and all cases of personal 







Match any car color 
in a few minutes! 





Prepare only 







as much 


paint as you need and 
reduce waste! 
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RINSHED-MASON Co. 


5935 Milford Ave., Detroit 10, Michigan 
1244 N. Lemon St., Anaheim, California 
In Canada: Standard Paint & Varnish Company, Ltd., Windsor, Ontario 








Maintain a low paint 
inventory at all times 


| ized to investigate every case which | 
| does not go to court and could | 








in determining insurance rates 
for individual autos. 

9. The demerits would be listed 
on a driver’s license when it is re- 
newed. 

10. A driver could appeal to the 
Motor Vehicle Appeal Board, which 
consists of the registrar, the attor- 
ney general and an appointee of 
the governor. 


Controls 


(Continued from Page 1) 


lotment application forms. Printing 
of these forms has been delayed 
pending a decision on whether the 
Government wants CMP beyond 
June 30. 

There is a definite split among 
NPA officials about the fate of 
CMP. Some want to cling to it for 
the entire year of 1953; others want 
to get rid of it by Apr. 1, or not 
later than June 30. 

~ * + 


F PRESIDENT EISENHOWER 

intends to press the Korean hos- 
tilities to a faster tempo, retention 
of CMP will be necessary, officials 
emphasize. 

On the other hand, they say, if 
Eisenhower is going to be content 
with a stalemate, then military de- 
mands for war goods will not be 


| large enough to necessitate keeping 


CMP in its present form. 


Preponderance of official NPA 
opinion is that the agency shortly 
will take steps to open-end CMP. 
This will mean that CMP tickets 
—or allotment buying authority 
—will continue to be effective 
until a certain date each quarter, 
after which time tickets will not 
be needed to procure materials. 


The auto industry long has been 
opposed to CMP, and for many 
months has been on record for 
complete abandonment of it. 

* * - 


ANOTHER decision affecting the 

fate of CMP, officials say, fs 
whether the Government will con- 
tinue pressing its stockpiling of 
important metals and minerals. The 
Administration’s attitude on this 
point is unknown. 


Still another factor is the in- 
tensified acceleration of the elec- 
tric power, petroleum and atomic 
energy programs, 

If defense spending is going to 
be speeded by the Eisenhower Ad- 
ministration, some form of CMP 
must be available, officials explain. 
There are those who favor reten- 
tion of a simple priorities system 
to assure military and AEC needs, 
as well as requirements of the Gov- 
ernment’s various programs. 


Many topside Government leaders 
want to keep some form of CMP 
on a standby basis—to hold it in 
readiness should an allout mobiliza- 
tion be ordered. 


Ford Payroll Sets 
Alltime Record 


DEARBORN, Mich.—Ford Motor 
Co. employment reached 164,427 last 
week, the highest since 1944, it was 
announced by E. R. Breech, execu- 
tive vice-president. 

At the same time, Ford payrolls 
reached an alltime peak of $73,800,- 
000 a month, compared with a 
monthly average of $44,600,000 in 
1944 when Ford employed 167,978, 
it was announced. 

Of Ford’s current employment, 
124,154 are hourly an 40,273 are 
salaried workers. 


6th Dallas Chevrolet Deal 


Porter Chevrolet Co., headed by 
John W. Porter, former Chevrolet 
dealer at Munday, Tex., has been 
established at 5526 Mockingbird 
Lane as the sixth Chevrolet retail 
outlet in Dallas. 
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EQUIPMENT 


These rugged, precision-engineered Clark 
transmissions and drive units have the faculty 
for making powered farm machinery bet- 
ter ... adding materially to its utility, 
ease of operation, dependable perfor- 
mance and useful life. Perhaps that’s 

why so many manufacturers have 

long since learned that “it’s good 

business to do business with CLARK.” 


side for more about 


Turn and see reverse 
CLARK products 





CLARK EQUIPMENT COMPANY, Buchanan, Michigan 


Other Plants: BATTLE CREEK AND JACKSON, MICHIGAN 
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IGN of your 
BEST-BUY LINE 


—and it marks your 


BEST source of 


Materials Handling Service—Service that 
encompasses Technical Counsel, Plant Sur- 
veys, Operator Training and Engineering 
as well as expert Maintenance and Repairs. 
Look with confidence to CLARK’s nation 
wide organization of Authorized Sales and 


Service Dealers. 


AKRON 12. OHIO 
Material Handling Equipment Corp. 
1680 Canton Road 
tALBANY, NEW YORK 
Rushmore, Weber and Case, Inc. 
74 Chapel Street 
ATLANTA, GEORGIA 
M-H Equipment Co. 
1909 Lisbon Dr., S. W. 
tBALTIMORE 2, MARYLAND 
Fallsway Spring & Equipment Co. 
7120 Pulaski Highway 
BATTLE CREEK, MICHIGAN 
Material Handling Sales Corp. 
122 Fremont Street 
tBIRMINGHAM, ALABAMA 
M-H Equipment Company 
845 Lomb Avenue 
TBOSTON, MASSACHUSETTS 
Brodie Industrial Trucks, Inc. 
50 Commercial Street 
Malden 48, Massachusetts 
tBUFFALO 2, NEW YORK 
Brodie Industrial Trucks, Inc. 
1450 Michigan Avenue 
CANTON, OHIO 
Material Handling Equipment Corp. 
1416 40th St., N. W. 
CHATTANOOGA, TENNESSEE 
Dempster Brothers, Inc. 
Industrial Truck Division 
316 East 11th Street 
CHICAGO 4, ILLINOIS 
Mississippi Supply Co. (R. R. only) 
80 E. Jackson Bivd. 
tCHICAGO 12, ILLINOIS 
Modern Handling Equipment, inc. 
625 North Kedzie Avenue 
(Service: Outside Cook County) 
*CHICAGO 21, ILLINOIS 
Lift Truck Service Co. 
6919 So. Halsted Street 
(Cook County only) 
tCINCINNATI 15, OHIO 
Robert C. Young & Company 
Lockland Rd. and Shepherd Lane 
tCLEVELAND 11, OHIO 
Material Handling Equipment Corp. 
3471 West 140th Street 
tCOLUMBIA, SOUTH CAROLINA 
Lukas Equipment Company 
1804 Blanding Street 


tSales & Service. 
*Service only. 


tCOLUMBUS, OHIO 
Edward J. Sherry Co. 
181 East 5th Avenue 


DALLAS 1, TEXAS 


Towne Industrial Equipment Co., Inc. 


1410 S. Akard St. 
*DALLAS, TEXAS 
Industrial Truck Service Co. 
1451 South Fitzhugh 
DAVENPORT, IOWA 
Big River Equipment Co.., Inc. 
323 East Fourth Street 
*DAVENPORT, IOWA 
The All-Wheel Drive Co. 
1344 West Third Street 
DAYTON 6, OHIO 
Robert C. Young & Company 
723 Five Oaks 
DECATUR, ILLINOIS 
Materials Handling Equipment Co. 
429 W. Praia Avene 
DENVER, COLORADO 
J. N. Meade 
420 U. S. National Bank Bidg. 
*DENVER 4, COLORADO 
Lift Truck Service Co. 
2855 West 8th Avenue 
DES MOINES, IOWA 
Big River Equipment Co., Inc. 
914 Grand Avenue 
DETROIT 2, MICHIGAN 
Material Handling Sales Corp. 
300 East Milwaukee 
*DETROIT, MICHIGAN 
M-H-S Parts & Service Corp. 
300 East Milwaukee Street 
DULUTH, MINNESOTA 
Material Handling Engineers 
P. O. Box 372 
ELMIRA, N. Y. 
Brodie Industrial Trucks, Inc. 
P. O. Box 401 
EUGENE, OREGON 
Preston Faller 
110 Mayfair Avenue 
EVANSVILLE 13, INDIANA 
W. A. Marschke & Sons, Inc. 
812 Monroe Avenue 
FARGO, NORTH DAKOTA 
Sweeney Bros. Tractor Co. 
1622 Front Street 


FLINT 3, MICHIGAN 
Material Handling Soles Corp. 
P. O. Box 385 
FORT WAYNE 5, INDIANA 
Material Handling Equipment Corp. 
1341 East Creighton 
FRESNO 1, CALIFORNIA 
Robert H. Braun Co. 
1905 Mary Street 
GRAND RAPIDS, MICHIGAN 
Material Handling Sales Corp. 
3015 South Division 
*GRAND RAPIDS, MICHIGAN 
M-H-S Parts & Service Corp. 
3015 South Division 
GREEN BAY, WISCONSIN 
Wisconsin Industrial Truck Co., Inc. 
203 Columbus Bidg. 
tGREENSBORO, NORTH CAROLINA 
industrial Truck Sales & Service Co. 
418 East Market Street 
tHARRISBURG, PENNSYLVANIA 
Furnival Machinery Company 
5101 Paxton Street 
HOUSTON 25, TEXAS 
T. G. Frazee 
2284 W. Holcombe Bivd. 
*HOUSTON, TEXAS 
Industrial Truck Service Co. 
5530 Sonora Street 
tINDIANAPOLIS 5, INDIANA 
W. A. Marschke & Sons, Inc. 
1121 East 46th Street 
JACKSON, MISSISSIPPI 
William Kirn Co. 
760 Lakeland Drive 
JACKSONVILLE, FLORIDA 
Whitmore Industrial Trucks 
c/o Forsyth Garage 
525 Margaret Street 
*JACKSONVILLE, FLORIDA 
Forsyth Garage 
525 Margaret Street 
tKANSAS CITY 8, MISSOURI 
Lift Truck Sales & Service, Inc. 
1941 Central Street 
TtKNOXVILLE, TENNESSEE 
Dempster Bros. Inc. 
Industrial Truck Division 
2403 Broadway, N. E. 
LITTLE ROCK, ARKANSAS 
Bigelow Robinson Co. 
400 Shall Street 
tLOS ANGELES 22, CALIFORNIA 
Robert H. Braun Company 
5519 Jillson Street 
LOUISVILLE, KENTUCKY 
W. A. Marschke & Sons, Inc. 
5855 Ralston Avenue 
LUBBOCK, TEXAS 
T. G. Frazee 
515 Avenue Q 
MARIETTA, OHIO 
Edward J. Sherry Co. 
713 Washington Street 
tMEMPHIS, TENNESSEE 
Fred J. Vandemark Co. 
1110 Union Avenue 
tMIAMI, FLORIDA 
EquipCo., Inc. 
69 N. W. 27th Avenue 
tMILWAUKEE 10, WISCONSIN 
Wisconsin Industrial Truck Co., Inc. 
3429 W. Fond Du Lac Avenue 


tMINNEAPOLIS 7, MINNESOTA 
Material Handling Engineers 
4141 Cedar Avenue, South 
tNASHVILLE, TENNESSEE 
Dempster Brothers, Inc. 
Industrial Truck Division 
Foster Avenue and Murphysboro Road 
+NEW HAVEN 15, CONNECTICUT 
C. E. Reutter Corporation 
Amity Road, Woodbridge 
TNEW ORLEANS 13, LOUISIANA 
Industrial Truck and Caster Co., Inc. 
1225 Magazine Street 
tNEW YORK 14, NEW YORK 


Bond Industrial Equipment Sales Co., Inc. 


51 Ciarkson Street 


tNORFOLK 6, VIRGINIA 
Wilson Industrial Equipment Inc. 
959 West 21st Street 
tOAKLAND 3, CALIFORNIA 
Glen L. Codman Company, Inc. 
10521 Pearmain St., Elmhurst Sta. 
*OKLAHOMA CITY, OKLAHOMA 
Midwestern Engine & Equipment Co. 
15 S. W. 29th Street 
OKLAHOMA CITY, OKLAHOMA 
Arst Equipment Company 
116 N. W. Second Street 
OMAHA 2, NEBRASKA 
Big River Equipment Co., Inc. 
320 W.O.W. Building 


PEORIA, ILLINOIS 

Big River Equipment Co., Inc. 

6 Stonegate Road 

tPHILADELPHIA 31, PENNSYLVANIA 
Furnival Machinery Company 
Lancaster Avenue and 54th Street 


PHOENIX, ARIZONA 
Robert H. Braun Company 
1460 East Van Buren 


tPITTSBURGH 33, PENNSYLVANIA 
Material Handling, Inc. 

1323 Pennsylvania, NS 
PORTLAND, MAINE 

Brodie Industrial Trucks, Inc. 

465 Congress Street 


PORTLAND 5, OREGON 
Preston Faller 
1611 N.W. Northrup Street 


tPOTTSVILLE, PENNSYLVANIA 
Furnival Machinery Company 
P. O. Box 553 
PROVIDENCE, RHODE ISLAND 
Brodie Industrial Trucks, Inc. 
703 Industrial Trust Bidg. 


RAPID CITY, SOUTH DAKOTA 
Stan Houston Equipment Co. 
Box 662 


+tRICHMOND, VIRGINIA 
Wilson Industrial Equipment, Inc. 
Mac Tavish and Main Street 


ST. LOUIS 8, MISSOURI 

Materials Handling Equipment Corp. 
4701 Washington Boulevard 

*ST. LOUIS, MISSOURI 

Industrial Truck Service, Inc. 

4701 Washington Boulevard 


SALT LAKE CITY, UTAH 
Albert J. Isaacsen Company, Inc. 
45 South 3rd West Street 


SAN ANTONIO, TEXAS 
T. G. Frazee 
432 Gulf Street 


SAN DIEGO, CALIFORNIA 
Robert H. Braun Company 
1322 K Street 


tSEATTLE, WASHINGTON 
Preston Faller 
1921 Minor Avenue 


SIOUX FALLS, SOUTH DAKOTA 
Stan Houston Equipment Co. 

34th and So. Minnesota Avenue 
+SOUTH BEND 14, INDIANA 
Material Handling Equipment Corp. 
2625 S. Michigan Street 


tSPOKANE, WASHINGTON 
Preston Faller 
N. 1403 Cedar 


SYRACUSE, NEW YORK 
Brodie Industrial Trucks, Inc. 
1898 Erie Bivd., East 


TTAMPA, FLORIDA 
Whitmore Industrial Trucks 
1402 Fourth Avenue 


TTOLEDO 4, OHIO 
Kern Truck Sales, Inc. 
9 North Huron Street 


TULSA 6, OKLAHOMA 
Arst Equipment Company 
118 South Cheyenne 


*TULSA 3, OKLAHOMA 
Midwestern Engine & Equipment Co., Inc. 
105 North Boulder 


TUNION, NEW JERSEY 

Hull Equipment Company 
Monroe St. and Route 29 
WASHINGTON, D. C. 

Falisway Spring & Equipment Company 
500 Maine Avenue, S. W. 
TVANCOUVER, BRITISH COLUMBIA 
National Machinery Company, Ltd. 
Granville Island 

HAMILTON, ONTARIO 

J. H. Ryder Machinery Co., Ltd. 
272 Kenilworth Street, N. 
FORT WILLIAM, ONTARIO 

J. H. Ryder Machinery Co., Ltd. 
209 Cuthbertson Block 
TMONTREAL 9, QUEBEC 

J. H. Ryder Machinery Co., Reg. 
8455 Decarie Boulevard 
TTORONTO 5, ONTARIO 

J. H. Ryder Machinery Co., Ltd. 
1130 Bay Street 

WINDSOR, ONTARIO 

J. H. Ryder Machinery Co., Ltd. 
1165 Tecumseh Rd. East 
WINNIPEG, MANITOBA 

J. H. Ryder Machinery Co., Ltd. 
201 Main Street 
tHONOLULJ, T. H. 

Pressed Steel Car Co., Inc. 

538 Reed Lane 

EDMONTON, ALBERTA 
Electric Motor Sales, Ltd. 
10323 106th Street 


PRODUCTS OF CLARK—TRANSMISSIONS * FORK TRUCKS & TRACTORS * POWERED HAND TRUCKS 


AXLE HOUSINGS °* ELECTRIC STEEL CASTINGS * AXLES * TRACTOR UNITS * GEARS & FORGINGS 








Highways & Safety... 


N. C. Court Restricts 
City-Owned Parking 


By Ed Janicki 
Staff Writer 
RECENT North Carolina Su- 
preme Court decision may 


4 


have far-reaching influence in cities 
throughout 


the nation planning 
municipal partici- 
pation in off- 
street parking. 
Some observers 
see the “begin- 
ning of the end” 
of municipal en- 
try into the off- 
street parking 
business as a result of the decision. 

The North Carolina court held 
that it was unconstitutional for the 
city of Wilmington to use on- 
street parking meter funds to ac- 
quire or operate City off-street 
parking facilities and to utilize 
police powers to enforce parking 
regulations at metered off-street 
City facilities. 

Because of a similarity of all 
state constitutions, the North 
Carolina ruling also raises a per- 
plexing problem concerning the 
status of completed municipal 
parking facilities in many cities. 


Buffalo Plane Lab 
Seeks New Ideas 
For Car Safety 


The industrial division of the 
Cornell Aeronautical Laboratory in 
Buffalo has begun a commercially 
sponsored research program di- 
rected toward better protection for 
auto passengers in case of accident. 
Particular emphasis is given to the 
front-seat area. 

The division also is developing 
a cylindrical ice cleat for auto tires 
to reduce skidding and to improve 
traction in winter driving. 

On the basis of work done by its 
flight research department in air- 
craft stability, the laboratory has 
obtained a contract to investigate 





the handling’ characteristics of 
autos, 
The laboratory will take into 


consideration suspension, steering, 
tires, shock absorption, force of air, 
inertia and other factors that con- 
tribute to the driver’s ability to 
steer a straight path and to control 
turns and skidding. 


“This is the first such work ever 
done on this essential problem of 
safer auto engineering,” says Dr. 
Clifford C. Furnas, laboratory di- 


rector. 
Jolly Idea! 


Fender Denters Who Flee 
Would Pay a Fee 


The British section of the Cana- 
dian Bar Assn. is doing something 
about fleeing fender denters. 


Noting that many drivers are 
smashing into unattended vehicles 
and dodging their responsibilities 
to the owners, the group has ap- 
proved a recommendation that the 
criminal code be amended to re- 
quire the driver to identify himself 
to the owner. 

Failure to do so would be punish- 
able by a maximum fine of $1,000 
and costs, or a maximum prison 
term of six months. 

William A. Schultz, chairman of 
the section’s administration of 
criminal justice committee, said 
there are approximately 50 col- 
lisions a month in Vancouver alone 
in which the offending drivers leave 
the scene without disclosing their 
identity. 


Memphis Revising 
Traffic Control 


A 10-point traffic program de- 
signed to save lives in Memphis 
has been formulated for 1953 by 
Commissioner Claude Armour. 

Included in the plan are tighter 
enforcement, improvements in the 
traffic safety division of the police 
department, and use of the drunk- 
ometer and radar speedmeters. 


* 


If such a ruling is adopted by 
| other states, municipalities would 
be forced out of the parking 
picture. 

Elaborating on the North Caro- 
lina decision, B. M. Stonton, presi- 


dent of the National Parking Assn., | | 


points out that a city “cannot, even | 
with express 
engage in any private enterprise 
or assume any function which is 


not in a legal sense public in na-|' 
The undertaking is proprie- |; 


ture. 
tary and private when any corpora- 


tion, individual or group of indi- || 


viduals could do the same thing.” 
* * 


Up to Merchants Now? 


i _-~ North Carolina League of | 
Municipalities also heard the | 
Supreme Court decision as_ the 
death knell of city participation in 
the parking business. Said George | 
Franklin, the league’s attorney: 

“If we are going to have off-| 
street parking facilities, it is going | 
to be up to merchants and other 
groups to provide them.” | 

The court, in its ruling, said | 

that the questions presented to it 
were concerned only with curb 
parking meter funds, and not 
with municipal entry into off- 
street parking generally, but the 
tribunal’s comments on municipal 
parking were seen as highly sig- 
nificant. 

Referring to an act of the North 
Carolina Legislature, which _in- 
cluded parking facilities as one of 


legislative sanction, |! 





the undertakings a city is author- 
ized to finance by the issuance of 
revenue bonds, the court stated: 


“An examination of this act 
makes it clearly appear that the 
parking facilities undertaking there- 
in authorized is commercial in 
nature, and that the undertaking 
is an enterprise or business in 
which any corporation or individual 
is privileged to engage.” 


* * * 


City Can’t ‘Rent’ Streets 


N ITS opinion on the purpose of 

on-street parking meters, and the 
use of the funds collected from 
them, the court turned a definite 
cold shoulder to the use of those 
funds for any purpose other than 
street parking regulation. 

Said the court: “The coin de- 
posited in the meter is not a fee 
in the first place. A city has no 
valid authority to rent, lease or 
let a parking space on_ the 
streets to an individual motorist. 
The coin is simply a method 
adopted by the governing authori- 
ties of the city for putting the 
meter in operation.” 

The method, the court stated, was | 
set up originally to permit munici- 
palities to regulate parking in 
areas congested by traffic. 

The act, in effect, rules that on- 
street and off-street parking facili- 
ties may not be combined and 
operated as an “undertaking.” Nor | 
may the “deposits” made in the} 
on-street meters be applied to 
revenue parking facility bonds. | 

(It is estimated that the an- | 
nual gross take from parking | 
meters by cities is around $76 
million, and that there are ap- 
proximately 1,113,000 parking me- 
ters in the U. S.) 

In a nutshell, the decision handed | 

down by the North Carolina court 
means that off-street parking is 
| purely a function for private busi- 
jness, and that municipal competi- 
tion supported by the taxpayer is 
“unfair and unconstitutional.” 

But, as the parking association’s 
president states: “The law pertain- 
ing to the establishment of such} 
facilities by cities and towns is in 
a state of flux. But there will be 
a gradual drift of judicial opinion 
and legislation toward uniformity | 
until the law will become substan- | 
tially the same in the American | 
jurisdictions.” | 





New duPont Sales Office 

CHICAGO.—DuPont’s Kinetic 
chemicals division has opened a 
midwestern district sales office at 
7 S. Dearborn St. to handle Freon 
fluorinated hydrocarbon propellents 


| promote 
|tween the teen-age driver and the 


|of the Jaycee 
| will be to further the development 





for the aerosol market. Glenn A. 
Piper jr. is in charge. 






| “Am | glad | bumped into you, Tom 
... my windshield wipers ain't 


Seal fl? 
workin’!” 
NATIONAL SAFETY COUNCIL 


Film Applauded 


AAA Cites Chevrolet Aid 


To School Safety 


A safety film which Chevrolet 
produced as a dealer release last 
spring has won the acclaim of the 
American Automobile Assn. 

Using a juvenile cast, the film 
tells the objectives of safety patrols. 
One boy is completely unimpressed 
by traffic safety regulations until 
his experience in a near-accident 
convinces him of the value of the 
schoolboy patrol. 

In a letter to the company, Ralph 
Thomas, president of the organiza- 
tion, said that the AAA executive 
committee had adopted “a resolu- 
tion of commendation to Chevrolet 
for this timely and effective pic- 
ture.” 

The AAA indorsement follows a 
number of letters of a similar na- 
ture from educators, civic groups 
and safety officials to whom dealers 
have made the film available, ac- 
cording to Chevrolet. 


Point Sy 





stem Nails 


1,900 N.Y. Drivers 


New York State’s “point system,” 
designed to catch up with bad- 
record drivers, cost nearly 1,900 
motorists their licenses during 
1952, Motor Vehicle Commissioner 
James R. MacDuff has announced. 


Altogether, there was a record 
high of 158,502 driver licenses sus- 
pensions and revocations last year, 
compared with 136,306 in 1951. 

* * * 


H &S Shorts 


Sixty representatives of a teen- 
age group in Cleveland have organ- 
ized a “Traffic Youth Council” to 
better relationships be- 


public. The program is designed to 
show the public that all teen-agers 
are not bad drivers, and to curb 
the “showoff” driver. The group 
represents 52 public and parochial 
schools in five counties. 

* * * 

O. B. Hannon, of Pittsburgh, a 
member of the State Planning 
Board, has been appointed by Gov. 
John S. Fine as the first director 
of the Pennsylvania Safety Com- 
mission, The commission will co- 
ordinate safety efforts throughout 


| the state. Officials said the new 


agency will function in an edu- 
cational capacity to prevent all 
types of accidents without in- 
fringing on existing safety pro- 
grams. 
+ * 
The U. S. Junior Chamber of 
Commerce has added a safety de- 
partment to its national operation, 
Horace E. Henderson, president, 
has announced. The major function 
safety department 


* 


of the National Teen-Age Road-e-o 
among the nation’s 2,050 Jaycee} 
chapters. 
* 

Separate courts to try teen- 
agers accused of unsafe driving, 
a six-month license suspension if 
convicted on two traffic violations 
in a single year, and the keeping 
of better accident records so that 
repeaters may be recognized and 
dealt with accordingly have been 
recommended by the Citizens 
Traffic Safety Board and the Chi- 


* * 





cago Motor Club. 
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Goodyear Patents New Type of Synthetic Rubber 
Which It Says May Outlast Car 


Basic patents on a new | believe that these problems can be 


AKRON. 


| type of synthetic rubber which may | brought to a practical 


give the tire of the future vast im- 
provement in wearing qualities 
have been announced by P. W.) 
Litchfield, chairman of the board | 
of Goodyear Tire & Rubber Co. 
Tests indicate that tires made 
from the new material could 
easily outwear the automobile 
itself, and that shoe soles and 
heels and heavy-duty conveyor 
belts can be given extraordinary 
wear resistance, according to | 
Litchfield. 


The promise of the new syn-| 
thetic, he said, lies in its greatly | 
increased toughness and resistance 
to abrasion. 


The problems to be overcome be- 
fore the new product can find wide | 
use are in the areas of economic | 
production of the raw material, the 
development of processing methods, | 
and in the improvement of its} 
present qualities of resilience and | 
adhesion. 

“But there is every reason to| 


| Section. 


solution,” 
Litchfield said. 

Dr. R. P. Dinsmore, vice-presi- 
dent in charge of research and 
development, explained that the 
new-type rubber is chemically 
similar to Germany’s recently 
announced Vulcollan, but has a 
wider range of uses and can be 
made available for tires and con- 
veyor belts. 

Dinsmore disclosed that tests 
show tire treads of the new ma- 
terial achieve from two to five 
times greater wear resistance than 
treads of the best “cold” rubber 
produced. It is equivalent to butyl 
rubber in air diffusion resistance, 
he said, and likewise equivalent to 
neoprene in oil resistance. 

Its resistance to oxidation, Dins- 
more added, is far superior to 
natural or to any other man-made 
rubbers. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


This is 
McCrary Auto Service, Inc. 





This is what 
Mr. Carl McCrary says 


“We have sponsored Fulton Lewis, Jr., since WPNF 
(Brevard, N. C.) went on the air. 
The program has been satisfactory in every way. 
It has given us a lot of publicity, and we’re happy 


to say that we are well satisfied. 


It 


is our intention to continue to 


sponsor Fulton Lew 


is, Jr., indefinitely.” 


This is Fulton Lewis, Jr. 





whose 5-times-a-week program is available to local 
advertisers at local time cost plus low pro-rated talent 


cost. 


Currently sponsored on 372 stations by more 


than 750 advertisers (among them 64 automotive 
firms), the program offers a tested means of reaching 


customers and prospects. 


For availabilities, check 


your Mutual outlet—or the Co-operative Program 


Department, Mutual Broadcasting System, 


1440 


Broadway, NYC 18 (or Tribune Tower, Chicago 11). 
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ANTED — 50,000 engineers, 

supply an immediate shortage 
and meet an annual demand for at 
least 30,000 engineering graduates 
in American industry alone. 


That’s an advertisement which 
might well be signed by every mod- 
ern corporation, and endorsed by 
every college and university in the 
land. I hope it reaches the atten- 
tion of some of those _ 7,500,000 
young men and women who this 
year became old enough to vote 
for the first time. Then they would 
learn “which side their bread | is 


to | 
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going to be buttered on” in the 
days to come. 

To be able to forecast, in these 
declining days of the political 
aristocracy, the rise of a new 

| aristocracy of accomplishment 
| and capacity through the com- 
| plete revision of the old standards 
| of education is the triumphant 
note in this column. 

| Credit was given in the report of 
President Truman’s Commission on 
| Education, in 1946, for the success 
lof a cooperative college financing 
plan, to President Patterson of 
| Tuskegee Institute, who, since 1944, 
| has raised over $10 million through | 
the cooperative efforts of 32 private, | 
accredited colleges and universities, 
|through one united appeal each) 
year, directed to _ philanthropic} 
foundations, corporations and in- 
dividuals, under the title, United 
Negro College Fund. 


Now Columbia University, in as- 
sociation with (at present) 22 lead- 
ing technical schools and 39 liberal 
arts colleges, has adopted a plan 
which meets the problem of train- 
ing engineers (the high dropout 
rate among students in the field . . 
only 40 percent of those who start 
engineering courses remain to 
graduate). 

Columbia, in cooperation with the 








Martin-Senour Sets Sights on 75th Year— 


District 


managers of Martin-Senour's automotive finishes division huddle at a 


national sales conference held recently in Chicago to map campaigns for the com- 
pany’s 75th anniversary year. From left are R. C. Sutter; J. D. Black; Don A. Seeley, 


automotive division manager; 
S. Ww. Clement. — 





William M. Stuart, 


president; W. S. Bowers, and} 


other liberal arts colleges, now per-; well as two new divisions, an In- 
mits a student to take the liberal | stitute for advanced engineering 


arts courses for three years with 
two added years in the new schools 
of engineering. Columbia, for ex- 
ample, has added an engineering 
school, in which the three-two plan 
will operate ... a $23% million 
project near Broadway and River- 


side Dr. in New York City. 
. * + * 


Changes in the Making 
f types will be 12 new profes- | 
sorships and 100 scholarships as 





| 
| 


science and a division of coopera- 
tive research in engineering. Co- 
lumbia also is planning to admit a 
number of women’s colleges to the 
project, since many women are 
highly qualified for the profession. 

In a recent report, entitled “A 
Liberal Education in Engineering,” 
Gen. Dwight D. Eisenhower writes 
in the foreword: 


“Our need today is for individu- 
als who can both think and do: 


HERCULES \7 


makes them all—and makes them b 


CONTRACTORS’ EQUIPMENT 


Hercules-built Willard Concrete Mixers with 
‘the big throat’’ charge and discharge 
faster; compact size and light weight. 
Hercules Heavy-Duty Rock Bodies and Hoists 
have proved their ability to stand up under 
severest tests on thousands of jobs from 





coast to coast. 


Hercules-Willard Concrete Mixer 





Dump Bodies and Hoists 





Cement Spreader 


THE BIG NEWS is Hercules 


+++ expanded engineering activity . . . a fast-growing line of advanced equip- 
ment specifically designed to win out in comparison with any other makes... 
plans for still more products that will do more work, faster, better, at lower 
cost. Ask your nearby Hercules Distributor for complete information or write 


the factory direct. 


Hydraulic Hoists are 


TRUCK EQUIPMENT 


No matter what your hauling or dumping 
needs, or what make of truck you use, it 
will pay you to choose from the complete 
Hercules line of Medium and Heavy-Duty 
Hydraulic Hoists, Dump Bodies, and Acces- 
sories (including Mechanical Power Chutes, 
Hydraulic Lift Tailgates, Spreaders). Many 
exclusive performance-boosting features. 


TRAILER EQUIPMENT 


Hercules Heavy-Duty Dump Bodies and 


for mounting on single axle, tandem axle, 
and 4-wheel trailers. Body lengths up to 20 
feet; capacities to 25 tons. 


SPREADER EQUIPMENT 


Hercules Cement Spreaders for soil stabili- 
zation projects spread desired amounts 
evenly up to 10-ft. width. Advance-designed 
Hercules units for spreading cinders, salt, 
sand, and chips are also available. 





specially engineered 


/ 





some areas, 





etter! 


Chip Spreader 


PROFITABLE DISTRIBUTOR 


FRANCHISES 


for various types of Hercules 
equipment are available in 


Investigate now. 


HERCULES STEEL PRODUCTS CORPORATION ° GALION, OHIO 





wenn gecgte. who have set their 
sights toward positions of con- 
structive leadership. The engi- 
neering profession opens un- 
limited areas of service to young 
men and women who will master 
the ability to see not just the 
technical aspects of a problem, 
but the wider applications and 
potentialities as well. If we would 
maintain our freedom and con- 
tinue to hold our national pro- 
duction at highest levels, we must 
have engineers who can evaluate 
| the present and the past and ac- 
cept the challenge of the future.” 


The cooperating colleges include 
| Carnegie Institute, with an associ- 


| ation of 20 colleges . . . Massachu- 
. | setts Tech, with 15 . . . Renselaer 
| Polytech, with 13... Case, with 10 

. . Illinois with 10 .. . University 

of Michigan, with four . . . Notre 
Dame, with three ... and Iowa 


State, University of Iowa, Pennsy]- 
vania State, Rose Polytech and 
Valparaiso College, with one each. 


One can easily imagine the sim- 
plicity of the problem of financing 
a cooperative project of this kind. 
Every corporation would willingly 
spend large sums in research if it 
felt that the job was going to be 
scientifically directed. Many are 
now spending millions independ- 
ently of the competitors in their 
own industry. 

* *x of 


Help from Industry 


ONSIDER the opportunity for 
young men and women who are 
without the means to finance an 
advanced education. For years the 
corporations have been waiting at 
the doors of colleges for students 
qualified for technical jobs. The 
result will, of course, be an exten- 
sion of the effcrt, down to the high 
schools, with plenty of scholarships 
available to every boy or girl who 
shows promise. 

That is the idea behind the new 
plan of the Ford Foundation, for 
the benefit of the boys in the armed 
forces ... to provide young officers 
with a greater degree of leadership 
ability. In response to a frequently 
voiced demand, the Ford Founda- 
tion undertook a national survey 
under the direction of Dr. Frank H. 
Bowles, director of the College 
Entrance Examination Board. He 
found weaknesses in the material 
prepared by the armed services 
education offices and by local com- 
mands. 


It will be interesting to watch 
the development of the coopera- 
tive plan of the colleges and uni- 
versities in their relations with 
business corporations, in view of 
their pressing need for income, 
aside from endowments, which 
scarcely meet present require- 
ments. 


According to a recent study of the 
Council of State Governments, en- 
titled “Higher Education in the 48 
States,” it appears that the expendi- 
tures soared from $1,100 million in 
1946, the first year the schools felt 
the influx of the returning GIs, to 
$2,600 million in 1950. Educational 
and general purposes expenditures 
alone rose from $819 million in 
1946 to $1,400 million in 1948, an 
increase of 68 percent. 

“The growth of higher education 
has been phenomenal,” the report 
said. “During the half-century just 
ended, college-age population (age 
groups 18 through 25) increased no 
more than 45 percent. In sharp 
contrast, enrollment in the nation’s 
colleges and universities increased 
nearly 925 percent during the same 
50 years.” 

Total enrollment in all under- 
graduate schools and colleges was 
238,210 in 1900, while it was 2,400,- 
000 in 1950. The college-age popula- 
tion of the country rose from 
5,900,000 to 8,600,000 in the same 
years. 

PS. This writer, glancing back 
to 1901, the year he entered college, 
derives a certain “vicarious glee” 
(if that’s the right term) in trying 
to guess how many of the “good 
dancers” (popular with the girls), 
“fussers” (even more popular) and 
the “tall dark lads in peg top 
trousers” who “knocked the soror- 
ity gals for a loop” would have 
made the grade in engineering. 


Gas Revenue Up in Ala. 

MONTGOMERY, Ala.—State gas- 
oline tax collections for November 
totaled $3,536,025, up $24,364 from 
the $3,510,661 collected in Novem- 
ber, 1951, it is announced by Joe 
Edwards, revenue commissioner. 
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Commercial Car News 


A Regular Monthly Section for those who make, sell and service America’s Trucks, 


Buses, Commercial Vehicles and Equipment 





| gate entry into the truck leasing 


business may well indicate a 
swing in this direction by more 
makers, 
experience. General Motors has al- 
ways had a very close tie-in with 
Hertz, while International Har- 
vester has lived close to the Na- 
tional Truck Leasing System. Other 
companies from time to time have 
nibbled at this part of the market. 


Both Ford and Chevrolet have 
a number of dealers, who have 
sizable truck leasing operations 
under their ownership, but set up 
as separate and distinct compa- 
nies. 


The whole truck leasing pic- 
ture is one that has been steadily 
growing in importance, and many 
feel that under today’s difficulty 
in providing adequate mainte- 
nance for scattered fleets, in 
particular, the leasing of trucks 
instead of buying will increase 
in attractiveness to many oper- 
ators, 


There are many reasons for this 
growth. These take in the elimi- 
nation of the problems of mainte- 
nance by the truck user; the 
freeing of great sums of invested 
capital; the problems of adequate 
recovery of the value left in the 
used vehicle when it has reached 
its period of highest return, and 
the ability to always have properly 
engineered units for the particular 
haul. 

* *x * 


Want Assurances 
OST of the firms interested in 
leasing are those who are 
forced to use many trucks in the 
process of carrying on their busi- 





Each Maker’s Share of Output... 


How They Fared in '52-'51 


(U. S. Truck Production) 





Total 

Output 

1952 
CHEVROLET ................... 332,150 
DIAMOND T .................... 7,997 
DIVCO 2,882 
tae 162,871 
FEDERAL. ..................0000..-. 1,660 
SE ities. daasaceansckcigussicves 236,753 
a Se 119,760 
INTERNATIONAL ........ 126,068 
ES  peeltne nator vs tals 10,634 
a 17,130 
STUDEBAKER. .............. 58,655 
I Seeds chsanpaniieansnad 12,153 
WILLYS-OVERLAND 119,371 
MISCELLANEOUS ......... 15,313 
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ness, but who are not in the busi- 
ness of hauling for a profit. 


To many of these users, the man- 
agement of their fleets in many 
cases is a distinct departure from 
the normal operation of their busi- 
ness. In many cases, the drivers of 
their trucks are not hired for their 
truck driving ability, but for their 
sales ability, and the operation of 
the truck is but a part of the func- 
tion of the main job of merchan- 
dising the firm’s products. 


In these cases, the leasing firm 
is interested in having competent 
truck operators take over the 
maintenance of their vehicles, if 
they can buy this service at no 
greater cost than the present 
entire cost of operation and 
maintenance of the trucks they 
need to properly operate their 
business. 

In the majority of cases, leasing 
trucks does not save the firm any 
great amount of money over the 
efficient operation of their own 
vehicles. 


These firms are, however, very 
much interested in having an out- 
side firm take over the furnishing 
of their delivery equipment, if they 
are assured that under the lease 
arrangement they will be provided 
with well-engineered equipment 
that is kept in top operating condi- 
tion at all times; if it will release 
the capital that is now tied up in 
truck equipment; will eliminate the 
truck management department that 
is foreign to their normal business 
functions, and are assured that the 
leasing firm with whom they do 
business will always have trucks 
available to take care of their peak 

(Continued on Page 22, Col. 1) 
















Pet. of Total Pet. of Gain 
1952 Output 1951 or 
Total 1951 Total Loss 
27.1 426,115 30.1 —3.0 
0.7 7,707 0.5 +0.2 
0.2 4,374 0.3 —0.1 
13.3 167,670 11.8 +15 
0.1 2,624 0.2 —0.1 
19.4 317,255 22.4 —3.0 
9.8 128,072 9.1 +0.7 
10.3 151,439 10.7 —0.4 
0.9 14,142 1.0 —0.1 
1.4 14,848 1.0 +0.4 
4.8 51,814 3.7 +1.1 
1.0 16,774 1.2 —0.2 
9.8 96,796 68 +24 
12 16,752 1.2 ies 
100.0 1,416,382 


Big Three’s Truck 


By Bernie Thomas 
Associate Editor 

THE combined operations of Big 

Three makers—Chevrolet, Ford, 
Dodge and GMC—wrapped up a de- 
cidedly smaller portion of total 1952 
truck production than in 1951. 

Moreover, according to tabula- 
tions compiled by Automotive 
News, 1952’s total truck produc- 
tion of 1,223,397 units was 14 per- 





See table on page 20, showing 
each truck maker’s 1952 produc- 
tion by months. 
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cent thinner than 1951, when 1,- 
416,382 trucks were built. 


The combined facilities of Chev- 
rolet, Ford, Dodge and GMC were 
responsible for the building of 851,- 
534 trucks in 1952, or 69.6 percent 
of the year’s total from U. S. plants. 
In 1951, those same outlets turned 
out 1,039,112 trucks, or 73.4 percent 
of that year’s total production. 

7 * * 
AUTHOUGH the production 
schedules of most truck makers 
were measurably sustained by mili- 
tary orders and less affected by 
material controls than those of car 
makers, Big Three truck output for 
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Top Truck Dealers Point Way : ‘4 





Profits in Equipment 


OST truck dealers could have 

made plus sales averaging 
$228.23 per new truck sold last year 
if they had done as well on their 
truck body and other truck equip- 
ment items as the average of a 
group of top-line dealers. 


These dealers, representing four 
major lines, were surveyed recently 
on equipment sales. 


The $228.23 is obtained by spread- 
ing body and equipment sales over 
all of the trucks handled by these 
dealers. The average is higher— 
$499.39 — if panels and pickups, 
which do not take much equipment, 
are excluded, and the body and 
equipment sales afe considered only 
in relation to cab and chassis and 
flat-cowl jobs. 


This compares with the national 
average of two major companies 
(taking in all dealers in those 
lines) of $121.85 per truck sold, 
or approximately $323.60 per cab 
and chassis sold. 


When reduced to gross extra 
profit per unit, this plus sales vol- 
ume could have added from $25 
to $45 in extra profits on every 
truck each dealer sold, or from $60 
to $100 in profits on each cab and 
chassis or flat-faced cowl job that 
he turned over to the customer 
fitted and ready to go to work. 


While the extra profits in dollars 
that accrue from the little addi- 
tional effort it took to sell the cus- 
tomer the proper body and other 
equipment make pleasant music in 
the cash register, the long-range 
gain to the dealer is a greater 
customer following, built up from 
satisfied buyers. 

* 7 +. 

AtsHoucE 94 percent of the 

dealers queried said they worked 
with the equipment distributors in 
their area, 18 percent said that 
some of the distributors “chiseled” 
on the commissions that should go 
to the truck dealer who made the 
sale. Another 18 percent claimed 
that all of the equipment distribu- 
tors in their areas were inclined 
to sharp practices. 


This brings up a very grave 
situation in the minds of factory 
truck sales managers and equip- 
ment and body builders. 

The equipment and body builders 
know that if their field outlets do 
not play ball fairly and squarely 
with those truck dealers who stand 
ready and willing to work with 
them, it may bring back to the 
industry the situation that pre- 
vailed in the early days of the 
truck business. Then the truck 
companies furnished fairly com- 
plete lines of bodies and other 
truck equipment which were sold 
as factory units by the dealer. 

Some of this equipment and some 
of the bodies were made by the 
truck factories, but, in the main, 
the factories bought certain num- 


bers from the body or equipment 
makers at a low volume price and 
sold them through their truck deal- 
ers at less than the average retail 
price for the same body or product 
sold by the equipment distributor. 
Neither the factory truck sales 
managers nor the body and equip- 
ment makers wish to see that hap- 
pen again. But it can. 
* * og 

A= 28 percent of the dealers 
said that the equipment dis- 
tributors in their area did not fur- 


* * * 


nish demonstrators so that the 
truck dealer could show the body 
or equipment mounted on a truck. 
Another 28 percent said that some 
of the equipment distributors did 
build up some demonstrators. 

Here are some typical comments 
by the truck dealers from the sur- 
vey: 

“Some chisel, but we soon find 
out who to deal with.” 

“Some sell direct as cheap as we 


(Continued on Page 23, Col. 1) 
* * * 





How Gates Pushes Equipment Sales— 


L. O. Gates Chevrolet Co., South Bend, photographs every special job it sells, along 
with either the buyer or driver. The pictures are displayed in the dealership and are 
made available to the salesmen. Gates says the photos aid greatly in promoting 
equipment sales. Shown above is the second of a fleet of seven such walk-in type 
units sold by Gates’ truck men last fall. Gates has at least one tractor-type demonstra- 
tor built up at all times and carries other demonstrators, such as dumps, during the 
normal sales season. This permits quick delivery of such jobs when the need arises. 


Top Trucks 


New-truck registrations for 11 
months, plus 26 states for De- 
cember: 
1952 Pos. 
1—257,448 
2—170,261 
3— 97,727 
4— 89,269 
5— 75,839 
6— 27,698 
I— 19,231 
Gia 

—. 

10— 

11— 

12— 

13— 

14— 

15— 

16— 

17— 

138— 

19— 

20— 

21— 


1951 Pos. 
338,355— 1 
241,453— 2 
102,169— 3 

92,030— 5 
96,745— 4 
31,423— 6 
23,346— 7 
11,811— 8 
9,439— 9 
4,353—10 
3,328—12 
3,665—11 
2,105—13 
2,019—14 
977—15 
648—17 
480—18 
866—16 
419—19 
312—20 
290—21 


Make 
Chev. 
Ford 
Dodge 
Inter’1 
GMC 
Stude. 
Willys 
White 
Mack 
Diam. T 
Reo 
Divco 
Brockway 
Autocar 
Federal 
Kenworth 
FWD 


Pontiac 
Crosley 
White-Ster. 
Peterbilt 
Total All Makes 
772,436 967,618 
For further details see page 
26, today’s issue. 





Share Slips in °52 


1952 showed a decline of 18.1 per- 
cent from 1951. 

By contrast, the combined truck 
production of all other makers 
last year was down a mere L4 
percent from that of 1951. 

To a lesser degree, the same story 
prevailed on the sales front. Going 
into December, the Big Three makes 
were racking up 77.8 percent of all 
1952 truck sales in the domestic 
retail market for 1952, as compared 


New Products 


See Page 24 





with an 80.5 percent of all such 
sales in 1951. 
* * * 

Tex combined Big Three produc- 

tion losses came despite the fact 
that Dodge and GMC accounted for 
larger shares of total truck produc- 
tion in 1952 than they did the year 
before. 

Dodge built 162,871 trucks last 
year for a 13.3 percent slice of 
total U. S. truck output, as com- 
pared with the production of 167,- 
670 trucks in 1951 for an 11.8 per- 
cent share of total production. 


GMC garnered 9.8 percent of total 
(Continued on Page 21, Col. 1) 


ATA Schedules 
Truck Roadeo 
For Sept. 15-19 


ASHINGTON.— The 1953 Na- 

tional Truck Roadeo will be 
held at the Minnesota State Fair- 
grounds in Minneapolis Sept. 15-19, 
the American Trucking Assns. an- 
nounced last week. 


Unlike previous years, the 
roadeo will not be held in con- 
junction with the ATA convention 
this year. Growing popularity of 
the truck-driving skill contest led 
to ATA’s decision to schedule it 
separately, according to John V. 
Lawrence, ATA managing di- 
rector. 


“The ATA roadeo has outgrown 
our original conception to the ex- 
tent that it is no longer feasible 
to hold it at the same time and 
place as our convention,” Lawrence 
stated. “The favorable impact of 
the roadeo on the industry’s safety 
work requires that we let it con- 
tinue to grow. 

2 * * 






“MM HE success of this event is not 

only attested to by the fine 
safety records of truck drivers 
across the country, but also by the 
fact that it has been the pattern 
for the teen-age roadeo sponsored 
by the U. S. Junior Chamber of 
Commerce. We are happy to know 
that our pioneering work in this 
field has provided a sound method 
of teaching young drivers to be 
safe drivers.” 

Lawrence also noted that the 
U. S. Army and Air Force have 
adopted the roadeo idea to pro- 
mote safe driving habits among 
military personnel. 

ATA has sponsored the roadeo 
since 1937, when the first contest 
was held in Louisville. The event 
is designed to give recognition to 

(See ROADEO, Page 21, Col. 1) 
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1952 Trucks—U. S. Output Totals, Makes and Months __ | 











FIRST THIRD GRAND 
QUARTER FIRST HALF SEP- QUARTER TOTAL 
JANUARY FEBRUARY MARCH TOTAL APRIL MAY JUNE TOTAL JULY AUGUST TEMBER TOTAL OCTOBER NOVEMBER DECEMBER 1952 
CHEVROLET .... 27,396 25,835 28,422 81,653 30,933 29,238 29,072 170,896 4,535 13,966 25,038 224,435 39,210 35,323 33,182 332,150 
ae Pe 24 32 44 100 53 27 23 203 pn er aes ee ‘sede, > deawe- cones 20: 
DIAMOND T ......... 576 764 668 2,008 780 422 662 3,872 785 679 662 5,998 630 648 77 7,99 
ol eee 326 292 278 896 299 304 272 1,771 155 93 225 2,244 255 134 24y 2,887 
OE iscescdurce , 15,633 12,592 13,868 42,093 14,275 14,764 14,596 85,728 7,283 9,093 16,031 118,135 18,518 13,874 12,344 162,871 
INE 2a Gos eco vivid s 159 181 143 483 168 86 120 857 149 120 129 1,255 135 147 123 1,660 
SET Ged Nees 6c 16,045 18,921 22,124 57,090 21,193 20,318 20,271 118,872 10,467 6,272 19,078 154,689 29,827 22,727 29,510 236,753 | 
ae .. 9,507 9,323 10,323 29,153 10,757 10,685 10,730 61,325 1,430 7,049 13,185 82,989 13,279 11,186 12,306 119,760 | 
INTERNATIONAL ........ 15,524 14,737 13,997 44,258 12,767 11,571 9,734 78,330 161 9,365 9,600 97,456 9,067 9,626 9,919 126,068 | 
eee Nena i 1,085 1,050 1,141 3,276 935 919 822 5,952 332 615 773 7,672 1,043 702 1,217 10,634 | 
RN bhae sass eevee 1,639 1,473 1,564 4,676 1,681 1,483 1,437 9,277 1,214 1,230 1,263 12,984 1,488 1,259 1,399 17,130 | 
STUDEBAKER .......... 5,696 5,118 5,662 16,476 5,389 5,319 5,231 32,415 1,087 3,296 5,198 41,996 6,083 4,800 5,776 58,655 | 
ere 1,336 1,216 1,250 3,802 1,390 1,001 639 6,832 795 652 943 9,222 932 919 1,080 12,153 
RED Gh a:cprerde -9'6)000-5-0 9,133 8,919 10,041 28,093 11,141 10,300 10,450 59,984 5,787 6,518 11,357 83,646 13,828 10,995 10,902 119,371 | 
MISCELLANEOUS ....... 1,440 1,277 1,268 3,985 1,324 1,284 1,211 7,804 1,023 881 1,273 10,981 1,511 1,221 1,397 15,110 | 
TOTAL, U.S. ......... 105,519 101,730 110,793 318,042 113,085 107,721 105,270 644,118 35,203 59,829 114,755 853,905 135,806 113,561 120,125 1,223,397 | 


Automotive News’ estimates 
Wis. Ruling Ends 
‘Truckers’ Claims | 


‘To ‘Own’ Routes 


MADISON, Wis.—The Wisconsin 
Supreme Court has written a final 
chapter in a long legal argument 
about state policy on licensing com- 
mon motor carriers. In the Yule 
Truck Lines case just handed down 
by the court the Wisconsin public 
service commission has been sus- 
tained in its contention that it is 
legally empowered to provide for 
competition among licensed motor 
carriers on the same route. 


The commission had granted 
Yule a certificate to operate as a_ | 
common carrier for the hauling of | 
freight in intrastate commerce be- 
tween Kenosha, Racine and Mil- 
waukee, a route already served by 
Motor Transport Co. 


Motor Transport opposed the li- 
cense, asserting that the state law 
gave it the right to enjoy a mo- 
| nopoly on that route. 


The state court’s opinion destroys 

| the “monopoly” concept in the Wis- 
consin motor carrier regulation, L 
| trade observers and lawyers say. 4 
The decision modifies policies de- 

| veloped in Wisconsin. It was only 

a few years ago that Gateway 

| Transfer Co., of LaCrosse, was 
denied a certificate in a similar 
proceeding, as the commission 
leaned upon the “monopoly” idea 
then held to be the intent of the 
state laws covering carrier licens- 
ing and rate regulation. 


Individual Braking 


For Trucks Hailed 


ALBUQUERQUE, N. M.—An elec- 
trically controlled braking device 
which may be applied to individual 
wheels of tractor-trailer combina- 
tions is the most effective measure 
|yet developed in preventing jack- 
knifing, according to George M. 
Sprowls, manager of highway trans- 
portation for Goodyear Tire & Rub- 
ber Co. 

Speaking at the 14th convention 
of the New Mexico Motor Carriers’ 
convention, Sprowls said individual 
braking may be used with greatly 
lessened risk of wheel-locking. 

Sprowls also told fleet owners 
that 22-inch diameter tires are su- 
perior for truck use to 20-inch 


units. 
eran icine eee nt q) 


Truck Rate Office Set Up | 


For Island of Montreal 
MONTREAL.—A trucking indus- 
try tariff bureau for the Island of | 
Montreal has been created by the | 
Quebec Automotive Transport 















Big, efficient 7.3 cu. ft. com. 
pressor. Governor is integral, 
operating directly on patented, 
power-packing inlet valves. 








Installation is simple and work- 
manlike. The basic kit and 
the compressor mounting kit in- 
clude every proved unit for the 
most positive brake control of any 
highway load. 


Special Installation 
Kits for All Popular 
Makes and Models of Tracks 


SEE YOUR NEAREST MIDLAND DISTRIBUTOR 


“The Midland Air-over-Hydraulic Power Brake system is the 
only air brake system with the added safety feature of 
reserve braking provided by Midland Air Hy-Power in case 
of total loss of air pressure. The effective, trouble-free oper- 
ation of Midland Power Brakes is backed by Midland’s years |Assn., according to Camille Arch- 


of experience in building the finest, most dependable power jambault, director of public rela- 


: ° : tions. 
brake equipment for motor vehicles. Those who know Power Brakes Choose Midland ls aici: de the tans Ween te 


to establish uniform trucking rates go 
for truck owners who operate on 
the island. 

Chairman of the bureau is P. 
Killfeather. Other members are 
Donat Sicotte, L. V. Beaubien, B. 
Tetley, H. Smith, D. Hall, H. Shul- 
man and T. Taylor, all Montreal 
trucking operators. 








THE MIDLAND STEEL PRODUCTS CO. 
6660 MT. ELLIOTT AVE. DETROIT 11, MICH. 


Grantham Auto Corp. (Dodge- 
Plymouth), 733-751 Washington St., 
Gary, Ind., has installed a new elec- 
tric sign overhanging the sidewalk. 
It is 30 feet high and seven feet 
wide, and contains 504 light bulbs 
and yards of neon tubes. 





* Ss ee Be 
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Willys Shows Biggest Gain 


Big 3’s Truck Share Slips in °52 


(Continued from Page 19) 
| 


1952 truck output by building 119,- 
760 commercial units. In 1951, GMC 
built 128,072 trucks, or 9.1 percent 
of total output in U. S. plants. 


Chevrolet’s production of trucks | 
in 1952 was off 22 percent from 
1951, and its share of total output 
suffered accordingly. Chevrolet’s 
build of 332,150 trucks last year was 
good for 27.1 percent of industry | 
output. During 1951, Chevrolet ac- 
counted for 30.1 percent of all U. S. 
truck output by turning out 426,115 
units. 


| 


? + * 


—- 1952 truck production was 
down 26 percent from the total 
it posted in 1951. Building 236,753 | 
trucks last year, Ford accounted 
for 19.4 percent of total 1952 truck 
output. Ford’s production of 317,255 
trucks was good for 22.4 percent of 
the total produced in U. S. plants 
during 1951. 

Supported largely by military or- 
ders, Willys-Overland posted the 
biggest share-of-production gain for | 
1952, building more commercial 
units last year than it did in 1951. 

Willys turned out 119,371 trucks 
last year to account for 9.8 per- 
cent of total U. S. output. That 
accounting was supported to some 
extent by NPA’s decision te rate 
Willys’ station wagon as a com- 
mercial unit in the allocation of 

materials. 

Back in 1951, Willys produced 96,- 
796 commercial units to account for 
6.8 percent of all such production 
in U. S. plants. 

+ - * | 

2 ADDITION to Willys, three 
other truck makers—Studebaker, 
Reo and Diamond T—were able to 
post higher truck production totals 


Hall-Scott Builds 








| obvious. 
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During Year... | 


to overseas markets, leaving about 
873,000 for the domestic market. 

Of the total number of trucks | 
built for the domestic market, 60 | 
percent were lights, 27 percent me- 
diums and 13 percent heavy-duty | 
models. Government unit regula- 
tions made mandatory a trend to- 
ward the production of more heavy 
trucks during 1952. 

During 1951, factory shipments 
of trucks to the domestic market 
were made up of 60 percent lights, 
32 percent mediums and only 8 
percent heavy-duty models. 

The trend toward the production 


in 1952 than they did in 1951, In all 
three of these instances, too, the 
influence of military orders was 


Studebaker built 58,655 trucks 
last year, as against 51,814 during 
1951, and its share of total output 
rose to 4.8 percent for 1952 from 
3.7 percent the year before. 

Reo, which recently announced 
plans to engage “all-out” in the| 
field of truck leasing, built 17,130 | 
trucks last year for one of the best | 
production periods in its history. | 
Reo accounted for 1.4 percent of all | 
1952 truck output. Its production of | 
14,848 trucks in 1951 was good for | 4¢ more heavy trucks last year, and 
1 percent of total industry output. lone which the government is still 

Diamond T built 7,997 trucks last | fostering this year, hardly seems 
year for an 0.7 percent production-|borne out by 1952 truck registra- 
share rating, as compared with a | tions. 
pester 7,707 trucks in 1951 for | Statistics show that for 1952 total 

~e ; truck sales in the domestic market 
| broke down about as follows: light 
T IS estimated that about 190,-| trucks, 62 percent; medium trucks, 

000 of the 1,223,397 trucks built |31 percent, and heavy trucks, only 


* * * 
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Greyhound Urges Laws 
Permitting Longer Buses 


CHICAGO. — Active support for 
legislation permitting the operation 
of 40-foot-long buses has_ been 





last year went to military orders|7 percent as against a 13 percent 
while another 160,000 were shipped |! production ratio. 





New Engine for 


Gasoline, Butane 


NEW YORK.—A new high- 
powered engine for trucks and in- 
dustrial uses, Model 1091, has been 





put into production by the Hall-| 


Scott motor division of ACF-Brill 
Motors Co., according to C. W. 
Perelle, president. 

The six-cylinder engine will be 
supplied to run on either gasoline 
or butane. It can be converted from 
one fuel to the other with only 
slight modifications, Perelle said. 

Powered with gasoline, Model 


1091 is rated at 285 brake horse- | 
power at 2,200 revolutions per min-| 


ute for truck service. The engine 
has a nominal compression ratio 
of 6.4 to 1. 

The butane-powered version de- 
velops a rated brake horsepower of 


320 at 2,200 revolutions per minute | 


for truck service. The nominal 
compression ratio is 8.8 to 1. 


N. Y. City to Mark 
Auto Sports Week 





NEW YORK.—Mayor Vincent R. 
Impelliteri has given an assist to | 
Herb Shriner, sponsor of the Apr. | 
4-12 International Motor Sports | 
Show in Grand Central Palace, by 
proclaiming the period “Automobile | 
and Motor Sports Week” in Man- 
hattan. 

Meanwhile, the Automobile Club 

of New York has announced that | 
it will conduct a driving test for 
show visitors, and will take a vot- 
ing-machine poll to determine what | 
features most people would like to 
See on their “car of the future.” 
_ Shriner said that exhibits would 
include the latest in British, Italian 
and French motoring styles, along 
with domestic cars. 


Roadeo 


(Continued from Page 19) 


the best and safest truck drivers 
in the nation. 

G. D, Sontheimer, ATA safety di- | 
Tector, predicted that a_ record | 
number of more than 100 drivers | 
will enter the roadeo this year to | 
compete in the four classes of the | 
contest—straight truck, tractor and 
Single-axle semi-trailer, tractor and 
tandem-axle semi-trailer, and truck 
and full trailer. 


These were the winning drivers 
---the winning rings were 
Perfect Circles! 


May 30 Indianapolis, Ind. 500 Miles 
June 8 Milwaukee, Wis. 100 Miles 
July 4 Raleigh, N. C. 200 Miles 
Aug. 16 Springfield, Ili. 100 Miles 
Aug. 24 Milwaukee, Wis. 200 Miles 
Aug. 30 Detroit, Mich. 100 Miles 
Sept. 1 DuQuoin, ti1. 100 Miles 
Sept. 1 Pikes Peak, Colo. 
Sept. 6 Syracuse, N. Y. 
Sept.8 Denver, Colo. 
Nov. 2 San Jose, Calif. 
Nov. 11 Phoenix, Ariz. 





Troy Ruttman 
Mike Nazaruk 
Troy Ruttman 
Bill Schindler 
Chuck Stevenson 
Bill Vukovich 
Chuck Stevenson 
George Hammond 
Jack McGrath 
Bill Vukovich 
Bobby Ball 
Johnny Parsons 


100 Miles 
100 Miles 
100 Miles 
100 Miles 


to insta 
Chrome 





Perfect Circle Corporation, 
Hagerstown, Indiana; The Perfect 
Circle Co., Ltd., Toronto, Ontario. 


asked by Greyhound Corp. in a let- 


Perfect Cirele 


IH Sales Winners in Portland, Ore.— 


Displaying their awards are Portland (Ore.) district winners in the roundup sales 
| contest of the motor truck division of International Harvester. From left are August 
Bosse, Ideal Grader & Equipment Co., Hood River; Ken Curry, of Cullen & Curry, Inc., 
| Medford; Warren Baker, of IH's Portland district office; Frank Cullen, of Cullen & 
Curry, and Paul Davis, of Davis Truck & Tractor, Brookings. 


ter to some 17,000 stockholders in 
eight states. 

California, Idaho, Colorado, Texas, 
Nebraska, Missouri, Delaware and 
New York now limit the length of 
single-unit motor vehicles to 35 
feet. 








PISTON RINGS 


ll Perfect Circle’s 2-in-1 
Set on every re-ring job. 


What does this mean to you? Just this... when engines are tired, 
sluggish, oil-thirsty, you’ll assure them championship perform- 
ance when you install Perfect Circle piston rings! 


Perfect Circle’s 2-in-1 Chrome Set is the truly modern piston ring 
equipment. It seals compression, seals oil, for over twice as long as 
ordinary rings. And only 2-in-1 furnishes an alternate HiPressure 
spring with each oil ring to assure positive oil control even in 
badly worn cylinders. 


For sustained power, longer life, real gas and oil economy, be sure 


Perfect 
Circle 
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(Continued from Page 19) 


demands, or to immediately replace 
one that for any reason has to be 


suddenly taken out of service. 
- * + 


Considered Separately 
pe sasorort companies are 

position to do all 
things at a minimum cost, and still 
make money, if they know their 
business and write the proper leas- 
ing agreement for the particular 
fleet. 

Each operation must be con- 
sidered on the basis of the pecu- 
liar operating conditions that 
apply to that fleet alone, however. 
It is rare that any two opera- 
tions, even in the same vocational 
range, will work out to exactly 
the same operating rate. 


For this reason it has been 
demonstrated again and again that, 
if a franchised dealer goes into 
the leasing of trucks, it is neces- 
sary that he set up a separate com- 


in a 


of these} 


;pany under a capable operations 


man, 
* * * 


If They Want It 
OW that automatic transmis- 
sions are being offered as 
“extras” by several of the large 
truck companies, and no doubt will 
be incorporated in the entire line 
by all companies before long, I 
|}expect that soon one of the truck 
makers will come out with power 
brakes in the entire line and power 
steering for even the smaller units. 


Truck makers themselves may 
not see the feasibility of putting 
these units in their trucks, because 
they may not feel that truck buyers 
will pay for the extra convenience 
of the new feature. There are truck 
merchandisers even in some of the 
companies now offering automatic 
transmissions who are still skepti- 
cal as to how far the buying public 
will adopt this feature. 

I can remember back when 
Ford brought out the first V-8 
engine, and I asked the man who 








then was truck sales manager 
how long it would be before they 
would be prepared to furnish 
Ford trucks with the new engine. 


I'll never forget his reply: “We 
will never put the V-8 in trucks; 
the truck-buying public wouldn’t 


| buy it.” 


Yet less than three months later 
engineering was wrestling with the 
problem of putting the V-8 engine 
in a fleet of trucks for one of the 
big fleet operators who had a large 
Ford fleet. 


It only goes to show that the real 
designing engineer in the truck 
business, as well as the passenger 
car, is the dear old public who buys 
the vehicles. If the public wants 
more power they get it; if they 
want automatic transmission, power 
brakes and power steering, they 
will get it regardless of what the 
trade thinks. 


And I am certain as I sit here 
pounding this writing machine that 
a sufficient percentage of the truck- 
buying public will want all three 
of these new features, even though 
they will increase the price of the 
vehicle. The average delivery truck 
is used more hours in the day than 
the average passenger car owner 
uses his passenger car. If he wants 
these conveniences in his passenger 


An Unusual 


Profit Opportunity 


Oneida—manufacturer of a complete line 
of bus bodies . . . school and metropolitan 
type . . . has distributorships available in 
choice territories. 


Our present distributors enjoy an excellent 
return on invested capital. 


We offer a complete line. This includes 
school bus bodies that meet or exceed state 
specifications, as well as high quality met- 
ropolitan bus bodies. Both of these lines 
are competitively priced. A franchise for 
either or both is available. 


Capital requirements are sensible. Our 
sales agreement gives you distributor pro- 
tection of your investment as well as un- 
usual profits. 


All replies will be held in strict confidence. 
Write or wire: 


BUS DIVISION 


ONEIDA PRODUCTS CORPORATION 
CANASTOTA, NEW YORK 











Farewell Gift— 


W. Kerr Scott, former governor of North 


Carolina, breaks the ‘“‘seal'’ on a new 
Ford presented to him by his staff mem- 
bers as he leaves office. On hand to 
deliver the car was Harold Pitser (left), of 
Sanders Motor Co., Raleigh. 


car, he will also demand them in 
the truck he practically lives in— 
whether he owns it or not. 


ASI in 1954 


W e-w feeling that was very much 


in evidence in the opening day 
of the last Automotive Service In- 
dustries show that it would be the 
last ASI show, has now been dis- 
sipated. The Joint Operating Com- 
mittee has voted to hold the na- 
tional show again two years from 
now in Chicago. The date has been 
set for Dec. 8-11, 1954, but no show 
place has been announced. It is 
presumed that the show will go 
back to Navy Pier, if the Pier is 
available at that time. 

A poll of the members of the 
Equipment and Tool Institute, 
just completed, seems to indicate 
the thinking of most of the ex- 
hibitors of the big parts and 
equipment jobber show. The ETI 
members voted for the renewal 
of the ASI show every two years, 
with its location being Chicago. 
Period. Many of the exhibiting 
members would like to see even 
a greater interval between na- 
tional shows, 

At Atlantic City, there was a 
very noticeable undercurrent of 
displeasure with the Atlantic City 
location of the ASI. This was 
especially strong among the exhibi- 
tors—the firms who ultimately pay 
the shot for the whole show. They 
freely expressed a distaste for the 
boardwalk city as a show place and 
felt certain that they were losing 
the attendance of a great many 
worthwhile western jobbers by 
holding the show on the eastern 


seaboard. 
* ok * 


| Leasing Interest 


SUSPICION on my part that 
the growth of the truck leas- 
ing business—in fact all vehicle 
leasing—is due in a great measure 
to the increased interest of the 
vehicle operator to utilize this 
method of acquiring his transpor- 
tation units, seemed to be born out 
by the great amount of interest 
shown in the reading of two papers 
during the Council of Private 
Truck Owners recently. 

This session was the only one 
held during the day in which every 
chair in the big ballroom of De- 
troit’s Statler Hotel was filled— 
and stayed occupied until the pa- 
pers were finished. When managers 
of fleets show enough interest to 
sit through two fairly long papers 
on any subject which they must 
be more than fairly conversant, it 
demonstrates more than a passing 
interest. 

So now it begins to look more 
and more that if this leasing 
business is going to continue to 
grow despite availability of vehi- 
cles from the factories, it is time 
that dealers gave the subject 
more than passing study. 

Why should truck dealers create 
business for firms like Hertz and 
National and build competition for 
themselves in the sale of new 
trucks, without participating in the 
long-range profit? Of course, as we 
have said many times before, only 
a relatively few dealers are equipped 
to set up the type of subsidiary 
or separate organization it takes to 
successfully handle a leasing deal. 
It must be done with a separate 
organization that is under the man- 
agement of an experienced operat- 
ing manager who has had some 
experience in diagnosing hauling 








operations and cost, to the extent 
that he can determine hidden ex- 
pense causes in any specified oper- 


ation. 
+ * * 


Joint Entertainment 


A. DRESCHER, Borden Milk 

* Co., outgoing president of the 
council, paid Ed Herbig of GMC a 
high compliment in his “swan 
song” address to the membership 
for developing one of the nicest 
procedures for entertainment at 
such affairs that it has been my 
fortune to attend. 


Instead of having a rat race 
to see who can be “Mr. Big” in 
the entertainment of the mem- 
bership, in this meeting the truck 
and trailer makers got together 
and put on one big cocktail hour 
and dinner and split the expense. 
Both the membership and the 
vehicle makers are mighty pleased 
over the way this deal works 
out. 

The expense of this year’s enter- 
tainment was split among Autocar, 
Chevrolet, Chrysler, Diamond T, 
Ford, Fruehauf, GMC, Harvester, 
Lee Tire, Mack, Studebaker, Tim- 
ken-Detroit, Trailmobile and White. 
The program for the dinner gives 
credit to each, the party is done 
nicely and hurts no one company 
very badly. 


Wilson Succeeds Frey 

Paul Wilson has been named 
general manager of Penn Motors, 
Ine. (Chrysler-Plymouth), of Al- 
toona, Pa. Wilson, who has been 
associated with Penn Motors for 
32 years, succeeds the late L. E. 
Frey. 


TURNTABLE 








> if, anywhere. 
you revolution per 










TURNS CARS 
INDOORS or OUT 


Can Be Financed if Desired 


BRUNNER’S, Inc. 


358 East Center St. 
Manchester, Cona. 











us up for the smartest 
custom accessories 
at the convention 
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Top Dealers Point Way... 





Extra Profits Waiting 
In Truck Equipment 


(Continued from Page 19) 


can buy or cut the margin to 10|can mean much in lower delivery | 


percent.” 


On the other hand, one large 
west coast dealer said: “The only 
sales that appear on our state- 
ment are those on which we made 
a profit. We probably sold five 
times the above figure at no 
profit. In return, the equipment 
salesmen have sold a great many 
trucks for us.” 

This dealer pays his salesmen 5 
percent on the body and equipment 
that are sold on the truck. In cases 
where the truck equipment distrib- 
utor has t..ken all of the profit out 
of the deal, it obviously would be 
a little difficult to keep the morale 
of the truck salesmen pitched to 
high enthusiasm on special body 
and equipment sales. 

* ¢ *# 


AYMENT to salesmen for sell- 

ing bodies and truck equipment 
runs from 2 percent of the sale 
price to 25 percent of the gross 
profit among the dealers queried. 
The largest group (29 percent), 
however, falls in the category that 
pays 5 percent of the sales price. 

Fewer than one-half of the 
truck dealers queried do any 
mounting in their own _ shop. 
Twenty-eight percent mount all 
of their own bodies and equip- 
ment, and another 28 percent do 
part of their own mounting. 

Approximately one-fourth of all 
truck dealers queried do not de- 
pend upon equipment men to help 
them in their sales of bodies or 
equipment. Twenty-nine percent 
carry catalogs and do most of their 
own selling, but do call on equip- 
ment men at times for aid on 
technical questions about the prod- 
uct being sold. 

The sale of special bodies and 
truck equipment by truck dealers 
is a tremendous business. Estimat- 
ing the volume of the five major 
truck companies from the known 
figures of two makers, it can be 
seen that the volume runs well 
above $100 million per year. 

The value of having the proper 
body and equipment on the truck 











Dealers’ Stocks 
Of Trucks Down 
From 752 Levels 


| artigo relatively high produc- 
tion last year, U. S. franchised 
truck dealers started out 1953 with 
stocks of new commercial units 
down appreciably from comparable 
1952 levels. 

According to manufacturers 
sworn reports to the National 
Production Authority, the aver- 
age franchised truck dealer car- 
ried a 56-day supply of new 
commercial vehicles through 1952. 

NPA’s tabulations show that light 
truck stocks were turned over last 

year on the average of every 42 
days, and the rate of turnover was 
fastest during June and July. 

7 * . 


HE turnover rate for medium | 
trucks was about every 74 days; | 


for heavy trucks, 85 days. Medium 


units appeared to sell best toward | 


the end of the year, and this was 
true also for heavy trucks. 

The average number of new 
trucks in field stocks on the first 
day of a month last year was 131,- 
503, including 60,328 lights, 45,763 
mediums and 25,412 heavy units. 

Light trucks was the only 
category in which stocks were 
up in number at the end of 1952, 
over what they were at the start 


of the year. 
However, despite an inventory 
increase of about 10,000 units 


throughout the nation, light truck 
stocks at the end of 1952 repre- 
sented only about a 40-day supply 
at the current rate of sales, as 
against a 50-day supply at the be- 
ginning of the year. 

Used-truck stocks in the hands 
of franchised dealers at the end 
of 1952 were down slightly in num- 
ber from what they were at the 
Start of the year. However, the 
days’ supply at the end of 1952 was 
up slightly, due to slower sales. 








costs to the buyer of a truck. 
* * * 


@FEAKING about the bakery 
“’ business alone, Edgar Parker, 
with one of the leading aluminum 
body manufacturers, notes that net 
profits of many firms which employ 
route salesmen are but 1% to 2 per- 
cent per dollar of sales. Thus $2 
wasted in operating expense on the 
truck is equal to the profit from 
$100 in sales. It is the exact appli- 
cation of the rule that “when over- 
head is met, gross becomes net.” 


Judging from reports sent in by 
the truck dealers queried—who 
are looked upon as “good” truck 
dealers in their areas regardless 
of sales volume—it appears that 
both the distributor associations 
and the truck companies are 
again at a point where they must 
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in Trucks Today! 


re-educate many equipment dis- 
tributors as to what is expected 
from them by the truck factories, 
as far as their relations with the 
franchised truck dealer are con- 
cerned, 

It is just possible that there are 
many new distributors in the busi- 
ness who don’t appreciate how easy 
it is for the truck factories to step 
|into this body and equipment pic- 
|ture and skim all the cream off 
the top. 

* * * 

| \¥/HILE the truck factories may 
| not have been supplying their 
|deaiers with many special truck 
| bodies since the end of the war, 
|that is no basis for believing that 
|they may not get back into this 
picture when competition § gets 
rough and they find that their 
dealers are unable to make the 
extra profits from this source, 
which the dealers need and the fac- 
tories feel they should have. 


Truck dealers need the cooper- 
ation and aid of the equipment 
distributor in the promotion of 
these needed plus truck sales. 
The equipment distributor needs 
the cooperation of the truck deal- 
ers if he is to be able to mer- 
chandise any volume of bodies 
and equipment at a reasonable 
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cost. The sales force of the fran- 
chised dealer greatly multiplies 
the possible contacts and sales 
force of the equipment men. 


The relationship of one to the 
other, however, must be on an 
equitable basis, and a sliding scale 
of discounts based on the degree 
of participation by the truck dealer 
in the sale of special bodies and 
equipment should determine the 
amount of commission the dealer 
should get. 


It is just as unfair to the dis-| 


tributor to pay a full commission 
to the truck dealer who does little 
in promoting the sale as it is for 
the equipment distributor to sell 
direct at prices that allow no mar- 
gin for dealer profit in the sale. 


Janesville (Wis.) L-M Deal 
Acquired by Delwiche 

The Janesville (Wis.) Lincoln- 
Mercury dealership has been ac- 
quired by Paul Delwiche, who man- 
aged the business since its incep- 
tion in 1949. 

Delwiche will be president; his 
father, O. J., vice-president, and his 
wife, Geraldine, secretary-treasurer. 

Glen Anderson is service man- 
ager, and Jim McCulloch, parts 
manager. 


make more 








Ford Sales Leader— 


Robert Erb (right), of Hull-Dobbs, Inc., 
who led Ford's central region in sales 
during November, is presented with a 
trophy by Cliff Leestma of the district 
sales office in Cleveland. Erb competed 
with several thousand salesmen from the 
1,000 Ford dealerships in the region, 
which embraces all or part of nine central 
states. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 


MOTIVE NEWS WANT ADS! Are you? 
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Quicker trips with no sacrifice of payload. Lower operating and 
maintenance cost, because engines operate in their best speed 
range. Less wear and strain on engine and vehicle. More 
miles in the life of the truck. Higher trade-in value. Eaton 
2-Speed Axles lower hauling costs. Performance records prove it. 


EATON 





CLEVELAND, 








AXLE DIVISION — - 


MANUFACTURING 
OHIO 


COMPANY 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves eTappets «Hydraulic Valve Lifters . Valve Seat Inserts , Jet 


Engine Parts * Rotor Pumps « Motor Truck Axles «Permanent Mold Gray Iron Castings » Heater Defroster Units . Snap Rings 
Springtites *Spring Washers *Cold Drawn Steel sStampings «Leaf and Coil Springs « Dynamatic Drives, Brakes, Dynamometers 
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|organization in introducing the 
unit to highway transport oper- 


Truck New Products |": 


Twin Coach Publishes 


Catalog on New Van 


Publication of a new furniture 
and moving van catalog has been 
announced by Twin Coach Co., 
Kent, O. 

The bulletin contains mechanical 
specifications and dimensional data 
|}on Fageol Vans, new integral - de- | 
sign trucks which, the firm claims, | 
carry substantially greater payloads | 


on shorter and lighter vehicles. 
* * * | 
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Advantages of Torque Drives 


Described by Twin Disc 


In its Bulletin No. 501, Twin Disc 
Clutch Co., Rockford, IIl., describes 
the advantages of truck-type hy- 
draulic torque converter drives as 
including performance, prolonged 
equipment life and reduction of 
operator fatigue. 

According to the company, the 
bulletin describes application to 
highway and off-the-road units, 
and explains the dual advantage of 


| highest torque multiplication for 


pulling and torque converter brak- 
ing, both of which are said to be 
exclusive in Twin Disc converters. 
* * * 
New Truck 


Tool 





Owatonna Tool Co., of 314 Cedar | 
| St., Owatonna, Minn., has designed | 
ON DIAMOND T—Here’s the power|a socket to fit the propeller shaft | 





White Films New Axle 
White Motor, Cleveland, has 


CANFIELD WRECKER — This XH-305 ex- | 
tension boom wrecker will handle all types 





of medium-duty towing and special load-| brought out a color movie on its | package on the Algas LP-gas carburetion | pinion nut on International Truck | 


ing jobs, according to its maker, Canfield | new payload engineering develop- | system on the Diamond T truck. American | Models L-110, L-120 and also some 
Tow Bar Co., 6033 E. McNichols Rd., De- | ment, the steering pusher axle. The | Liquid Gas Corp., Los Angeles, makes the | K-Line models. Details may be ob- 


film is being used by the sales | conversion units. 


troit 12. It has a 3¥-ton capacity. 








[tained from the company. 


New Indoor Proving Ground 


Helps TDA Build 


The Truck Axles of Tomorrow! 
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Shown at right is the automatic cycling control which 
repeatedly subjects the test axle to the same stresses 
it would receive when negotiating the grade and 
coasting conditions found in service. 


. 


@ A complete indoor proving ground! That’s what this new research 
laboratory at Timken-Detroit actually is! It enables TDA engineers 
to test heavy-duty truck axles while simulating the same conditions 
encountered in the toughest on- or off-highway operation. 


Incorporating the largest, most modern dynamometer equipment for 
testing driving axles, this new laboratory can reproduce truck axle 
torques and speeds, with the ability to repeat these tests accurately time 
after time by means of an electronic automatic cycling control. Shock 
loading tests can also be run which, up to now, have been impractical 
to reproduce under driving load. 


Every time you build or buy a truck with TDA Axles, you reap the 
benefit of Timken-Detroit’s long experience and modern facilities. 
When you see the name TDA on an axle you know it’s the best- 
engineered truck axle built! 


PLANTS AT: Detroit and Jackson, Mich. * Oshkosh, Wis. * Utica, N.Y. * Ashtabula, 
Kenton and Newark, Ohio °* New Castle, Pa. 










THE TIMKEN-DETROIT AXLE COMPANY 
DETROIT 32, MICHIGAN 
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TRUCK TAKEOFF—A new heavy-duty, 
| two-speed forward and two-speed reverse 
| power takeoff has been announced by 
| Chelsea Products, Inc., Chelsea, Mich. De- 


| signed to meet the needs of power acces- 
| sory equipment, the new model has found 


| application in the transit mix and other 
fields, according to the company. The unit 
is said to drive accessory equipment at 
| speeds slower than previously obtainable 
| with conventional power takeoffs. 





TRAVELING CRANE—A new Mobilcrane, { 
| featuring a low boom and narrow plat- 
| form, has been introduced by Lempco 

Products, Bedford, O. It lifts and moves 
| up to 1,000 pounds. It has a lift height of 
|6 feet and features single unit hydraulic 
pump without hoses and outside couplings. 


* * x 





PICKUP STOCK RACK —Tradewind In- 
dustries, Inc., 2425 N. Broadway, Wichita, 
is offering a stock rack for pickup trucks. 
The rack, called the Stock King, is a slip- 
on installed unit with a two-way rear gate. 
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| COMPRESSOR ASSEMBLY—A new Auto- 
| Air compressor assembly for mounting on 
standard panel-type trucks is announced 
by Davey Compressor Co., Kent, O. Model 
105-VBA delivers 105 c.f.m. at 100 pounds 
of pressure. It is driven directly from the 
truck engine through a Davey P-80 heavy- 
duty power takeoff. The compressor oc- 
cupies only one-third of the truck body, 
the firm says. 
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Lawsuits Affecting Dealers. . . 
Court Decisions | 


By Leo T. Parker 
Attorney at Law 
enna discussion has 

4 arisen from time to time over 
the question: If a wife makes a 
contract to trade in her husband’s 
automobile, is the husband obli- 
gated by this contract? 

In Southern Motors v. Krieger, 
71 S. E. (2d) 884, testimony showed 
that an auto was in the husband’s 
name. The wife traded it for a new 
car without the knowledge of the 
husband. 

After the husband knew the 
facts, he drove the new car for 
six weeks and then sued the 
dealer to take back the new car 
and return the old one. 

The higher court denied this re-| 
quest, saying that the husband by | 
keeping the new automobile six 
weeks automatically ratified and 
made valid the contract entered 
into by his wife. 

* * * 


Stopping for a Siren 

READER asks this question: | 
4 “What duty has a driver of an 
automobile to stop if he does not 
hear the siren of an emergency 
vehicle?” 

According to a late higher-court | 
decision, it makes no legal differ-| 
ence whether a driver hears a| 
siren. He is duty-bound to stop, | 
and if he fails to do so, he is liable | 
for resultant damages unless the 
testimony shows that the driver of 
the emergency vehicle was grossly | 
negligent. 

For example, in Frandeka v. | 
St. Louis Public Service Co., 234 
S. W. (2d) 540, the testimony | 
showed that a fire chief of a 
municipality was driving to a | 
fire. He turned on the siren, and | 
it was blowing continuously when 
he approached a street intersec- 











Minn. Mining Buys 
Land for Research 
Building Project 


ST. PAUL.—Purchase of a 125-| 
acre tract for a long-range building | 
program for research purposes has 
been announced by Minnesota Min- 
ing & Mfg. Co. 

The first unit will be a $3 million 
laboratory for the central research 
department. It will be completed 
in the fall of 1954, William L. Mc- | 
Knight, board chairman, said. 

The central research department 
explores new fields of science for 
possible application to established 
products and for leads to new prod- 
ucts. Dr. Harry N. Stephens is di-| 
rector of central research. 





Reo Reactivates 


Marine Division 


LANSING.—Activation of the In- 
dustrial and Marine Engine division 
of Reo Motors, Inc., is announced 
by Joseph S. Sherer jr., Reo presi- 
dent. 


Formation of the new Reo divi- 
sion has been in the planning stages 
for many months, Sherer said. The 
new division sales activities and en- 
gineering developments will be 
headed by R. D. Jones, I, who 
joined Reo in 1951 to assist in the 
preliminary groundwork. 


Jacobs formerly was a marine in- 
stallation engineer functioning as 
an advisor for the sales department 
for General Motors Detroit Diesel 
Engine division. During the war, he 
was a supervisor for the Marine 
division of the Transportation 
Corps, U. S. Army. 








Maxson Promotes Two 


Promotion of two executives of 
Maxson Cadillac-Pontiac Corp., Buf- 
falo, has been announced by Ches- 
ter J. Maxson, president. James A. 
Meyer, former service manager, 
was appointed to the sales staff. 
John C. Quirk was named to suc- 
ceed Meyer as service manager in 
charge of wholesale and retail 
service. 


|until just before the collision. 


|Lower Court Reversed 
EVERTHELESS, the lower}|duty to exercise such care as an| 


tion. He noticed all traffic was | 
stopped. 
When he was about 20 feet from | 
the street intersection, a _ bus 
“zoomed” up in front of him. He}! 
applied his brakes and tried to) 
swerve, but the bus blocked his way 
and he could not avoid hitting it. 


The chief suffered serious and| Fjf#h Driver- 
|permanent injuries, and the as-| 


sistant chief was killed. A number| 
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Training Car from Newman— 
Six pert majorettes were on hand when Newman Chevrolet Co., Wickford, R. I., 


of passengers on the bus testified | delivered its fifth car to the North Kingstown school system. Others at the presenta- 
for the bus company. None of them | tion are R. G. Newman (far left), the dealer, and Phillip Haggerty (far right), driver- 
heard the siren or saw the fire car| taining instructor. Seated in the car is the superintendent of the school system. 


+ + * 


(chief) 


| was liable in $52,000 damages, say- 
ing: 


was under a 


ercise under similar circumstances, 
including in the circumstances in- 
volved the fact that he was operat- 
ing an emergency vehicle upon an 


+‘ court held the bus company| ordinary prudent person would ex-| emergency run. He was not re- 
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quired to anticipate that the driver 
of other vehicles would fail to yield 
the right of way to him.” 

The higher court reversed the 
verdict because later the fire 
chief testified that he saw the bus 
enter the street intersection and 
made no effort to stop his auto. 
This court held that the fire chief 
was grossly negligent and said: 

“It is apparent from plaintiff's 

testimony that had he been exercis- 
ing ordinary care to keep a look- 
out, he could have seen the bus 
proceeding into his path when he 
had ample distance to reduce the 
speed of his car, bring it under 
control, and thus avoid colliding 
with defendant’s bus. 


“Under the circumstances, plain- 
tiff had no right to assume that his 
right of way would be observed, 
when the evident facts indicated 
that the bus was proceeding across 
the street in disregard of his right 
of way.” 
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New Commercial Car Registrations, 26 States for December 
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The following advertised-delivered prices 
are based on factory retail prices sug- 
gested by the factories under authority 
of the Office of Price Stabilization. These 
prices include federal excise taxes and 
factory handling charges, plus dealer de- 
livery and handling charges. They do 
NOT include transportation charges, state 
and local taxes or optional equipment. 
ALLSTATE — Four — 2-dr. sed., $1,499. 
Six—$1,686.18. Sold only by Sears, Roe- 
buck and Co. stores in certain areas.) 
AUSTIN—A-30 sed., $1,495; A-40 Som- 
erset sed., $1,795; stat. wag., $1,895; 
conv., $1,945; A-40 sports conv., $2,295. 
(Delivered at U. 8S. ports.) 
BUICK—Special — 4-dr. sed., $2,208.76; 
2-dr. sed., $2,149.32; 4-dr. Deluxe sed., 
$2,255.32; 2-dr. Deluxe sed., $2,196.88; 
Riviera cpe., $2,295.43; conv., $2,553.17. 
Super — 4-dr. Riviera, $2,696.17; Riviera 
cpe., $2,610.56; conv., $3,001.59; stat. 
.» $3,429.73. Roadmaster—4-dr. Riviera, 
$3, .36; Riviera cpe., $3,358.05; conv., 
$3,505.56; stat. wag., $4,030.73; Skylark 
sports car, $5,000. ( standard on 
Roadmaster models, optional at $192.50 on 
all others. steering standard on 
Roadmaster models, optional at $182.72 on 
others if equipped with Dynafiow. Power 
brakes standard on Skylark, optional at 
$35.19 on other Roadmaster models only. 
Alr conditioning optional at $594 on Rivi- 
eras in the Super and Roadmaster series 


only.) 

CADILLAC—Serles 62—-4-dr. sed., $3,- 
666.26; cl. cpe., $3,571.33; Coupe deVille, 
$3,994.57; conv., $4,143.72. Series 60 Spe- 
elal—4-dr. sed., $4,304.88. Series 75—8- 
pass. sed., $5,407.54; lim., $5,620.93. Eldo- 
rado—conv., $7,750. (Hydra-Matic stand- 
ard on Series 62, Series 60 Special and 
Eldorado, optional at $198.36 on Series 75. 
Power steering standard on Eldorado, op- 
tional at $176.98 on all other models. Auto- 
matic beam control optional at $53.36. Air 
conditioning optional on all enclosed mod- 
els at $619.55.) 
— One-Fifty — 4-dr. sed., 


$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; 
bus, . $1,624; 6-pass. stat. wag., $2.- 
010. - sed., $1,761; 2-dr. 
ged., $1,707; cl. 


4-dr, 
cpe., $1,726; spt. cpe., 


Current 





$1,967; conv., $2,093; 6-pass. stat. wag., 
$2,123; 8-pass. stat. wag., $2,273. Bel Air 
—4-dr. sed., $1,874; 2-dr. sed., $1,820; 
spt. cpe., $2,051; conv., $2,175. (Power- 


glide optional at $178.35 on Two-Ten and 
Bel Air models only. Power steering op- 
tional at $177.55 on all models.) 

CHRYSLER—Windsor—4-dr. sed., $2,597 
(8-pass., $3,441.25); cl. cpe., $2,574.50; 
stat. wag., $3,299. Windsor Deluxe—4-dr. 
sed., $2,826; Newport, $3,186.25; conv., 
$3,309.75. New Yorker—4-dr. sed., $3,- 
389.50 (8-pass., $4,388); cl. cpe., $3,360.50; 
Newport, $3,806.75; stat. wag., $4,102.25. 
New Yorker Deluxe—4-dr. sed., $3,550.75; 
cl. cpe., $3,495; Newport, $3,968; conv., 
$4,049.50. Custom Imperial — 4-dr. sed., 
$4,249.50; lim., $4,787. Crown Imperial— 
4-dr. sed., price to be announced; lim., 
price to be announced. (Fluid-Matic op- 
tional at $130.10 on Windsor, standard on 
other models. Fluid-Torque standard on 
Custom Imperial and Crown Imperial; op- 
tional at $139.75 on other eight-cylinder 
models, at $106.40 on Windsor Deluxe and 
at $236.50 on Windsor. Power steering 
standard on Crown Imperial, optional at 
$198.90 on other models. Wire-spoke wheels 
optional at $290.25 on all models. 

DeSOTO — Powermaster 6 — 4-dr. sed., 
$2,475.75 (8-pass. sed., $3,286); cl. cpe., 
$2,454; Sportsman, $2,800.75; stat. wag., 
$3,112.50. Fire Dome V-8—4-dr. sed., $2,- 
759.75 (8-pass. sed., $3,563.75); cl. cpe., 
$2,738.25; Sportsman, $3,089.25; conv., $3,- 
191.50; stat. wag., $3.386. (Tip-Toe Shift 
with Fluid Drive optional at $130.10 on 
allmodels. Tip-Toe Shift with Fluid Torque 
Drive optional at $236.50 on V-8s only. 
Power Steering optional at $198.90, power 
brakes at $36.55 and wire-spoke wheels at 
$290.25 on all models.) 

DODGE — Meadowbrook Special—4-dr. 


sed., $2,088.25; cl. cpe., $2,046.50 Mea- 
dowbrook—4-dr. sed., $2,181; cl. cpe., $2,- 
151.75; stat. wag., $2,250.75. Coronet— 


4-dr. sed., $2,365; cl. cpe., $2,236; Diplo- 
mat, $2,577; conv., $2,710.50; stat. wag., 





$2,648. (Fluid Coupling optional at $20.40 
on all Meadowbrook and Meadowbrook 
Special models except station wagon. Gyro- 
Matic optional on all models except Mea- 
dowbrook station wagon at $130.10. Gyro- 
Torque optional on all Coronet models at 
$233.50. Wire-spoke wheels optional on 
all models at $290.25.) 


FORD—Mainline 6—4-dr. sed., $1,690.47; 
2-dr. sed., $1,641.59; bus. cpe., $1,537.33; 
stat. wag., $2,018.90. Customline 6—4-dr. 
sed., $1,728.69; 2-dr. sed., $1,733.79; cl. 
cpe., $1,743.29. Mainline 8 — 4-dr. sed., 
$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 
$1,613.53; stat. wag., $2,095.07. Custom- 
lime 8—4-dr. sed., $1,858.35; 2-dr. sed., 
$1,809.45; cl. cpe., $1,819.50; stat. wag., 
$2,266.76. Crestline 8—Victoria, $2,120.23; 
conv. $2,229.92; stat. wag., $2,403.24; 
(Pordomotis optional at $184 on all mod- 
els. 


FORD OF BRITAIN—Prefect 4-dr. sed., 
$1,344; Anglia 2-dr. sed., $1,183; Consul 
4-dr. sed., $1,693; Zephyr six 4-dr. sed., 
$1,890. (Delivered at U. 8S. ports.) 

HENRY J—Corsair Four—2-dr. sed., $1,- 
499. Corsair Deluxe Six—2-dr. sed., $1,- 
686.18. 

HUDSON-—Wasp—4-dr. sed., $2,310.87; 
2-dr. sed., $2,264.13; cl. cpe., $2,310.87. 
Super Wasp—4-dr. sed., $2.465.84; 2-dr. 
sed., $2,413.28; cl. cpe., $2,465.84; Holly- 
wood, $2,811.58; conv., $3,047.50. Hornet 
—4-dr. sed., $2,768.86; cl. cpe., $2,741.99; 


Hollywood, $3,095.15; conv., $3,342.05. 
(Hydra-Matic optional on all models at 
$175.71.) 


JAGUAR—XK-120—Super sports, $4,039; 
hardtop, $4,065. Mark VII—4 dr., $4,170. 
(Delivered at U. S. ports.) 

KAISER—Deluxe—4-dr. sed., $2,512.79; 
club sed., $2,459; 4-dr. Traveler, $2,618.55. 
Manhattan—4-dr. sed., $2,649.63; club sed., 
$2,596.76; 4-dr. Traveler, $2,755.36. Dragon 
—$3,923.91. (Hydra-Matic standard on 
=—* optional at $178.55 on other mod- 
e 


Prices on New Cars 





LINCOLN — Cosmopolitan — 4-dr. sed., 
$3,522; spt. cpe., $3,625. Capri—4-dr. sed., 


$3,766; ‘‘hardtop,’’ $3,869; conv., $4,- 
030.50. (Hydra-Matic standard on all 
models. Power steering optional at $198.90 


on all models, power brakes at $43 and 
power seat at $69.90.) 

MERCURY — Custom — 4-dr. sed., $2,- 
250.50; 2-dr. sed., $2,193.50; spt. cpe., 
$2,315. Monterey— 4-dr. sed., $2,332.50; 
hardtop, $2,451.50; conv., $2,609.50; 8-pass. 
stat. wag., $2,825.50. (Merc-O-Matie op- 
tional at $189.81 on all models.) 

MORRIS and MG—Minor — 4-dr. sed., 
$1,595; 2-dr. sed., $1,455; conv., $1,475. 
MG-TD conv.—standard, $2,115; Mark II 
Deluxe, $2,360. 


NASH—Rambler Super—Suburban, 
002.60. Rambler Custom—Hardtop, 
094.35; conv., $2,118.90; stat. wag., $2,- 
118.90. Statesman Super—4-dr. sed., $2,- 
178.35; 2-dr. sed., $2,143.55. Statesman 
Custom—4-dr. sed., $2,331.70; 2-dr. sed., 
$2,309.50; hardtop, $2,433.20. Ambassador 
Super—4-dr. sed., $2,557.20; 2-dr. sed., 
$2,520.75. Ambassador Custom—+4-dr. sed., 
$2,716.45; 2-dr. sed., $2,695; hardtop, $2,- 
828.60. (Hydra-Matie optional at $178.85 
on Statesman and Ambassador. LeMans 
engine optional at $192.50 on Ambassador.) 

OLDSMOBILE—Deluxe 88 — 4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
—4-dr. sed., $2,461.71; 2-dr. sed., $2,- 
395.25; hardtop, $2,673.39; conv., $2,852.59. 
Classic 98—4-dr. sed., $2,785.82; hardtop, 
$3,021.75; conv., $3,228.84; Fiesta sports 
ear, $5.715. (Following equipment stand- 
ard on Fiesta, optional at extra cost on 


$2,- 
$2,- 


all other models: Mydra-Matic, $178.35; 
power steering, $177.40; power brakes, 
$35.50.) 


PACKARD—Clipper—4-dr., sed., $2,588; 
club sed., $2,534; Deluxe 4-dr., sed., $2,- 
735; Deluxe club sed., $2,681; Sportster 
hardtop, $2,795. Packard — Cavalier 4-dr. 
sed., $3,234; Mayfair hardtop, $3,268; conv., 
$3,476; Patrician 4-dr. sed., $3,735; Carib- 
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, 1952-1951 


Truck registrations by states are 
released here weekly, as compiled 
by R. L. Polk representatives in 
state capitals. 






TOTAL 


7042 | '52 Nine States Previously 

5643/51 Reported for December 

764 ‘52 Arizona 

525 ‘5! 

174 ‘52 Delaware 
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2208 ‘52 Florida 
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516 ‘52 Idaho 

478 |'Si 
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1209 | ‘51 
30240 |'52 26 States Reported 
26364 |'5! To Date for December 
772436 |'52 Year 
967618)"51 To Date 
bean conv., $5,200. (Ultramatic standard 
on Patrician, optional at $199 on other 


models. Power steering optional at $195 on 
all models; power brakes at $39.45.) 

PLYMOUTH — Cambridge — 4-dr. sed., 
$1,836.50; club sed., $1,798.75; bus. cpe., 
$1,674.75; Suburban, $2,095.25. Cranbrook 
—4-dr. sed., $1,928.50; cl. cpe., $1,898.25: 
Belvedere, $2,147.25: conv., $2,303.25; 
Savoy, $2,236.50. (Wire-spoke wheels op- 
tional on all models at $290.25.) 

PONTIAC — Chieftain 6 Special—4-dr 


sed., $2,014.64; 2-dr. sed., $1,956.36. 
Chieftain 6 Deluxe—4-dr. sed., $2,118.53: 
2-dr. sed., $2,060.28; conv., $2,444.21 


Chieftain 8 Special—4-dr. sed., $2,089.62: 
2-dr. sed., $2,031.45. Chieftain 8 Deluxe— 
4-dr. sed., $2,193.51; 2-dr. sed. $2,136.32: 
conv., $2,517.66. Catalinas—Deluxe 6, $2. - 
304.30; Custom 6, $2,370.43; Deluxe 8. 
$2,370.99; Custom 8, $2,446. Station wag- 
ons—Two-seat Special 6, $2,449.61: three- 
seat Special 6, $2,505.15; two-seat Deluxe 
6, $2,589.61; two-seat Special 8, $2,524.61; 
three-seat Special 8, $2,580.15; two-seat 
Deluxe 8, $2,663.61. Grain finish on all 
station wagons, $80 extra. (Hydra-Matic 
optional on all models at $178.35, power 
steering at $177.40. Autronic Eye at 
$53.65.) 

STUDEBAKER — Champion Custom — 
4-dr. sed., $1,767.40; 2-dr. sed., $1,735.12. 


Champion Deluxe—4-dr. sed., $1,862.83; 
2-dr. sed., $1,830.58; 5-pass. cpe., $1,- 
868.21. Champion Regal—4-dr. sed., $1,- 


949.17; 2-dr. sed., $1,916.92; 5-pass. cpe.. 
$1,954.55; hardtop, $2,115.80. Commander 
Deluxe—4-dr. sed., $2,121.15; 2-dr. sed., 
$2,088.90; 5-pass. cpe., $2,126.52. Com- 
mander Regal—4-dr. sed., $2,207.54; Land 
Cruiser 4-dr. sed., $2,315.64; 5-pass. cpe., 
$2,212.91; hardtop, $2,374.16. (Automatic 
Drive optional at $231.24 on Champion, 
$243.08 on Commander. Power steering 
optional at $161.25 on Commander. ) 

WILLYS—Aero Lark — 4-dr. sed., $1,- 
732.10; 2-dr. sed., $1,645.70. Aero Falcon 
—4-dr. sed., $1,860.61; 2-dr. sed., $1,- 
ener. Fy “1 gee~eee. Easio $2,038.43; 
2-dr. sed., $1,963.11. Aero (hardtop) 
—$2,156.79. Station wagons — 4-cyl., $1,- 
862.22 (four-wheel drive, $2,304.08) ; 6-cyl., 
$1,948.76. 
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Dealer 


Hugo Esneul, manager of R. 
Leon Jones Motor Co., of Atmore, 
\la., has been elected treasurer of 
the local Chamber of Commerce. 


Just His Dish 
Levaur Spends Spare Time 
Collecting China 


What does a dealer do in his 
leisure time? 

Henry Levaur, of Providence, 
collects rare chinaware. His collec- 
tion, which was started 15 years 
ago, includes Capo di Monti porce- 
lain plates and jars, Toby tobacco 
jars, Royal Vienna porcelain and 
Staffordshire. 

He has been a dealer and a 
member of the Rhode Island Auto- 
mobile Dealers Assn. for 17 years. 

. o * 





Goral’s Home Grows 


Starting in 1920 in a converted 
carriage shed, Goral Motor Sales, 
Inc., of 2013-35 S. Calhoun St., 
Fort Wayne, Ind., now is putting 
finishing touches on large new 
quarters for its Dodge-Plymouth | 
dealership. Thirty service stalls 
will offer facilities for both car | 
and truck repair. James M. Pau- | 
rice is president. 

* * * 


Ball Names Mobley 


Floyd Mobley has been named | 
business manager of J. D. Ball 
Motors, Inc., new Miami Ford deal- | 
ership. J. D. Ball is president of the 
firm; Luke Bolton, general man-| 
ager; and William Campbell, sales | 
manager. 





Schatz to Head Board 


Of Lake GMC Truck 


Lake GMC Sales, of Cleveland | 
and Cincinnati, has elected Elmer | 
E. Schatz as chairman of the board 
of directors. Schatz is president of | 
Truck Tractor Equipment, Inc., Co- 
lumbus, O., distributor of Ferguson 
farm implements. 

Ray T. Miller was reelected pres- 
ident. Louis W. Adams was elected 
executive vice-president and secre- 
tary. Guy Fox was reelected vice- 
president and general manager of 
both the Cleveland and Cincinnati 
operations, while Thomas M. Carey 
was named vice-president in charge 
of sales and public relations. 

* * ca 


Kearns Leaves Hospital 


After Auto Accident 


Henry Kearns, head of the Lin- 
coln-Mercury dealership in San 
Gabriel, Calif., is out of the hos- 
pital after a serious auto acci- 
dent, and is said to be progress- 
ing satisfactorily. 


. + « 


Montreal Firm Bankrupt 


Morris Rothberg, owner of 
Morris Auto Sales, Montreal, has 
made an assignment in bankruptcy. 
David Grobstein is the court-ap- 
pointed custodian of the estate. 

oe = * 


Foreign-Car Center 


A new Lowen-Thomson-Brown & 
Co. building for foreign-car sales, 
service and parts has been opened 
at 1311 Lincoln St., Denver, accord- 
ing to Charles J. Lowen, president. 
The firm, which has the Hudson 
distributorship in the Denver area, 
also handles Austin, Jaguar, MG 
and Morris. Sale Mortimer will | 
head the staff at the sports-car 
center. 


* * * 


Sayres’ Firm Renamed 


A change of name for American 
Automobile Co. (Chrysler - Plym- 
outh), of Seattle, has been an- 
nounced by Stanley S. Sayres, 
president and general manager. 
The new firm name is Stan Sayres, 
Inc. Sayres, widely known as the 
owner of the Slo-Mo-Shun racing 
boats, has operated the dealership 
since 1932. 





Moon Regains Dealership 


He Operated Until 1949 


Earl B. Moon, of Moon Motors, 
Wichita, has taken over the Wich- 
ita Packard dealership, and is now 
back at his old address, 1400 E. 
Douglas St., under the name of 
Earl B. Moon Packard, Inc. Harvey 
Moon will be service manager. 

Moon operated the Packard deal- 
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Doings 


ership until 1949, before selling it 
to Thomas Graham. Graham later | 
sold it to the late Elmer Bostrom. 

Moon also will continue to oper- 
ate Moon Motors, 139 Cleveland St. 


* * * 


Dealers Honored in Ohio 


More than 120 Portage County 
(O.) dealers and their employes, 
wives and guests attended the 
annual dinner-dance at Twin 
Lakes Country Club. Cited for 
long service were George E. Gif- 
ford, Kent-Ravenna Buick dealer, 
who has been in business for 30 
years; Carl Markle, of McCombe 
Motors, Ravenna, 27 years; W. H. 
Bishop, Garrettsville Chrysler- 
Plymouth dealer, 28 years, and 
Lee Havre sr., Ravenna Chevrolet 
dealer, 25 years, John L. Horning, 
of Kent, president of the associa- 
tion, presented the awards, 

a cd ca 





Kansas Dealer’s House 
Hit by $12,000 Fire 
Fire caused damage estimated at 


$12,000 to the two-story home of 
Howard Leavitt, Nash dealer in 





Iola, Kans., while the family was 
out having dinner at a nearby 


restaurant. 
+ * * 


|Smallcomb Elected to Head 
| Scout Council in California 


Dealer Glenn O. Smallcomb, of 


|Hillsborough, Calif., has been 


elected president of the San Mateo 


County area council of the Boy| % 


Scouts of America, stepping up 
from the post of chairman of the 
executive board’s finance commit- 
tee. 

He hopes to increase scout mem- 
bership in 1953 from the current 


12,000 to 14,000, out of a total area | § - 


population of 260,000. 


+ + + 


Former K-F Official Buys 


Cleveland Buick Outlet 


Lake Buick, Inc., headed by 
former Kaiser-Frazer distributor 
E. Peerce Lake, has replaced Ben- 
nett Yurick Buick in the Cleveland 
dealership lineup. Lake bought the 
firm from Ernest C. Bennett and 
Stephen P. Yurick. 

Lake, branch manager for Gen- 
eral Motors Acceptance Corp. in 
Youngstown, O., for 18 years before 
World War II, was among the first 
to join Kaiser-Frazer. He was a 
K-F vice-president until 1945, when 
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50% More Jobs 
e Per Drum 


Nokorode is concentrated—no excess 
solvent. You spray Nokorode to 1/16” 
thickness —and it dries to almost 
1/16”. It’s made entirely by Lion un- 
der U. S. Patent 2393774, assuring 
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Easier Application . . 


Nokorode is uniform for smooth ap- 
plication— no troublesome “blobs” 
..- flows freely permitting steady pres- 
sure in the gun. There’s no lost time 
due to lost pressure. 
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Fifth Ford Award: 
J. Ralph Mason (right), of Mason Motors, 
Inc. (Ford), Kokomo, Ind., receives his fifth 
consecutive Four-Letter award from Earl E. 


Dennis, assistant sales manager of the 
Indianapolis district. 





Mrcaneiiias 





he joined the Cleveland K-F dis- 
tributorship, Raymond- Lake Mo- 
tors, Inc. 





27 
fijership staff include John Benson, 


secretary - treasurer; William Hay, 
new-car sales manager, and Wil- 
liam Heath, used-car sales man- 


}| ager. 


* * . 


Riley Honorary Colonel 
Don Riley, head of Riley Chevro- 
let Co., of Jefferson City, Mo., has 
been appointed an honorary colonel 
by Gov. Phil M. Donnelly. 
a7 * * 


Kelly Gets County Post 
Hubert Kelly, Charleston (W. 
Va.) auto dealer, has been elected 
president of the Kanawha County 
Court at a recent reorganization 
meeting. 
= + e 


Partners Retire 


Al J. Horan and George L. 
Paul, partners in the Kaiser- 
Frazer dealership in Jamestown, 
N. Y., have announced that they 
are retiring from the auto sales 
business. The sales and service 
outlet at 500 W. Fourth St. has 
been sold. 


Bergman Opens N. J. Deal 


Formerly of Chapel Auto Sales, 
Allan S. Bergman has opened Berg- 
man Nash Motors at 1444 N. Broad 


His additions to the Buick deal-| St., Hillside, N. J. 


Sut TT 
BOT 
Boubisiit! 
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Cost 


controlled uniformity, controlled qual- Nokorode is stable, made of highly Name 
ity. Nokorode goes 50% farther, yet compatible materials—won’t separate 
costs no more than ordinary under- in storage, won’t clog guns or hoses. 
coatings. That means 50% more pro- You avoid unnecessary clean-up jobs Address 
fit for you. —you save man-hours and money. 
Made and Guaranteed By City 
LION OIL COMPANY pe 


EL DORADO, 





ARKANSAS 


FREE! Details on how to increase 
undercoating profit. 


LION OIL COMPANY 
El Dorado, Arkansas 


Please send information on higher 
profits with LION NOKORODE. 


Li0N Wokorode —~ 


SEALER AND SILENCER 
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Auto Personnel 


Harry W. Wallace has been elect- president. Boyd had been traffic 
ed president of Wheel Trueing Tool | manager of the glass division since 
Co. of Canada, according to Harvey | 1949. He now will head traffic op- 
B. Wallace, president of the parent |erations in the glass, fiber glass, 
company, Wheel Trueing Tool Co., 
Detroit. Wallace had been vice- | divisions. 
president and general manager of | * * # 


the Canadian plant. Berry Appoints Haynes 


ee Industrial Sales Engineer 
Four Wheel Drive Promotes 


DeCoursin to Sales Chief 

G. F. DeCoursin has been ap- 
pointed general sales manager 
of Four Wheel Drive Auto Co., 
Clintonville, Wis., it is announced 
by Robert A. Olen, president. 

DeCoursin joined FWD in 1936. 
In-1945 he was made manager of 
the standards department and in 
1950, field sales manager. 

s o * 


Boyd Promoted 

i t of Richard M. Boyd 
ic ieneseh tralia manager for| Berry had recently modernized its 
Pittsburgh Plate Glass Co. has been | Plant facilities. 
announced by John A. Wilson, vice-| Haynes has been identified with 








ufacturers, has 
announced the 
appointment of 
Richard H. 
Haynes as indus- 
trial sales engi- 
neer, with offices 
at 2711 E. Jeffer- 
son Ave. 

In making the 
announcement, 
R. H. Haynes Gibson stated that 











Buy on their minds! 





merchandising, and paint and brush | 


W. M. Gibson, president of Berry | 
Bros., Inc., Detroit, one of the coun- | 
try’s oldest paint | 
and varnish man- | 


Always going places 


these 3%4-million families with 


|the automotive industry for 15| 


years in a sales capacity. 
* + * 


1H Names Partridge Head 


| Of Cincinnati Truck Sales 


| G. D. Partridge has been ap- 
| ‘ . 

| pointed manager of International 
| Harvester’s Cincinnati truck sales 
| district, according to J. F. Adams, 
truck manager for the southern 
region. 

Partridge succeeds H. L. Mail- 
ander, who retired after more than 
|45 years of service with the com- 
pany. Prior to his assignment, 
|Partridge was on loan for six 
months to the Government as truck 
consultant for NPA. Since 1947, he 
had been Baltimore district man- 
ager for IH. 


* * * 


White Truck Aides Get 


Conn. Distributorship 
Connecticut White Trucks, Inc., 

is new sales and service distributor 

for White Motor Co. in Connecticut, 


| Barnard Gives Up His Fez— 





Slim Barnard (right), Los Angeles correspondent for Automotive News and presiden! 
of Al Malaikah Victory Patrol, presents to Arch L. Field, newly elected Shrine potentate 
in Los Angeles, his fez for the coming year. Les White, Chrysler-Plymouth dealer in 

| South Gate, Calif., looks on. White was appointed to the Divan by Field. 





according to J. N. Bauman, sales 
vice-president for the truck maker. 

Headed by Richard W. Shanklin, 
the new firm has taken over the | 
former company branch in New| been New Haven branch manager, 
Haven, and will operate divisions| is executive vice-president of the 
in Bridgeport and Waterbury.|distributorship. Richard Rettig 
| Shanklin was New England regional | continues as service manager. 


| manager for White for the past 
three years. 
William F. Drucker, who had 








2 spend far more time in their homes— 
and in their cars—than the average family. 
They do more of both, because they concen- 
trate on getting more out of life—and they 
can well afford it. These millions live the 
spread-out suburban life that demands at least 
one car, frequently two. Over a million of 
them are executives or professional men. 
And they drive more than 83 million miles 
every day! 

BH&G attracts just such active families be- 
cause every page of BH&G is devoted ex- 
clusively to practical ideas on what to try, 
what to BUY, to make daily living richer and 
more enjoyable. No wonder BH&G families 
have BUY on their minds! And now there are 
3%-million of them—a new, all-time high! 


What an ideal audience for auto advertisers! 


BH+G BUYou0sicar BRIEFS 
* BH&G families median distance vacation trip by 
family car—1,260 miles. 


* VACATION TRIPS by BH&G families in one year 
almost equal twenty round trips to the sun! 


* NEW TIRES were bought by 1 out of 3 BH&G fami- 
lies during the past 12 months. 


MEREDITH PUBLISHING COMPANY 


Des Moines, lowo 


| pointed 


| his 





Gade Sales Vice-President 


Of Standard Pressed Steel 


George A. Gade, manager of 
outside sales for Standard Pressed 
Steel Co. since 1950, has been 
named sales vice-president by the 
Jenkintown (Pa.) firm. 

He succeeds J. Whiting Friel, 
now vice-president of the com- 
pany, which makes socket head 


screws and other products. 
* * o 


Emerson, Warner Named 


In Borg-Warner Switch 


Borg - Warner announces that 
Harry L. Emerson has been made 
president and general manager of 
its Rockford Clutch division, and 
Arch A. Warner, whom Emerson 
succeeds, has been given the same 
title in the company’s Mechanics 


Universal Joint division. 
. om * 


Ford Promotes Morsey 


In Product Development 


L. D. Crusoe, general manager of 
the Ford division, has announced 
the appointment of Chase Morsey 
jr. as manager of product planning 
and programming. Under a new 
grouping of departments, Morsey 
will report directly to the general 
manager. 

Morsey was made assistant man- 
ager of product programming in 
May, 1950. He has been head of the 
product planning department since 
May, 1951. 


Ethyl’s Pruitt Serving 
As OPS Division Head 


S. T. Pruitt, manager of the cen- 
tral sales region of Ethyl Corp., 


j|has been appointed director of the 
|rubber, chemicals, drugs and fuels 
|division of the Office of Price Sta- 


bilization in Washington. 
Stuart Forbes, assistant manager, 
will serve as acting manager of the 


central sales region. 
~ * * 


|Judd Appointed Assistant 


To Stewart-Warner Head 


William E. Judd has been ap- 
assistant to James 5S. 
Knowlson, president and chairman 
of Stewart-Warner Corp. Judd for- 
merly was general sales manager of 
the South Wind heating equipment 
division. 


Lamb Acting Vehicle Chief 
As Joyner Quits Va. Post 


Crawley F. Joyner jr., Virginia 
State commissioner of the motor 
vehicles division, has announced 
resignation. Chester Hudson 
Lamb, deputy commissioner, was 
appointed acting chief. 

Joyner will engage in private 
business. Lamb has been with the 


division for 28 years. 


* * * 


| Leichliter Operations Head 
|Of American Steel & Wire 


Van H. Leichliter has been named 
operations vice-president of Ameri- 
can Steel & Wire, according to 
Walter F. Munford, president of 
this U. S. Steel division. 

Leichliter, who had been assist- 
ant operations vice-president since 
1950, succeeds Munford, who re- 
cently assumed the presidency of 


the wire division. 
* 7 * 


Goodyear Names McPeak 


Appointment of John J. McPeak 
as rim sales representative for 
Goodyear has been announced by 
H. J. LaFaye, manager of rim 
sales, for the firm. 
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On the Financial Front. . . 





‘Bears’ Cut 
In All Auto 


By George Deery 
Associate Editor 

——— was a short interest in 

the shares of four auto com- 
panies at mid-January, compared 
with Dec. 15, with the largest total 
for General Motors—47,933 shares, 
against 49,796 a month earlier. 

Chrysler had the second high- 
est figure, 22,464 shares, and like- 
wise showed a lightening of the 
sum earmarked for the bears. 
On Dec. 15 the total was 25,829, 
according to a tabulation by the 
New York Stock Exchange. 

The other two car makers in the | 
report registered declines. Hudson’s | 
aggregate dropped to 8,616 from | 
8,800 on Dec. 15, while Studebaker | 
was reduced to 28,083 from 28,892. | 

a7 . * 

[TO SUCH uniform trend was fol- | 
+‘ lowed by the tire firms. The 
shortside in Firestone was off to 
5,221 as compared with 5,730, but 
a higher total was credited to 
Goodrich, Goodyear and U. S. Rub- 
ber. | 

Goodrich stood at 13,376, whereas | 
at mid-December it had _ 11,787. | 
Goodyear rose to 9,608 from 9,122; | 
U. S. Rubber increased to 9,845, | 
compared with 8,676. There was a 
rise to 7,300 from 6,350 in Gar Wood. 

Neither were the oils as con- 
sistent as the car manufacturing 
corporations. While the shortside 
in Texas Co. was lowered to 5,352 
shares Jan. 15 from 6,407 Dec. 15, 


Providence OPS 
Bars Uniform 


Conditioning Fees 


PROVIDENCE.—The Providence 
office of OPS has turned down a 
request by the Chevrolet Dealers | 
Assn. for a uniform ceiling price | 
on new-car conditioning charges. | 

The request was rejected on the} 
grounds it would involve the office | 
in an illegal price-fixing action. 

Francis A. Monti, OPS district 

counsel, however, agreed with the | 
dealers that they sought only the | 
establishment of a uniform maxi- | 
mum price for all dealers in this | 
area. 
Involved in the request was the | 
cost of services a dealer performs | 
on a new car between the time he | 
receives it from the factory and the | 
time of sale. Under current OPS} 
rules, each dealer’s ceiling is deter- | 
mined individually. 





Presbrey, Redit to Head 


Refrigeration Parley 

NEW YORK.—Otis F. Presbrey, 
president of Otis Provetest Systems, 
New York City, and W. H. Redit, 
of the Agriculture Department’s 
Research Administration, Beltsville, | 
Md., will be co-chairmen of the mo-| 
bile refrigeration meeting to be held 
in New York City on Feb. 27 in| 
conjunction with the third annual 
National Transport Vehicle Show 
and Fleet Maintenance Exposition. | 

H. Franklin Turner, chairman of | 
the Automotive Transport Trades | 
Council, sponsoring the meeting, | 
said that discussion topics will in-| 
clude air circulation, insulation, | 
floor and wall racks, loading meth- | 
ods, protection of frozen commodi- | 
ties during loading and unloading, 
temperature requirements of vari- | 
ous perishable commodities, the 
heat load as related to unit capacity, 
and proper maintenance. 





Kenney Gets API Post | 


William F. Kenney, vice-president 
and general counsel of Shell Oil, | 
has been appointed a member of | 
the American Petroleum Industries 
Committee, according to Frank M. | 
Porter, president of the American | 
Petroleum Institute. Kenney, who 
recently succeeded Cyrus S. Gentry 
as general counsel of Shell, fills the 
committee vacancy created by Gen- | 
try’s retirement. 


Fire Chief Price 
Kenneth Price, De Queen 
(Ark.) dealer, has assumed his 


duties as chief of the Fire De- | 
partment. 


Holdings 
Stocks 


the total for Sinclair was boosted 
to 9,438 from 5,295, and to 8,178 
from 7,230 for Standard Oil of 
N. J. 


For all stocks listed on the Big 


Board there was a bearish position | 
A month ago} 


of 1,555,995 shares. 
the figure was 1,570,986. 


As well as leading the automotive | 
| group, General Motors also had the 
| highest total for all 78 issues cov- 


ered in the latest report. In second 


| place was Baltimore & Ohio R. R. | 
| with 46,570 shares, compared with 


its 43,288 shares in December. 


Ark. Cas Revenue Rises 
LITTLE ROCK, Ark. — 
tax payments in Arkansas during 
1952 totaled $27,772,539, an increase 
of $1,700,000 over 1951, according to 
State Revenue Commissioner Carl 
F. Parker. 





1918 Pertection 
Body and Hoist 


Gasoline 


Photo shows a modern PER- 
FECTION No. 354 Heavy-Duty 
Dump Body of 18 cu. yds. ca- 
pacity (with sideboards) mount- 
ed with No. 
ROLL-A-LIFT. 








Everything Is Backward Here— 
| This odd-looking vehicle is actually a Chevrolet truck with driving controls turned 
around so that it could be equipped with a lumber hoister. The rear axle was turned 
over, reversing the drive with three speeds in reverse, and steering controls moved 
to face backward. The 158-inch wheelbase chassis can hoist 10,000-pound loads of | 
lumber or logs. The truck was sold by Scott Chevrolet Co., Laurel, Miss. 


Photo shows a mod- 
ern clover leaf inter- 
section in New York 
State. Photo by Harold 
M. Lambert. 
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Engineered, Manufactured, 


THE PERFECTION STEEL BODY COMPANY 


1953 ee: ae: 
F ord t to » Appea al 
Damage Award 
‘From 49 Crash 

RICHMOND, Va.— Ford Motor 


Co. attorneys have indicated they 
will appeal from a Federal Court 
damage award of $135,000 to one 
of two women injured near New 
| Kent Courthouse, Va., in 1949. 

The women charged that the ac- 
cident was caused by a faulty steer- 
| ing mechanism. 
| Jury awards to the pair last June 
—totaling $284,330—were labeled 
“manifestly unfair” by Judge Ster- 
ling Hutcheson. 

The jury awarded $234,330 to Mrs. 
Mary B. Malone, Clifton Forge, Va. 
She had asked for $312,440 in dam- 
ages, but agreed last week to 
| accept Judge Hutcheson’s reduced 
award of $135,000, which was then 
formalized. 

The jury award of $50,000 to Mrs. 
Margaret Milby, Cobbs Creek, Va., 
was set aside by the judge and a 
new trial ordered when Mrs. Milby 
| refused to accept his award of $15,- 
000. She originally asked for $100,- 
000. The new trial will concern 
| itself with damages only. 





Continuous 



























“Progress” is continually making problems that 
yesterday's answers will not solve. Today's in- 
creased traffic requires a different approach than 
the simple right or left turn of yesterday. 


Today's and tomorrow's haulage problems also 
demand truck bodies and hoists of much faster 
operating speed, more ruggedness and larger 
capacity. 

Compare the two units pictured on this page— 
they contrast PERFECTION'S 35 years of con- 
tinuously improved design. Thirty-five years ago 
PERFECTION'S good reputation was established 
on the outstanding service of those "little old" 
bodies and mechanical hoists. 


PERFECTION TRUCK BODIES 
and HYDRAULIC HOISTS 


maintain their leadership today by their unexcell- 
ed performance, their up-to-the minute engineering 
and sturdy construction. 


Write Dept. A-23 for literature. 
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and Guaranteed by 


Galion, Ohio, U.S.A. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


for December (year’s totals in pa-| § 


Columbus, O. 


New-car sales for Franklin} 
County, O., during the first 15 days | 


of January, 1953, totaled 703 units, 


according to the Columbus Auto-| 


mobile Trade Assn. 


New-truck sales for the 
were set at 41. 


By makes, cars were registered 
as follows: Buick, 43; Cadillac, 20; 
Chevrolet, 85; Chrysler, 33; DeSoto, 
31; Dodge, 32; Ford, 156; Henry J, 
2; Hudson, 10; Jaguar, 1; Kaiser, 6; 
Lincoln, 4; Mercury, 32; Nash, 14; 
Oldsmobile, 51; Packard, 13; Plym- 
outh, 101; Pontiac, 49; Studebaker, 
15, and Willys, 5. 

New trucks were listed as fol- 
lows: Chevrolet, 12; Dodge, 6; Ford, 
8; GMC, 6; International, 4; Reo, 2; 
Studebaker, 1, and White, 2.—(Bert 
Strang.) 


period 


* + 


* 
Memphis 

New-car business is fair, dealers 
here say, but used-car sales have 
declined sharply in spite of lowered 
prices. 

Dealers report that it is becom- 
ing increasingly difficult to get 
suitable credit terms, and _ that 
many potential customers cannot 
trade because they still owe large 
sums of money on their present 
car. 

The city now has more than 400 
new and used-car dealers, and 
the complaint is heard that this is 
too many outlets for this area. 


—(Emmett Maum.) 
* * = 


Cincinnati 
New-car sales during December 
in Hamilton County (Cincinnati) 
totaled 1,872 units, compared with 
1,834 for November. The monthly 
average for the year was 1,755 


| units, 





with totals ranging from 
2,090 units in May to 1,119 in Au- 
gust. The 12-month total of 21,055 
registrations represented a drop of 
5,933 from the 1951 total. 


The following changes took place 
in the standings of individual 
makes: Ford nosed out Chevrolet 
for top spot, Nash moved up from 
12th to ninth position, and Willys 
from 18th to 16th. Both Ford and 
Chevrolet were substantially down 
in volume, but Nash jumped from 
543 units in 1951 to 881 during the 
past year. 

While the December figure of 
2,766 used-car sales was the low- 
est monthly volume for the year, 

1952 as & whole was a good used- 
car year, with total sales jumping 
from 37,790 in 1951 to 43,174 for 
1952. 


New-truck sales during Decem- 
ber totaled 238 units, slightly below 
the monthly average for the year. 
On a yearly basis, however, 1952 
was far below the preceding year 
with a total of 2,987 units, as com- 
pared with 4,227 in 1951. 


New-car registrations by make 
for December (year’s totals in pa- 
rentheses): 

Ford, 344 (4,063); Chevrolet, 313 
(4,003); Plymouth, 276 (2,074); 
Buick, 121 (1,766); Oldsmobile, 99 
(1,483); Pontiac, 127 (1,309); Mer- 
cury, 119 (1,160); Dodge, 96 (1,036); 
Nash, 95 (881); Studebaker, 70 
(670); DeSoto, 52 (547); Chrysler, 
57 (498); Cadillac, 9 (371); Hudson, 
23 (366); Packard, 23 (257); Willys, 
5 (143); Kaiser, 14 (123); Henry J, 
5 (111); Lincoln, 10 (104); Crosley, 
0 (37); MG, 6 (22); Jaguar, 1 (16); 
Hillman, 3 (6); Morris 2, (4); 
Singer, 0 (2); Aston Martin, 0 (1); 
Renault, 1 (1); Volkswagen, 1 (1). 

Used-car registrations by make 


NEW LOW-PRICED JUMBO 
PL by 
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Name 
Dealer 
Address 





(CO Rush full details on new JUMBO TWIN FARM HOIST 
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opens door to 
easy farm sales! 


MAIL THIS HANDY COUPON i 
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NATIONAL LIFT CO., Customer Service Dept., 36190 Main St., Wayne, Michigan 








rentheses): 


Chevrolet, 428 (6,742); Ford, 
Buick, 268 (4,481); Oldsmobile, 
207 (3,623); Pontiac, 164 (3,210); | 
Dodge, 129 (2,110); Studebaker, | 
119 (1,683); Nash-Lafayette, 106 | 
(1,629); Mercury, 106 (1,573); 
Hudson, 77 (1,202); Chrysler, 72 
(1,162); DeSoto, 60 (933); Pack- 
ard, 68 (865); Kaiser, 37 (602); 
Cadillac, 43 (573); Lincoln, 19 | 
(331); Willys-Overland, 19 (295); 
Crosley, 10 (272); Frazer, 8 (225); 
Henry J, 10 (132); LaSalle, 3 (70); 
Anglia, 1 (20); other makes, 7 
(79). 

New commercial vehicle registra- 
tions for December by make (year’s 
totals in parentheses): 


Ford, 97 (884); Chevrolet, 52 
(807); International, 24 (427); Gen- 
eral Motors, 17 (237); Dodge, 21 
(235); White, 6 (127); Studebaker, 
5 (63); Willys, 8 (57); Mack, 3 (45); 
Diamond T, 0 (21); Divco Twin, 3 
(21); Reo, 2 (21); Nash, 0 (11); 
S &S, 0 (3); Pontiac, 0 (2); FWD, 
0 (1); other makes, 0 (25).—(Emery 


Bacon.) 
* * + 


Omaha 
Ford, with 195 new-car sales; 
Chevrolet, with 120, and Plymouth, 
with 94, led in December registra- 
tions for Douglas County (Omaha). 
The month’s total was 730, or 110 
sales below November. 


502 (6,739); Plymouth, 308 (4,623) ; | 


| cember, 
1952 in 





In trucks, Chevrolet scored 58 
to Ford’s 36 in leading the list of 
makes, which saw 160 new trucks 
registered, as against 167 in No- 
vember. 

Dealers are advertising through 
newspapers, radio and television to 
invite prospects to inspect the 1953 
models, and attendance has been 
good. Unlike those of other cities, 
Omaha dealers don’t use contests 
to generate interest in their open- 
ings. One dealer sent telegrams to 
200 prospects and said that he had 
@ very good response. 

Used-car dealers report a heavy 
volume of stock.—(Arthur R. Ole- 


son.) 
* * 7 


Lawrence, Kans. 

Although farm prices are falling 
and the farmer’s buying power is 
at a lower notch on the economic 
scale, new and used-car sales vol- 
ume is decidedly up as compared 
with three months ago. 

One dealer sold more used cars 
in December than any month of 

1952. Another dealer, introducing 
a new model, wrote so many 
appraisals that he quit taking 
the orders for a couple of days. 

Repossessions are under those of 
previous years. Credit deals are 
increasing and cash sales decreas- 
ing. 

Service volume is apparently at 
an alltime high. Most dealers have 
all the work they can handle, and 
can use a few more good mechan- 
ics. Some mechanics have been in- 
duced to come to this area from 
southern Missouri, northern Ar- 
kansas and other places. 

The report on truck sales espe- 
cially pickups, is poor. No boost in 
sales “of any value” is expected.— 
(L. H. Houck.) 


* «* 





Cleveland 


A continued strong new-car 
market is being evidenced through- 
out greater Cleveland, although 
used-car sales are being “slow 
cousins.” 

The New Year’s season has now 
jelled into an “active buyers’ inter- 
est” although dealers cannot yet 
translate the “interest into sales.” 
New-car sales for the past week 
went over the 1,100-mark; used-car 
sales were just over 1,000. 

Figures for 1952 show the year 
fell under 1951. Total sales were 
56,728, against the 1951 mark of 
66,912. Chevrolet, with 11,044, 
paced the field, although turnover 
was under the 13,102 of 1951. Ford 
and Plymouth continued to be in 
the second and third spot, with 
both showing sales under 1951. 

In the next price range, Dodge 
was ahead with 4,193 followed by 
Buick, Pontiac and Mercury—the 
same standings as in 1951. Cadillac, 
with 1,751 sales, was far ahead in 






Arrange Radio Show— 


Robert E. Trager (left), of Trager Chev. | 
rolet, Sioux Falls, S. D., seals his radio 
contract with a handshake with Joseph 


Floyd, owner of radio-television station 


KELO. Trager will sponsor the “Weather- | 


ball"’ broadcasts. 


its field, a situation that also pre- 
vailed in 1951. 

Sales in December totaled 5,273 
against 3,221 the year before. 


Here 


parentheses: 
Alvis, 0 (3); Anglia, 0 (2); Aus- 
tin, 0 (7); Buick, 302 (3,969); Cadil- 


lac, 79 (1,751); Chevrolet, 957 (11,-| 


044); Chrysler, 248 (2,065); Crosley, 
0 (30); Daimler, 0 (1); DeSoto, 184 
(1,339); Dodge, 361 (4,193); Ford, 
934 (9,565); GMC, 0 (1); Henry J, 
9 (267); Hillman, 1 (16); Hudson, 
93 (1,158); Jaguar, 4 (23); King 
Midget, 0 (2); Lancia, 0 (1); Lin- 
coln, 27 (343); Mercedes, 0 (1); 
Mercury, 304 (2,545); MG, 4 (83); 
Morgan, 0 (1); Morris, 1 (20); 
Muntz-Jet, 0 (1); Nash, 147 (1,768); 
Oldsmobile, 226 (2,776); Packard, 
79 (947); Plymouth, 698 (6,178); 
Pontiac, 323 (3,354); Prefect, 0 (1); 
Rolls-Royce, 0 (1); Siata, 0 (7); 
Singer, 1 (5); Studebaker, 201 (2,- 
027); Sunbeam Talbot, 0 (1); Volks- 
wagen, 0 (8), and Willys, 44 (546). 
According to the Cleveland Au- 
tomobile Dealers Assn., com- 
mercial sales for 1952 were 5,709 
compared with 6,870 in 1951. New- 
truck turnover last December 
totaled 443 against 347 the year 
before. Following is the break- 
down: 
Autocar, 
Chevrolet, 146 
(2); 


0 (25); Buick, 0 (1); 
(1,766); Crosley, 0 
Diamond T, 0 (8); Divco, 3 


is the breakdown for De-| 
1952, with total sales for) 





(65); Dodge, 40 (663); Federal, 4 
(30); Ford, 144 (1,450); GMC, 12 
(273); International, 42 (556); 
Mack, 3 (48); Nash, 0 (5); Plym- 
outh, 0 (1); Pontiac, 0 (2); Reo, 
10 (25); Studebaker, 15 (133); Twin 
Coach, 0 (2); Volkswagen, 0 (2); 
White, 4 (354), and Willys, 30 (298). 
|—(Dorothy Macey.) 

* as = 


Detroit 
New-car registrations for Decem- 
ber in Wayne County totaled 13,095, 
|compared with 8,536 for the same 





| month last year, according to the 


| Detroit Auto Dealers Assn. 

Total sales for 1952, however, 
were considerably under those of 
1951. Last year, 128,901 new cars 
were titled, as against 158,183 for 
a year earlier. 

By makes, December sales were 
listed as follows: Chevrolet, 1,502; 
| Ford, 3,341; Henry J, 47; Plymouth, 
| 2,147; Willys, 41; Buick, 471; Chrys- 
ler, 500; DeSoto, 427; Dodge, 729; 
| Hudson, 215; Kaiser, 133; Mercury, 


908; Nash, 335; Oldsmobile, 477; 
| Pontiac, 943; Studebaker, 332; 
| Cadillac, 70; Lincoln, 209, and 


Packard, 253. 


The association reported that 60 
percent of the used cars sold dur- 
ing the month were sold by new- 


car dealers.—(Sam Sampson.) 
x * * 


Pittsburgh 

Pittsburgh dealers with new- 
model showings report that sales 

have been good to very good. One 
Dodge- Plymouth dealer said that 
sales had not fallen off ever since 
the showing of the new models in 
October. 

A majority of the dealers con- 
tacted believes that the Ejisen- 
hower Administration will put a 
new spark in business, 

Good weather in January also 
has helped sales, with one used-car 

dealer reporting an 8 percent in- 
crease over December levels. How- 
ever, generally used-car dealers say 
that business is slow, and that only 
a softening of prices keeps cars 
moving.—(Leon M. Leffingwell.) 





Riviera Gets Foreign Deal 

Riviera Motors Co., San Fran- 
cisco, has been named a distribu- 
tor for Mercedes-Benz. 


CRAFTSMAN UTILITY SIDE BOXES 
CONVERT PICK-UPS INTO SERVICE TRUCKS! 


Dealers everywhere are selling Craftsman Side Boxes to Plumbers, 


Electrical Contractors, 
Dealers — almost everyone who 


Appliance Retailers, 


Farmers, L-P Gas 


buys a Pick-Up Truck. 


75”, 85” and 96” lengths fit ALL Pick-Ups, 2-ton, %4-ton and 
1-ton. Available with Ladder Racks, Pipe Carrier Brackets and 


other extras. 
LEARN HOW YOU CAN 


MAKE MORE MONEY BY SELLING EASILY 


INSTALLED CRAFTSMAN SIDE BOXES WITH PICK-UP TRUCKS! 
WRITE NOW FOR PRICES AND SPECIFICATIONS 


STAHL METAL PRODUCTS, Inc. 


3490 West 140th Street 


Cleveland 11, Ohio 
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An increase in New Jersey maxi- 
mum workmen’s compensation 
benefit rates in death cases from 

23 to $30 per week was advocated 

by Gov. Alfred E. Driscoll in his 

annual message to the Legislature. 
= * * 


Compulsory Auto Liability 


Asked in California 
A compulsory automobile liabil- 
ity insurance bill has been intro- 
duced in the California Legislature 
by Senator Earl Desmond, Sacra- 
mento County Democrat. 
+ ° 


Legislator Would Put Texas 


Into Insurance Business 


Rep. A. D. Downer, of Center, 
a new member of the Texas 
Legislature, has announced that 
he will sponsor a bill to create 
an auto insurance company 
owned and operated by the state. 

Such a company would not 
compete with privately owned 
companies on rates, according to | 
Downer. Its rates would be equal | 
to the highest charged by private 
firms, he said. 

x * + 


Mich. Legislator to Seek 


Curb on Car Impounding 

A bill to prohibit police from im- | 
pounding cars for parking viola- 
tions will be introduced in the} 
Michigan Legislature by Senator 
Perry W. Greene, of Grand Rapids. 

The bill was inspired by the 
action of Grand Rapids police in 
taking a Christmas shopper’s car 
to the pound, leaving two small 
children to wait for their mother 
on the crowded street. 

Greene said that doctors on} 
emergency calls also have found | 
their cars gone when they returned. 

* * * | 





Uniform Car Financing 
Proposed in N. Y. Bills 


Interest charges and other as- | 
pects of auto sales financing 
would be regulated in New York | 
State under terms of bills intro- | 
duced in the Legislature. 

The bills prescribe a uniform 
conditional sales contract that 
would state clearly the amount 
and purpose of all charges, In- 
terest would be limited to 6 per- 
cent a year for new vehicles, 9 
percent for used cars less than 
two years old, and 12 percent for 
other vehicles. A minimum serv- 
ice charge of $10 would be 
allowed. 

Under the measures, buyers 
also would be assured of a rebate 
on all unearned finance charges 
when the contract is paid up in 
advance of the due date. 

* = * 


N. Y. Tax Liability | 


Liability insurance required for | 
taxicabs in New York State would | 
be doubled under terms of a Dill | 
introduced in the Legislature. Min- | 
imum liability requirement for | 
taxis now is $5,000 for bodily in-| 
juries to one person and $10,000) 
for injuries to two or more in a| 
single accident. 

x * x 


Ga. Legislator Seeks Ban 


On Cutthroat Price Cuts 


A bill designed to prevent busi- | 
ness firms from cutting prices to} 
stifle competition has been intro- 
duced in the Georgia Legislature by 
Rep. J. Willis Conger, of Bain- 
bridge. 

Conger said the proposed legisla- 
tion combines features of the Fed- 
eral Sherman antitrust and Rob- 
inson-Patman acts and state laws 
of North Carolina and New York 
aimed at preventing restraint of 
trade. 

The bill would not prevent a 
company from reducing prices un- 
less the intent was to eliminate 
competitors, Conger said. 

* *” * 


N. Y. Farmers Win Battle | 


For Lower Truck Fees 


New York farmers have won 
their legislative battle for lower 
registration fees on their trucks. | 

Gov. Thomas E. Dewey signed 
his program bill on farm trucks 
a few hours after it was given 
final passage in the Assembly. 

It cuts farm-truck registration 
fees from 50 to 35 cents per 100 





In the Hopper 


| awards in motor vehicle accident 
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pounds of maximum gross weight. 

The law went into effect immedi- 

ately to cover the 1953 registra- 

tion period, which expires Feb. 2. 
* * * 


Neb. Bill Would Require 


Automatic Turn Signals 

A bill which would require all | 
new cars sold in Nebraska after 
next Jan. 1 to be equipped with 
automatic turn signals was intro- 
duced in the Legislature at the 
suggestion of Owen J. Boyles, chief 
of the State Motor Vehicle Division. | 


* * * 
Union Curb Asked in Calif. 
A bill to outlaw coercion of 
workers into joining a labor union 
was introduced in the California 
Legislature by Assemblyman} 
Marvin Sherwin, Alameda County 
Republican. Effect of the measure | 
would be to outlaw the closed shop. | 
* * * | 
Calif. Bill Would Limit 
Awards in Accident Suits 
Limitation of the amount of 











damage suits has been proposed in 
the California Legislature. 


The legislation would limit the 


workmen’s compensation insurance 
cases. The maximum award under 


the bill would approximate $18,000. | 


* * * 


|Mud Shields Proposed 


For Indiana Trucks 

All trucks and trailers would 
be required to have mud shields 
for rear wheels under terms of 
a bill introduced in the Indiana 
Legislature. 

The measure provides for fines 
up to $50 for the first violation 
and a maximum fine of $200 or 
imprisonment for 30 days, or 
both, for subsequent violations, 

* * * 


Confusion 
Ohio License Law Slated 
To Die June 30 


Ohio will be without any motor 
vehicle licensing law after June 30 
unless the General Assembly passes 
a new law that will be effective 
before July 1, Attorney General C. 
William O'Neill has advised the 


The New 
WOLF’S HEAD MOTOR OIL 


PENNSYLVANIA 


When you recommend and sell the New Wo.tr’s HEAD Motor Oil, 
you provide your customers with the superior protection of the 


aut 


|State registrar of motor vehicles. 
The law requiring mud-guard 
| flaps on trucks, passed at the last 


jamounts collectable to twice the | Session of the legislature and held 
|sum possible in a like situation in 


| valid by the U. S. Supreme Court, 
j}also will expire June 30 unless 
| legislative action is taken. 

| * * * 


Bill Would Require Fenders 


|On All Vehicles in Utah 
A bill pending in the Utah Senate 


vehicles, except farm tractors, with 
fenders or splash guards by Jan. 
} 1, 1954. 


K * 
Clear-Cut Decision Urged 


On Texas Inspection Law 

Gov. Allan Shivers has asked 
the Texas Legislature to reex- 
amine the controversial State 
motor vehicle inspection law to 
make it “practicable and work- 
able,” or else repeal it. 

* * * 


| Arkansas Butane Dealers 
Endorse Fuel Tax Bill 


Members of the Arkansas Butane 
Dealers Assn., at their seventh 
annual meeting in Little Rock en- 
dorsed a special motor fuels tax 





Nea 


REFINED 


one motor oil that has all three: 


100% PURE PENNSYLVANIA .. . provides a richer, tougher, longer- 


lasting film of protection. 


SPECIALLY REFINED . . . to purify and further enhance its 


superior lubricating qualities. 


SCIENTIFICALLY FORTIFIED . 
extra protection against corrosive acids, rusting and oxidation. 


When heavy duty oil is required, recommend and sell WoLF’s HEAD 
Heavy Duty. Approved by General Motors and Caterpillar, it exceeds 


. . cleans as it lubricates, 


| would require equipping all motor | 





| measure scheduled to be introduced 
in the State Legislature. 


The proposed law would require 
all trucks using butane, propane, 
diesel oil, kerosene or distillate to 
carry a special-fuels permit. In ad- 
dition, it would abolish the 20- 
gallon tax exemption for out-of- 
state trucks which is now in effect, 
and would authorize dealers in 
special fuels to collect fuel taxes. 





Robinson Opens 3rd Unit 

Morris Robinson Motor Co., of 
Dallas, has opened its third sales 
center at 5125 Ross Ave. 


TTT 
FORTIFIED 





and provides 


every requirement of U. S. Army Specifications MIL-0-2104. 


To millions of motorists everywhere, the WoLF’s HEAD sign means the 
“Finest of the Fine.’”’ You can’t be outsold on quality when you sell 
Wo .r’s HEAD—the one motor oil that has all three! 


WOLF'S HEAD 


MOTOR OIL 


100% Pure Pennsylvania Gi 
Scientifically Fortified 


AND LUBES 


Member, Penna. Grade 
Crude Oil Association 


“Guide to the Weather’ 
Folder shows how to fore- 
cast weather by cloud for- 
mations. Write for a copy. 
Wotr’s HEap Ott REFIN- 
ING Co., INc., Om City, 
Pa., NEw York 10, N. Y. 
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White Motor's New Coast Quarters— 


This is White Motor Co.'s new west coast headquarters at Fifth and Brannan Sts. 
in San Francisco. The new building provides 50,000 square feet of space and houses 






a service department in addition to offices. 


T. ruckers See High Demand 
For First Half of 1953 | 


WASHINGTON.—Continued high 
demand for motor carrier freight 
service in the coming six months 
was indicated in reports of Defense 
Transport Administration field 
agents made public here last week. 


will continue at a high level to 
enable the nation’s motor carrier 
fleet to handle both civilian and 
defense highway freight traffic, ac- 
cording to the survey, which, it 
was stated, was based upon an- 
swers by 1,684 shippers and 1,420 
motor carriers. 


Of the shippers contacted, 45.8 
percent expect an upturn in their 
traffic volume; 121 shippers, or 7.2 
percent, look for a decrease, and 
792, or 47 percent, anticipate no 
significant change in traffic volume. 


The motor carriers reported a 
need of 1,027 trucks for replace- 
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MONTPELIER URBAN—Available 
in load space lengths of 8, 10, 12 
end 15 feet. 


MONTPELIER SIDE-AISLE—Avail- 
able in load space lengths of 6'/2, 
8/2 and 9/2 feet. 


| County Automobile Dealers Assn. 





ment and expansion of the fleet 
(or 7.6 percent of the total fleet | 
operated by carriers interviewed), | 
1,413 tractors (10.3 percent of the 
fleet), and 1,415 trailers (6.8 per- 


| cent). 
Vehicle replacement needs also | 


Sarasota Dealers Name | 
Shay to Head Assn. 


SARASOTA, Fla.—Paris Shay jr., | 
of Shay Motors, Inc., has been} 
elected president of the Sarasota 


Roland Davis, of Campbell-Davis | 
Motors, was named vice-president, | 
and Robert Stinnett, of Stinnett’s | 
Pontiac Service, secretary - treas- | 
urer. 


The back pages of every issue of AUTO- | 
MOTIVE NEWS contain the WANT AD| 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


Through the years 
Montpelier has been working hand in hand 


with all truck manufacturers and dealers 


cations 





MONTPELIER advertises 
BAKERY, DAIRY and LAUNDRY Publi- 


tions to create better and more efficient 
product distribution. 
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Nash Offers Race Film 


Dealers and Sports-Car Clubs to View Movie 
In Promoting Le Mans Engine 


By Sam Sampson 


Staff Writer 
DETROIT. — Scheduled for the 
eyes of dealers who are offering 


the Le Mans Dual Jetfire engine as 
optional equipment for 1953 Nash 


| Ambassadors, a 25-minute film of 
the 1952 Le Mans “Grand Prix 
d’Endurance” 24-hour race for 


|sports and racing cars was shown 


to auto and sports writers here last 
week by Nash Motors. 

For it was a Nash-Healey, 
powered by a modified Nash Am- 
bassador engine, that won a sur- 
prising third place in the event. 
Driven by L. Johnson and T. 
Wisdom, the Nash-Healey special 
model clocked an average speed 
of 91.5 miles per hour for 24 
hours over the 8.4-mile course in 
western France. 
Nash announced later last week | 
that the Le Mans engine will de-| 
liver for $192.50. 
The company said that the film | 
will be distributed through its zone | 
organizations where every Nash 
dealer will be able to see it, and 
offered for showings to all sports- 
car clubs. 

The Nash-Healey was powered 
by a Nash Ambassador six-cylinder 
engine with a standard 8:1 head, 
dual carburetion, and a “slightly 
modified” camshaft. The engine is| 
rated at 140 horsepower at 4,000 
revolutions per minute. 

A special competition-type body | 
was fitted to the standard chassis, | 
the company said, and, equipped in | 
such a manner, the car was capable 
of 144 miles per hour on the} 
straightaways, and turned several 
laps at 99 miles per hour. 

The film, taken by Shell Oil Co., 


;turn of a competitive market will 


|}ed by L. A. Hanson, western re- 
| gional manager. | 





is an unbiased account of the race, 
including much of the local color 
of the yearly event—the carnival 


atmosphere, shots of sleeping spec- | 


tators sprawled everywhere in the 
early morning hours, and of side- 
walk cafes where multi-language 
versions of the word “automobile” 
are. repeated over and over again. 


George W. Mason, president of 
Nash, offered some opinions on 
the future of the Nash-Healey 
sports models in this country. 
While admitting that only a few 
have been delivered here, he said 
service on them presents no 
problem. 


“Since the sports model contains 
either standard Nash parts, or spe- 
cial parts which can be made avail- 
able to dealers easily, the Nash-| 
Healey can be serviced by any 
Nash dealer,” he declared. 


By the time a sports car is de- | 


IH Consolidates 
3 Northwestern 


Sales Regions 


PORTLAND, Ore.—Oregon, west- | 
ern Washington and Alaska opera- 
tions of the motor truck division of | 
International Harvester Co., have 
been combined into one operation, 
with headquarters in Portland, it 
was announced to 300 IH dealers 
and salesmen during the first sales 
conference of the_ consolidated | 
group, when the 1953 truck models 
were previewed. 

Isaacson Truck Co. has been 
named IH distributor in the Puget 
Sound area and has taken over the 
former IH district offices in Seattle | 
and Tacoma. 

J. T. Sullivan, Portland district | 
manager for eight years, remains 
| as head of the consolidated district, 
| with two assistant district manag- | 
|}ers, Merion Young and G. S. Stew- 
art, both formerly with the Seattle 
office. 


Sullivan told the dealers that re- 


provide a challenge to salesmen in 
1953. He relayed a message from} 
W. K. Perkins, of Chicago, national 
manager of IH truck sales, that 
aggressive selling will be necessary 
this year. Sullivan expressed opti- 
mism over the business outlook. 


The Chicago office was represent- 


Truckers Press 





in leading 


adapting trucks to more voca- 


| 


| 


Fight on Pa. Curbs 


jat the last session, the measure 


|from 45,000 to 60,000 pounds and of 





Montpelier. . . helps YOU make the sale 





See Your Customers— 
Then Wire—Phone— 
Write MONTPELIER Today 


YOU MAKE MORE SALES—BIGGER PROFITS—WHEN YOU GIVE THEM WHAT THEY NEED. 


MONTPELIER, by giving your customer what he needs and 
wants in a body and chassis—engineered and built as a unit 
for his specific vocation—not only helps YOU make a sale— 
but satisfy a customer. 

MONTPELIER—Gives You, the Dealer, full cooperation and 
help on sales. MONTPELIER gives the dealer and the customer 
the benefit of their many long years of engineering and manu- 
facturing "know how". For one vehicle or a fleet—the 
MONTPELIER “assistance” is the same. 

You contact MONTPELIER—the firm with a background of 
twenty-five years of successful experience, who will submit to 
YOU a complete proposal including recommendations for both 
body and chassis, which will give your customer the specific 
features he needs to help him solve his delivery problems. 





HARRISBURG, Pa. — (UTPS) — | 


| transferred 
| tions to a new, four-acre truck-rail 


| substantial 





Despite the fact that Pennsyl- 
vania’s Highway Department is op- 
posed to any sizable increase in 
truck weights, trucking interests 
are preparing to renew their de- 
mands for increased weights. 

The industry will ask the Legis- | 
lature for a measure similar to 
that vetoed in 1952 by Gov. John 
S. Fine. Approved by both houses 


would have increased the limit of 
double tandem-axle _ semitrailers 


single tandem-axle_ semitrailers 
from 45,000 to 48,000 pounds. 
Expected to be a factor in deter- 
mining the course the Legislature 
takes is a report due from the 
Joint State Government Commis- 
sion, which last year undertook a 
study of the truck problem. 
Trucking interests will be repre- 
sented by the Pennsylvania Motor 





| Truck Assn., which maintains it is 


not the weight of trucks that is the 
prime factor in road maintenance, 
but the axle load. 

Edward S. Gogolin, PMTA’s gen- 
eral manager, said the aim of the 
bill introduced at the last session 
was to promote the use in Penn- 
sylvania of “more efficient” trucking 
units rather than boosting weights. 
He stressed that the double tan- 
dem-axle type was not in use when 
present weight limitations were en- 
acted into law. 

Gogolin pointed out that present 
limits on the axle load of 20,000 
pounds per axle would not be in- 
creased under the proposed legis- 
lation. 





|livered here, Mason said, it is a 
| true cosmopolitan. First, the engine 
|and running gear, made in the 
U. S., are shipped to England 
where chassis and “trailing-link 
suspension” are added. Then, he 
continued, the car is sent to Italy 
where the Farina-designed body is 
installed; back to the U. S.; to the 
dealer, and finally, into the hands 
of the customer. 


Ford Truck Pool 
In Detroit Moved 
|To Larger Site 


DETROIT.—Ford Motor Co. has 
its truck pool opera- 


terminal at 3936 Lonyo Rd., Detroit 
For the past two years they had 
been centered at 340 S. West End 
Ave. 

The new cinder block and steel 
terminal, flanked by Michigan Ave. 
and a New York Central railway 
spur, includes 8,128 square feet of 
dockage. The terminal will permit 
expansion of present 
operations, Ford officials said, and 
will increase efficiency of freight 
handling. 

John A. Wallace, Ford’s director 
of traffic, said parts made by Ford 
plants and suppliers in New Eng- 
land, middle Atlantic and north 
central states will be funneled into 
the terminal for Detroit distribu- 
tion. Consolidated truckloads of 
material assembled in Detroit will 
move to midwestern plants, he said. 

Detroit Terminal & Cartage Co. 
will operate the terminal for Ford, 
which leased it from Scott Indus- 
tries, Detroit. 


ALL-METAL 
PARTS BINS 


@ SLIDING SHELVES 
@ SNAP-IN DIVIDERS 
@ SHIPPED READY FOR USE 


IMMEDIATE SHIPMENT 
ON ALL BINS BUILT TO 
1953 PLANOGRAPHS 


All Styles — All Models 


OP 


METAL PRODUCTS, INC. 
1806 ROCKWELL AVE. 
CLEVELAND 14, OHIO 


See 


America's smartest tire mount 
designed especially for 


the '53 Ford! auto 
metal 


NADA BOOTH 164 


products, inc. 


LOS ANGELES 12, CALIF. 


1403 NO. BROADWAY - 
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Senate OKs Wilson 
For Defense Post 


(Continued from Page 2) 


board by making the following 
arrangements: 


1. He will dispose of 39,477 shares 
of GM stock now in his possession 
before Apr. 1. He pointed out that 
it would take a little time to dis- 
pose of such a quantity of stock, 
even with as broad a market as 
GM stock has, but that he would 
furnish the Senate with a state- 
ment later as to how he disposed 
of it. He planned, he said, to give 
a small portion to his six children 
and 13 grandchildren. 

2, Future bonus payments from 
GM for past services will be 
made in cash. He said GM offi- 
cials had agreed. Arrangements 


Titleless Car Sales 
Bring On Quiz of 


Cleveland Dealers 


CLEVELAND.—A spot check of 
800 new and used-car dealers in the 
Cleveland area has been launched 
by the Ohio Bureau of Motor Vehi- 
cles. 

The probe, bureau officials said, 
is the result of vehicle sales by 


Ben Nardi (Kaiser-Frazer), who, 
they charge, could not provide 
titles. Nardi will be cited before 


the Dealers and Salesmens Licens- 
ing Board, the bureau said. 

Nardi is accused of selling cars 
to customers who could not obtain 
titles and who faced loss of their 
vehicles through replevin action of 
Associates Discount Corp., which 
financed Nardi’s cars. Nardi, it is 
charged, failed to turn over to the 
discount firm money paid him by 
the car buyers. 

Harold J. Glickman, attorney for 
Nardi, said he will “take care of 
everything and no one will lose a 
dime” as soon as Nardi sells the 
117th St. building in which he has 
a “substantial” interest. 

“The minute he sells the build- 
ing, this whole thing will blow 
over,” Glickman said. 

Porter W. Cooper, head of the 
Bureau of Motor Vehicles, and 
Clete Birhanzl, head of the Dealers 
Licensing Division, are conducting 
a spot check on other dealers. 

Cooper pointed out that State law 
requires the dealer to apply for a 
certificate of title in the name of 
the purchaser within three days 
after delivery of a car. Penalty for 
violation is a fine of up to $5,000 
and imprisonment for up to five 
years for each offense. 


General Tire Ups 
Battery Power 


AKRON. — A new auto battery 
which is said to have 50 percent 
more capacity and power is being 
marketed by General Tire & Rub- 
ber Co. 

Named Jumbo, the unit was de- 
signed to meet the increasing 
demands of the electrical systems 
in today’s cars, General Tire says. 
It replaces the old Jumbo and 
Super 3 batteries. 

The company lists main features 
of the new battery as heavier and 
thicker plates; new Fibreglas sepa- 
rators; new grid metal; full-size 
straps and connectors; new active 
lead particles, and hard rubber 
containers to absorb shock’‘and pre- 
vent leakage. 
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for the settlement of such affairs 
will be made known to President 
Eisenhower, he said. He added 
that the bonus payments, due to 
him during 1954-1957, are condi- 
tional on his doing nothing “in- 
imical” to GM interests (such as 
joining another auto company). 


3. He has resigned from the 
board of La Gloria Corp., Corpus 
Christi, Tex., an oil and gas com- 
pany, in which he owns 37,650 
shares of stock. 


4. He has resigned from the 
board of the National Bank of De- 
troit, where he owns 15,000 shares 
of stock, value not stated. 


5. He has resigned from the An- 
derson Banking Co., Anderson, Ind., 
as chairman of the board and 
director. He said he owned 303 
shares in the firm, and that others 
in his family have additional stock. 


6. He has resigned from the 
board of directors of the Auto- 
mobile Manufacturers Assn. 


Part of his GM stock, he told the 
Senate, is held by an affiliate of the 
corporation, GM Shares, Inc. He 
said that the company was formed 
in 1923 by 75 GM executives, who 
bought $5,000,000 worth of stock 
from the duPont company. With 
this organization, he holds 21,000 
shares. 


Another 18,470 shares are in GM 
common shares, he added. 


Wilson said he also owned 9,272 
shares in the Texas Illinois Natural 
Gas Pipe Line Co., with a market 
value of “somewhere around $20 a 
share over the board in Chicago.” 

Wilson said he planned to start 
drawing a $40,000-a-year pension 

from GM soon, and will retain a 
group life insurance policy now 
payable at $100,000, but which 
will ultimately shrink to $30,000 

face value. 

Mrs. Wilson, he volunteered, also 
holds additional shares in most of 
the listed firms, and said that if 
need be, she would dispose of her 
interests in like manner. It is 
thought, however, that she will not 
be asked to sell her holdings. 


Wilson said that his wife owned 
10,472 shares of GM _ stock; 10,000 
shares of La Gloria; 1,989 shares 
of Texas-Illinois Pipe Line; 1,200 
shares of the National Bank of 
Detroit; 7,500 shares of Greyhound; 
1,000 shares of Kroger, and 1,200 
shares of United Electric Coal Co. 


* * * 


George Carver Award 
Goes to Wilson 


NEW YORK.—The 1952 George 
Washington Carver Memorial Insti- 
tute Gold Award last week was 
presented to Charles E. Wilson for 
outstanding contributions to the 
betterment of race relations and 
human welfare. 


Jackie Robinson, Brooklyn Dodg- 
ers baseball star and 1949 winner 
of the award, handed the plaque 
to Wilson in a brief ceremony. 


An award committee headed by 
William P. Tolley, chancellor of 
Syracuse University, cited Wilson 
for his “patriotism and devotion to 
the American way of life.” 


Robert D. Hobday, of Miami, Fa., 
national chairman of the institute’s 
memorial committee, said Wilson 
contributed to improvement of race 
relations not only through his per- 
sonal activities, but through his 
policies as president of General 
Motors. 


Tax on Dealer Stocks 


Proposed in Vermont 


MONTPELIER, Vt.—Vermont 
dealers’ stocks of motor vehicles 
would be made subject to personal 
property taxes under terms of a 
bill introduced in the State Senate. 


Present Vermont law exempts 
from personal property taxation all 
automobiles and other motor ve- 
hicles, except trailer coaches. The 
proposed legislation would continue 
to exempt autos or other motor 
vehicles for personal or business 
use, but would tax vehicles “owned, 
kept or held in stock for sale.” 
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Reviewing Dealer's Record Sales Drive— 


Checking over the advertising and sales promotion program which enabled John 
Ramp, Inc., new Packard dealership in Indianapolis, to sell 151 new and used cars 
in a five-day campaign are (from left) Fred J. Walters, general sales manager of 
Packard; John L. Ramp, president of the new dealership, and Frank Frost, Packard 


assistant general sales manager. 


Ramp’s New Packard Deal 
Sells 151 Units in 5 Days 


INDIANAPOLIS. — John Ramp, 
Inc., new Packard dealership here, 
sold 151 new and used cars in a 
five-day open house last week, thus 
breaking all sales records for Pack- 
ard dealers, the factory said. 


John L. Ramg, formerly Indi- 
ana’s largest dealer for another 
make of car, has just signed a con- 
tract which will make him one of 
the world’s largest Packard dealers. 
To launch his new franchise, he 
used about every conceivable pro- 
motional idea. 

The five-day selling campaign 
was so successful that Fred J. 
Walters, Packard’s general sales 
manager, said the Ramp program 
would be recommended for other 
dealership openings throughout 
the country. 

When Ramp’s promotion was all 
over, he said he expected at least 
50 more orders to be placed within 
a week as a result of the impetus 
his program had generated. His 
total score for the period was 70 
new Packards and Packard Clip- 
pers and 81 used cars—and a list 
of 41,000 persons who visited his 
showroom to see the ’53 models. 

Of the 70 Packards and Clippers 
sold, 67 of them went to owners of 
competitive makes. 

Ramp’s program, according to 
Walters, provides a working model 
for large-scale operations in retail- 
ing automobiles. Ramp spent a 
total of slightly more than $10,000 
for advertising immediately before 
and during his campaign. In addi- 
tion, he gave away prizes valued 
at $6,000 to showroom visitors, in- 
cluding the downpayments on six 
new cars. 

Over a seven-day period, he 
used 300 radio spot announce- 
ments and 40 television spots. In 


addition to this, he used 20 hours 
of radio programs which origi- 
nated in his showroom, 

Prior to the opening, Ramp was 
host at a press luncheon for In- 
dianapolis business and automotive 
writers and radio news editors. 
Ramp’s appointment as a Packard 
dealer was announced and O. F. 
Frost, Packard assistant general 
sales manager, explained the fac- 
tory’s program for 1953. 

Then the dealership took full- 
page newspaper advertisements to 
announce daily happenings at the 
showroom, supplementing them 
with the radio and TV spots. Over 
10,000 invitations were sent to pros- 
pective buyers. 

Each afternoon there was a 3%- 
hour disc jockey radio show from 
the showroom; at dinner time a 
15-minute sportscast, and in the 
evening a 15-minute interview show 
from the dealership. Ramp lined 
up baseball, football and basketball 
stars for personal appearances. 

There was a special “Ladies 
Day” and a “Suburban Day,” and 
a sound truck drove through In- 
dianapolis streets spreading the 
word that prizes and entertain- 
ment were available at John 
Ramp, Inc. 

As visitors arrived, they regis- 
tered to become eligible for one of 
the downpayments or one of the 
other merchandise prizes. They 
were invited to take a demonstra- 
tion drive in a new car, and upon 
their return were introduced to a 
salesman who showed them the 
dealership’s facilities for service 
and discussed features of the new 
cars. 

Concurrent classified advertising 
called attertion to Ramp’s used- 
car operation as well. 





Willys Provides Chariot for Ohio's Queen— 


Janet Bailey (center), of Akron, who has been crowned Miss Ohio Sesquicentennial, 
and her court look over a new Willys hardtop, which will be her official car through- 
out Ohio's sesquicentennial celebration. The auto was awarded to her by Willys. With 
Miss Bailey are (from left) Martha Zimmerman, of Youngstown; Sara Lou Gettinger, of 
Columbus; Joan Powell, of Canton; Elizabeth Spahr, of Xenia; Mary Skinner, of 


Gallopolis, and Pat Kelley, of Delaware. 





$70 Billion Budget 
Is Proposed by 


Businessmen 


WASHINGTON. — How much 
should Uncle Sam cut expenses 
next year and where should the 
cuts be made? 

To find out where businessmen 
stand on this issue, the U. S. Cham- 
ber of Commerce has queried its 
members. 

Of more than 2,300 who replied, 
97 percent said they want a pay- 
as-you-go Federal budget with 
spending held to $70 billion or 
less. 

Answers to the question, “Where 
do you think the cuts should be 
made?” favored reducing waste in 
military expenses and foreign aid. 
Other Federal operations which 
should be reduced, businessmen 
said, are the Tennessee Valley Au- 
thority, farm price supports and 
grants-in-aid to the states for social 
welfare programs. 

The $78.6 billion budget President 
Truman sent to Congress would 
cost the average American family 
$1,757 in fiscal 1954. But if the cuts 
recommended by businessmen were 
made, the national burden per 
family would be reduced by $192. 

The chamber says it will co- 
operate with the new Administra- 
tion in seeking budget reductions 
without impairing the national 
defense or efficient government 
service. 

For example, the chamber will 
support the proposal by Senator 
Harry F. Byrd, Virginia Democrat, 
for a review of all existing pro- 
grams and: commitments to deter- 
mine what can be eliminated, re- 
duced or returned to state and local 
governments. 

At the same time, the chamber 
plans to work for improvement of 
budgetary controls in Congress. One 
suggestion would combine House 
and Senate appropriations hearings. 


Under present procedure, much 
time is consumed by duplicate 
hearings. 


Dow to Package 


Antifreeze Brands 


MIDLAND, Mich.—Dow Chemical 
Co., producer of ethylene glycol, the 
principal ingredient of permanent- 

eben type antifreezes, 
‘ is now packaging 
permanent anti- 
freeze under cus- 
tomers’ private- 
brand labels. 

The product, ac- 
cording to Donald 
Williams, director 
of sales, contains 
a new chemical 
concentrate for 
added motor ve- 
hicle protection. 
He said the company’s entry into 
this field will be supported by a 
national advertising campaign. 

Ernest Briggs jr., former head 
of aromatic sales, has been ap- 
pointed to a position in a new 
section of organic chemicals sales 
to handle the merchandising and 
promotion of the antifreeze prod- 
uct. 


Ernest Briggs jr. 


Letterbox 


(Continued from Page 4) 


been through 10 depression years. 
Incomes are low. People have no 
money. Times are very hard. 

So let’s be smart. Let’s advertise: 
“No Down Payment.” Let’s adver- 
tise: “Most liberal terms in town.” 
Let’s advertise: “Three Years to 
Pay.” Forget the man who has 
money; forget the talk of sound- 
ness. Let’s make our “pitch” for 
the poor risk, the fellow who is 
broke. We realize that the poor 
risk, with no money, is our best 
customer. 

Seriously, if the goal of dealers 
(perhaps St. Louis is an excep- 
tion) is to give away their profit, 
move their cars on unsound 
terms, and “go for broke,” then 
their advertising is ideally de- 
signed to accomplish that goal. 

I wonder if there is not a market 
yet where honest dealings, truthful 
statements and good service would 
not tempt in the customer who 
wants a good car, can pay a proper 

down payment and finish paying 
for his car before it becomes an 
antique. Some day a dealer will 
direct his appeal to that market.— 
ILuinois READER. 
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e e $1,600. ’51 Deluxe sedan, $1,430, $1,310. e 
42 Custom sedan, $175 | P ~ 
Used-Car Auction Prices | corer? cote im, aso. «| Average Used-Car Prices 
Custom sedan, $770. ‘47 Custom sedan, 
565. °46 %-t ick 230. ’42 Cus- ; ; 
teen sedan, $280. ne > (Compiled by Automotive News) 
Market Trend FORD—’52 Mainline (8) sedan, $1,470, $1,- | Jan. 1953 Dec Nov 
440, $1,420, 2 at $1,410, $1,340. '51 | 957* $1,042 $1,092 Model (to date) 1952 1952 | 
The used-car market continued to firm up last week, according to | ey Deane er Fg er $ , or, 1953 $2,349 j 
* " bag * 4 . . s } eluxe sedan, .175, ’ ‘ , »| ms are a. i 
Automotive News’ used-car price index, with the overall average price $1,060, $1,040, 2’ at $1,030, $1,020." '50 1952 1,853 $2,011 $2,069 | 
(53 models not included) rising $7 to stand at $957. Deluxe (6) sedan, $900, ‘49 Custom (8) 1951 1,346 1,476 1,525 
Later model cars scored the biggest gains, the index showed, with | S799", $835, $520. $778. $770, Srey iS 1950 1,084 1,182 1,254 | 
52s leading the field with a boost of $32. Others to perk up were ’5ls, | sedan, $480. °46 SD (8) sedan, $280; 1949 852 927 976 | 
up $8; "50s, $4, and "47s, $11. SD (6) sedan, $310 1948 638 677 125 
Losses were all minor, as ’48s lost only $4 and ’46s, $1, The price of | KAISER ~'49 Traveler, $375, $050. . 1947 509 566 606 
498 remained unchanged. ’53s fell off again last week, as more of the | “IYOOhN —— CC $610 1946......... 419 456 488 
lower-priced cars were offered at the block, wa yey a. “—— Overall ir 
5 MERCURY—’51 sedan, $1,125. ‘49 sedan, ; ; " A $ 957* 1,042 1,092 j 
More cars were offered at the auctions last week, but the sales ratio $575. = sedan, $685, $525. °46 club Does not include 1953 model prices. verage 5 $1, $1, 
fell off 3 percentage points, according to the index. At 11 representa- naa one re Seenten. Cet, 91,400 (The above figures are averages of used-car auction prices, all 
tive auctions last week, 2,037 cars were offered and 1,330 sold for an ‘50 Statesman sedan, $695. °48 (600) makes and models, carried regularly in Automotive News.) 
average of 65 percent. At the same auctions a week earlier, 1,525 cars sedan, $655. °47 Ambassador sedan, $410. 
, , ‘46 Ambassador sedan, $350. 
— offered, and a one ae a eee « s pare, : OLDSMOBILE—’53 Super (88) sedan, §3,- $1,400. ‘48 Champion sedan, $545. FORD —'51 Deluxe (6) 2-dr., $1,035*. ‘50 
Prices marked with an * indicate a unit equipped with an automatic 050%. '51 (98) sedan, $1,480*. '50 (98) | MISCELLANEOUS -- ‘48 Anglia sedan, Custom (8) 2-dr., $980. ‘49 Custom (8) 
transmission or overdrive, and (ps) indicates power steering. sedan, $1,285*. '49 (88) sedan, $1,070*.| $155. 4-dr., $725*. 
rareanenn' con. g725 CLEVELAND. O HUDSON—'49 Super (6) 4-dr., $695. ‘45 
, 330; § - b 0. 7 ; a , . A I e Commodore (8) 4-dr., $500. °48 Commo- 
PHILADELPHIA Super sean, $160.41 Super setae, $200 | PLYMOUTH—'52 Cambridge sedan, 2 at . giles ee ne i to pemeics 
(H. B. Robinson Auto Sale Auction. Sale| °39 Special sedan, $110. ga oe eae” on aa" s" : rH ae la a war | for wale of Jan. 20 “sia KAISER —’53 Manhattan 4-dr., $2,400*. '48 
every Tuesday and Thursday. Prices are | CaApILLAC—'49 (62) conv., $2,100* Sr den, Ses ba she’ ti at . eS eee oe ea 4-dr. sedan, $360, $435. 
for sales of Jan. 8-13.) CHEVROLET —'52 SL Delu: sedan, $1,- $1,305, 2 at $1,300, $1,295, $1,285, $1,- (Wholesale activity has picked up. Re- - Betas 
C c 52 SL Deluxe sedan, : 260. ‘51 Belvedere, $1,370; Cambridge Sold 2 i OLDSMOBILE—’49 (98) sedan, $925*. 
(Prices same as last week; might be 410; SL Special sedan, $1,370. '51 Bel Air, sedan, $1,280, $1,210, $1,175, $1,160, $1,- tail still reported poor. Sol 27 units P e ° 
slightly higher on cleanest models, More $1,510; SL Special sedan, $1,160, $1,125; 120, $1,115, 2 at $1,110, $1,100, $1,030 out of 53 offerings.) a 49 Clipper 2-dr., $720. "48 
cars needed. Sold 141 units out of 185 FL Deluxe sedan, $1,335. '50 FL Deluxe| +59’ Deluxe’ sedan, $390. 49 SD sedan. | CHEVROLET—'52 SL Deluxe 2-dr., $1,470. | Clipper 4-dr.. $720. 

, e sedan, $890. SD s ° ° PLYMOUTH—'51 Cambridge 4-dr., $1,085 
offerings.) sedan, $1,000. 49 FL Deluxe sedan, $980, $930. '48 SD sedan, $700; Deluxe 51 Bel Air, $1,225 ‘49 SD 4-dr.. $845, §710. '48 SD 4-dr 
BUICK—'52 Super Riviera 4-dr., $2,300*. | $925, $900. "48 FI. sedan, $770, $730;| sedan, $760, $750. '46 SD sedan, $560. | CHRYSLER—'52 Windsor club coupe, $1,-| 675. ms : ; : - 

’51 Super 4-dr., $1,460*. '50 Super Rivi-| SM sedan, $620 '47 SM sedan, $550. | poNTIAC—'49 Chieftain (6) sedan, $1,150. | 840%. 51 Windsor club coupe, $1,530*. | pONTIAC — '49 Deluxe (6) club coupe 
era 4-dr., $1,330; Special sedan, $1,125, 46 SM sedan, $470. ‘41 SD sedan, $180. '48 Torpedo (6) sedan, $625. ‘47 Tor-| DeSOTO—'51 Custom 4-dr., $1,405*. '50/  c55- Deluxe (8) 2-dr.. $1,050*. 48 SL 
$850. '49 RM_ sedan, $790. ‘48 RM | CHRYSLER 46 Windsor sedan, $420. pedo (8) sedan, $450. ‘40 sedan, $175. | Custom conv., $1,305*. (8) 4-dr., $690. °47 SL (6) club coupe 
conv., $550. ‘47 Super sedan, $610. ‘46 | DeSOTO-—-'53 PM sedan, $2,550. '52 Fire | STUDEBAKER -- °52 Commander sedan, | DODGE—’51 Coronet 4-dr., $1,340*. $535. 7 - r 








OAKLAND, CALIF. 
A TRUE SUCCESS STORY (Pollock's Used Car nian. Sale every 


STATUES DONT THROW NOISY PARTIES , "eee naa 


(Prices remained about steady.) 
BUICK—’51 Super Riviera club coupe, $1,- 
Surrounded by the Nation’s Greatest Leaders, 
George Pondered His Future—and Came Up With the Wrong 


900*. '50 Special 4-dr., $1,105, $1,035, 
Answer. Then a Tragic Accident Helped Him Find Himself. 


$1,410*, $1,350*, $1.320*. °48 RM 4-dr., 
$775*, $650*. '47 Super 4-dr., $695, $510. 
’46 Super 4-dr., $590. 

CADILLAC—'51 Coupe deVille, $3,605*. '49 
= sedan, $1,950*. ‘46 (62) 4-dr., $1,- 


| CHEVROLET—’52 SL Deluxe 4-dr., $1,- 
| 605*, $1,700*. ’51 SL Deluxe 4-dr., $1,- 
475, $1,350, $1,270; 2-dr., $1,525. ’'50 
SL Deluxe 2-dr., $1,110; club coupe, §$1,- 
165. °49 SL Deluxe club coupe, $835. 
| $730; 2-dr., $925; 4-dr., $1,060. '48 SM 
| 4-dr., $750; FL 2-dr., $805, $705, $730; 
| SM 4-dr., $805; 2-dr., $920. ‘47 SM 
4-dr., $480; 2-dr., $650. °46 FL 2-dr., 
$520. °41 club coupe, $270. °40 4-dr., 







| $200. 

CHRYSLER—'49 4-dr., $1,170*. 

DeSOTO—’52 Custom 4-dr., $1,965*. ‘°49 
Custom 4-dr., $790; club coupe, $890. 
46 Custom club coupe, $675. 

DODGE—’52 Coronet 4-dr., $1,840*. ’51 
Coronet 2-dr., $1,295*. °47 Custom 4-dr., 
$605; conv., $580. 

FORD—’51 (8) %-ton stake, $1,100; Cus- 
tom (8) 2-dr., $1,240; 4-dr., $1,500*. 
"50 Custom (8) 4-dr., $1,055, $1,130, 

oa $1,000, $1,005. °49 Custom (8) 4-dr., 
$850, $935; Custom (6) 2-dr., $880. °47 
SD (8) 2-dr., $500. °46 SD (8) conv., 
$455. 

FRAZER—’48 4-dr., $630. 

HUDSON—’49 Super (6) 2-dr., $890. °48 





Reading time: 1 minute. 43 seconds 


I. THE silent hospital room, the 25-year-old youth, head 





swathed in bandages. moodily inspected his hands. Be- } a a ee 
° ° | 4-dr., $335. '46 Super (6) 4-dr., $200. 

neath layers of gauze, they were stiff and painful, the 7 KAISER—'51 4-dr., $1,430*. 
result of cruel burns. It was 1923. He decided he had made the wrong turn and reluctantly | “Saeko sae club coupe, $975; 4-dr., 
“As a mechanic, my hands had been my life and returned home to work in a dealer’s garage. MERCURY "52 ‘-ar., $2,200; ub coupe. 
future,” George says today. “In a second, that was fin- I was there only a few years when the boiler ex- $1,700. 50 4-dr.. $1,350; club ceupe. 
ished. A boiler had exploded in the garage where I was ploded,” George remembered. “I landed in the hospital a ces. ak a a eae 
. . s . ” club coupe, ih station wagon, 

working. Steam scalded my hands and body. For 18 badly frightened for my future. $650. "46 3-dr., $510. 
months, I was in bed. I felt pretty sorry for myself.” Unable to resume his mechanics’ trade, George was Meg ye ee Pg 
It’s hard to reconcile George today with the brood- made a salesman at the dealership. OLDSMOBILE_-'51 (98) 4-dr., $1.850°. '50 
ing boy in the hospital. At 55 he is a vital influence in I didn’t think I would be any good,” he said. “I’m sree; cout.” Sees. 47 (1B) 4dr, $000, 
the town where he operates a very successful Dodge- not glib. In the early days, salesmen were horse traders. 2-2, $525; conv., $490. °46 (76) 4-dr., 
Plymouth dealership. Only the scar tissue on his hands They talked about cars like horses.” PACKARD 52 (200) 2-dr., $2,100*. 51 
bridges the years. But he prospered “] (200) 2-dr., $1,560%; (400) 4-dr., $2,- 
. ‘ ; 2 s . 000°. 

a Five years before the accident—in 1918—George had think people were glad to buy | PONTIAC 2 ae Oe Es 
joined the army. His natural mechanical ability was from somebody they trusted. cane Geen on. Ce ee 
quickly recognized. Stationed at New York University he I just tried to be myself.” Chieftain (8) 4-dr., $1,125. '48 Culnmat 
i i i achi ‘ - . (8) conv., $725; SL (8) coupe, 00; 
taught recruits automobile maintenance. Teaching at a In two years, his commis- 4-dr., $775. °47 SL (8) 4-dr., $575; (8) 


station wagon, $550; SL (6) 2-dr., $435. 


university was a heady experience for a youth who went 
°46 Chieftain (8) 2-dr., $550; club coupe, 


sions soared so high that he 





to work in a factory after grammar school. wae tabeen be the bendenes Gs sane. 
‘ PLYMOUTH—’52 Cranbrook 4-dr., $1,660, 
® partner. $1,600, $1,615. ‘51 Concord 2-dr., $1,- 
In 1936, he became sole Fe ke oe ae 
owner of the Dodge-Plymouth dealership—“cars I could 4-dr., $605. : ‘ 
sell with confidence.” STUDEBAKER—’50 Champion 2-dr., $990, 
. ‘7 = $1,020*. °48 Commander coupe, $755. 
A civic leader, George has helped his town grow. He WILLYS—'52 Aero Lark 2-dr., $1,620, $1,- 
has been instrumental in attracting industry, even organ- Ta 
ized and operated a defense plant during World War II. ALBANY, N. Y. 
“Dealers,” he said, “should take an interest in commu- (Tim Anspach Auto Auction. Sale every 
ity ; irs. N i : »ndi mS 5 Monday. Prices are for sale of Jan. 19.) 
nity affairs. Not just attending luncheons. But they should its dee a dan ee, ee 
be in the thick of it whenever there is something to do. on average cars, but lower on rough 
° . a units. Sold 103 units out of 126 offer- 
“After all, no businessman can take his living out meg . 
of a town and not put anything back.” BUICK—'52 Super Riviera sedan, $2,300°. 
: ’51 Super sedan, $1,600*%; RM _ sedan, 





$1,750*, $1,700*, $1,620°; Special sedan, 
$1,620*. °50 Special sedan, $1,030*. ‘49 
RM sedan, $960*, $1,050*; Super sedan, 
$890. °46 Super sedan, $285, $490. 

CADILLAC—’52 (62) sedan, $3,650*°, $3,- 
750°. ‘51 (62) sedan, $2,850°; (60) 
sedan, $2,960*. ‘47 (62) sedan, $1,000°. 

CHEVROLET—’53 (210) club ceupe, $1,- 
850; sedan, $2,150*; (150) sedan, $1,850; 
Bel Air sedan, $2,140. ‘52 SL Deluxe 
sedan, $1,700, $1,510*, $1,750. ‘51 FL 
Deluxe sedan, $1,335, $1,340; SL Deluxe 
sedan, $1,295. '50 FL Deluxe sedan, $1,- 
160; SL Deluxe sedan, $1,150; station 
wagon, $1,275; SL Special sedan, $990. 
"49 SL Special sedan, $840; SL Deluxe 
sedan, $890. ‘48 SM sedan, $550; FM 
conv., §710. ‘47 SM sedan, $600. ‘42 
SM club coupe, $150. 








“Our barracks.” George recalled, “was in New York’s Write for our free booklet of true stories | 
about enterprising men. Chrysler Corporation, 


Hall of Fame. It was a peaceful spot. Statues don’t Highland Park 3, Michigan 
throw noisy parties.” * 

At night in the lofty company of Washington, Lincoln, se ee wee © 
Franklin, and other American greats, George gazed out 
at New York from the Hall of Fame and contemplated 
his post-war future. His fortune, he decided, waited for 
him not in his small home town but in the bustling 
avenues of New York City. 

On discharge, he embarked on his big city career 
working for an automobile factory branch. But some- | 
thing was wrong. The promise of the city, which seemed , | CHRYSLER—'48 NY sedan, $770* 
so bright at the Hall, dulled. George grew restless for ery é 7 i | eae Pee eae: ss. 
the familiar, friendly surroundings of his home town. ‘ Ai @ | sedan, $2,250*. ‘46 Custom sedan, $480. 

‘36 ambulance, $160. 


® FORD — '53 Custom (8) sedan, $2,150*; 
Mainline (6) sedan, $1,935*. ‘52 ranch 


CHRYSLER CORPORATION purmoutn - vooce . vesoto + CHRYSLER + DODGE “JOB-RATED" TRUCKS ie “Gh Suaem Cl ceeee, “Oak 


FINE CARS OF GREAT VALUE (Continued on Page 38, Col. 3) 








DEALERS in Chrysler Corporation 
Products are selected for their in- 

tegrity and merchandising skill... to 
serve expertly the ever-growing 

preference for the superior cars 
and trucks that are products of 
Chrysler Engineering 
Leadership. 
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New York Wrestles 
With Traffic Crisis 


NEW YORK.—A recent study of 
population movements in 1940-50 
showed that much of the growth) 
in New York City’s outer boroughs | 


New York City is rightly proud 
of its arterial highway system. 
Much progress has been made in 
expanding these highways and 


occurred more than one mile from| making them more serviceable. 


subway stations, and two-thirds of | 
the suburban growth took place| 
within one mile of arterial high- 
ways. 

According to Henry Fagin, 
planning director of the Regional 
Plan Assn., this indicates that 
“more and more people in the 
metropolitan region may be turn- 
ing from rail to motor vehicles 
as the principal means of getting 
to work.” 


But the fact is that when they! 


reach the metropolitan area, driv-| 
ers are faced with a gigantic traf- 
fic jam and almost insuperable 
parking difficulties. Fagin sug- 





But conversely this has aggra- 
vated the situation within the city. 
These highways make it easier to 
drive to work, Although highway 
congestions have been alleviated, 
the burden within the city has 
become heavier. 

The same Administration which 
has eased traffic on arterial high- 


ways has permitted the streets of |, 


New York to clog to such an ex- 
tent that traffic many times comes 
to a standstill at peak hours. 

The recent bus strike, which left 
3,500,000 riders to their own de- 
vices, proved that the transporta- 
tion system of the city, coupled 





gested an improved rapid transit| with automobiles and pooled rides, 
system to maintain the economic | could easily accommodate the extra 
status of the older centers of the/| load. This further served to reduce 


city. 

Since 1947, auto dealers have 
been campaigning to get the city’s 
traffic ills corrected. 


Chanslor & Lyon Adds 
South California Firm 


LOS ANGELES—Chanslor &| 
Lyon Co. has acquired the six out- 
lets of Hockaday & Phillips, Inc., 
automotive parts distributor in 
Orange County for 32 years, it is 
announced by Roy D. Adams, 
Chanslor & Lyon president. 

Adams said his firm will retain 
Hockaday & Phillips’ operating 


personnel. The stores will be under 
the direction of Walter Wood, 
Chanslor & Lyon vice-president and 
southern California district man- 
ager, with headquarters here. 


|clogging of streets to an almost 


forgotten extent. 

It is now being suggested by 
newspapers and civic organiza- 
tions that New York’s streets are 
too well populated with buses, and 
officials are being urged to re- 
examine the transportation needs 
of the city. 

Dealers contend that a strict 
policy of law enforcement and 
education, along with self-help 
from the city in the areas of 
parking and traffic, are the only 
measures to solve the present 
problems. 

Another suggestion has _ been 
made that automobile owners be 
taxed by a road toll. But this trend 
toward more toll roads, dealers 
feel, is not the answer. 

They point out that automobiles 


of . en es, 


Cadillac Service Hub— 


M. S. Lester, manager of Cadillac's San 
Francisco branch, signs a lease for the 
new service department which the factory 
has opened in the Stonestown shopping 
center in San Francisco. Henry Stoneson, 
builder of the Stonestown development, 
looks on. The new service center boasts 
57,000 square feet of working area on 
two floors. 


are not a luxury, but a necessity, 
and that trucks are an essential 
without which industry and farm- 
ing would come to a sudden halt. 
Dealers also question the valid- 
ity of further taxing automobile 
drivers to provide more adequate 
facilities, when everyone in the 
community—driver or not—enjoys 
the fruits of the improvements. 


GMC Names Copeland 


Bill Copeland, former operator 
of Copeland Used Car Sales, Rus- 
siaville, Ind., has been named a 
GMC dealer in Kokomo. He will 
operate as Copeland GMC Co. 
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Used-Car Notes 





Beets, Rhea Set Up Firm 


With 2 Lots in Paola, Kans. 


PAOLA, Kans.—Alfred Beets and 
Jack Rhea have formed Beets-Rhea 
Motor Co., used-car partnership. 
There are two lots, one at 719 Sil- 
ver St. and the other at the Ni- 
cholson Drug Store. 

* * * 


Ogletree Joins Burkhim 
GAINESVILLE, Fla. — Warren 
Ogletree, former Hudson dealer 
here, has bought an interest in the 
used-car business of Louis J. Burk- 
him. The new firm will be named 
Burkhim-Ogletree Motor Co. 


* * * 


Flint U.C. Dealers Wish 


Happy Birthday to Buick 

FLINT. — Twenty-nine members 
of the Flint Used Car Dealers Assn. 
have joined in wishing Buick 
“many happy returns” on its 50th 
anniversary. 

The association’s nod to the Gen- 
eral Motors division came in a full- 
page advertisement in the Flint 
Journal, citing “the steady progress 
and the many outstanding contri- 
butions” Buick has made to the 
city during the half-century. 


Helping Hand 
Providence Children Find 


Friend in Kaplan 


PROVIDENCE. — Jake Kaplan, 
owner of Trinity Auto Sales (used 
cars) and Foreign Cars, Ltd., of 
Rhode Island, is fast becoming 
known for his good works. 

Every Halloween, Kaplan gives 
away a bicycle to a boy and girl 
in the community. When a boy 
lost both arms after coming in 
contact with a high-tension wire, 
Kaplan bought him a television set. 
When a newsboy had his bicycle 


stolen recently while delivering 
papers, Kaplan promptly provided 
a new bike for him, 

And at Christmastime, Santa 
Claus himself couldn’t do more 
than Kaplan does for underprivi- 
leged youngsters. 

* + 


Richmond Buys Land 


AUGUSTA, Ga.—Richmond Motor 
Co., Inc., a used-car business, has 
purchased adjoining property for 
approximately $100,000. The com- 
pany plans a larger office building, 
a garage and a parts building. 

* * * 


New Lot in St. Petersburg 


ST. PETERSBURG, Fla.—W. J. 
McCrea has established a used-car 
business here at 117 S. Third St. 

. * = 


Rockwell Opens Lot 
COLUMBUS, O.—Kenneth Rock- 
well has opened a used-car lot here 
at 961 Summit St. 
. * oa 


Clay Sells Used Trucks 


MEMPHIS.—J. N. Clay ir. has 
opened a used-truck business at 333 
Monroe Ave. Clay has been in the 
truck trade in Memphis for more 


than 20 years. 
. * * 


18 Used Cars Indoors 


BRADDOCK, Pa.—Frank J. Riley, 
used-car dealer on the main floor 
of apartments at 315 Braddock 
Ave., has an indoor showroom large 
enough to display 18 cars. 


Self in Larger Quarters 

Ken Self Motor Co. (Lincoln- 
Mercury), of Twin Falls, Id., is now 
located in larger quarters at 351 E. 
Main Ave. In addition to sales and 
service, Self has a 24-hour wrecker 
service, a used-car lot at 501 E. 
Main Ave., and a paint and body 
shop at 250 S. Third Ave. 








THE PARTS CORPORATION 
1032 AP Building -« 


MUFFLERS ¢« PIPES « MIRACLE POWER « daf 123 


Lubricates 


Miracle Power Division 


Toledo 1, 
Manufacturers of: 


Ohio 


The fastest growing lubrication aid on the market! There is no doubt that 
Miracle Power is booming into the top spot in its field. In three short years, 
Miracle Power sales have gained 715%. 

Why this amazing growth? 

Because every day more and more car owners are proving to themselves 
that Miracle Power improves engine performance—and because every 
day more and more dealers and wholesalers realize that Miracle Power's 
high quality means high profits. 

Miracle Power is backed by facts—not claims. And it is promoted by the 
most complete advertising campaign in the industry. 

Protect your own reputation—sell the lubrication aid backed by facts. 
For full information, write today or call your jobber. 
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Prevents Dry STARTING Damage 
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Dodge Factory Executives Meet with Dealer Advisory Conference— 


Members of the Dodge Dealer Advisory Conference gather with Dodge officials and department heads in Detroit. In first 
row (from left) are T. A. Galyean, Charleston, W. Va.; Robert J. Young, New Orleans; John P. Hughes jr., Lynchburg, Va.; Earle 
E. Bitzer, East St. Louis, Ill.; William C. Newberg, president of Dodge; Clifford M. Bishop, New York; E. C. Dock, general sales 
manager of Dodge; L. J. Purdy, Dodge general manager for trucks; William A. Sutton, Sacramento, Calif.; James A. Mason, 
Ferndale, Mich.; Frank B. Sanders, Des Moines; Fred J. Dose, Brooklyn, and L. J. Ouellette, director of the conference. Second row: 
Howard Koehn, Danville, Ill.; R. Harold Craig, Albany, alternate for Clell S. Forsythe, Syracuse; L. F. Desmond, Dodge car sales 
manager; William S. Woolsey, Dodge truck sales manager; Paul Ruch, Clearfield, Pa.; E. C. Roney, Detroit; Walter Grabski, 
Cleveland; Ferris Miles, Redwood City, Calif.; George R. Lindblom, Milwaukee; Ralph L. Fry, Pocatello, Id.; B. B. Settle, Dodge 
director of service; Martin W. Chamberlain, Dodge business management manager, and A. E. Horne, Dodge car advertising 
manager. Third row: J. Frank Norris jr., Charleston, S. C.; Eddie Nelson, Huntington Park, Calif.; Harry J. Burkett, Houston; 
C. B. Smith, Austin, Tex.; Roland H. Record, Kansas City; Victor J. Zabek, Palmer, Mass.; Frank S. Shy, Providence; Robert C. 
Hess, Lancaster, Pa.; Orval Spann, Ada, Okla.; M. B. Casler, Birmingham, Ala.; Joseph B. Hedrick, Montgomery, Ala.; W. L. 
Kessinger, Dodge truck advertising manager, and Walter Foraker, Dodge director of distribution. Robert E. Mulvany, of Billings, 


Mont., was not present for the photo. 


Lindblom Elected to Lead 


Dodge Dealer 


DETROIT.—George R. Lindblom, 
president of Edwards Motor Co., 
Milwaukee, was elected national 
chairman of the 1953 Dodge Dealer 
Advisory Conference as the 29 
members met in Detroit for their 
semi-annual business session, it 
was announced last week. 

James A. Mason, president of 
Hodges Auto Sales, Ferndale, 
Mich., was elected vice-chairman; 
Frank 8S, Shy, president of W. B. 
Hamblin, Inc., Providence, re- 
cording secretary, and Fred J. 

Dose, vice-president of Bishop, 
McCormick & Bishop, Brooklyn, 
N. Y., chairman of the public 
relations committee. 

Clifford M. Bishop, president of 
Bishop, McCormick & Bishop, New 
York City, was named lifetime 
honorary chairman of the confer- 
ence as a tribute for the work he 
has done in helping form the con- 
ference and his service as national 
chairman in 1951-52. 


The five dealers also will com- 


Council 


prise the national executive com- 
mittee. 

The conference was addressed 
by L. L. Colbert, president of 
Chrysler Corp.; A. vanderZee, sales 


Chrysler 


(Continued from Page 2) 
arbitration board procedure es- 
stablished to determine the 
existence of a justifiable cause 
for cancellation? 

“Do you want territory protection 
guaranteed? 

“Would you be willing to agree to 
buy a definite number of cars, 
accessories and parts each year? 

“Are you being pressured to buy 
special tools which you don’t 
need ?” 

Other questions related to being 
forced to take trucks not ordered, 
to accepting body styles which 
were not ordered, to promotional 
equipment and other “gadgets” not 
needed, and to methods of trans- 
porting cars from the factory to 
the dealership. 








TURNTABLES! 


DIRECT FROM THE MANUFACTURER TO YOU 





Set up your 


limited time 


$495” 


F.O.B. Port Chester 
Write for catalog No. 9 


MACTON MACHINERY CO., 


217 LOCUST AVENUE e 


own NEW CAR SHOW! 

© Costs about 1 cent per hour to operate 
® Collector rings for interior lighting 

® Drive on runway ® 4500 Ib. Capacity 


® Unconditionally Guaranteed for 1 year 


INC. 
PORT CHESTER, N. Y. 





* * * 


vice-president of the corporation, 
and W. C. Newberg, president of 
Dodge. E. C. Dock, general sales 
manager of Dodge; L. J. Ouellette, 
director of the conference, and 
other Dodge officials discussed busi- 
ness topics of mutual interest with 
the conference. 

Members of five national com- 
mittees named for 1953 are: 

Pusuic Revrations—Chairman, 
Dose; M. B. Casler, Liberty Motors, 
Inc., Birmingham, Ala.; Walter 
Grabski, Walter Grabski Co., Cleve- 
land; Eddie Nelson, Eddie Nelson, 
Inc., Huntington Park, Calif., and 
Frank B. Sanders, Sanders Motor 
Co., Des Moines. 


Vehicle Service and Main- 
tenance — Chairman, Paul Ruch, 
City Auto Sales, Inc., Clearfield, 
Pa.; Joseph B. Hedrick, Hedrick 
Motor Co., Inc., Montgomery, 
Ala.; Ferris Miles, Ferris Miles, 
Inc., Redwood City, Calif.; Ed- 
ward C. Roney, Roney-Cramer 
Co., Detroit, and C. B. Smith, 
“CB” Smith Motors, Austin, Tex. 


DeaLER-Factory RELaTions—Chair- 
man, T. A. Galyean, Tag Galyean, 
Inc., Charleston, W. Va.; Robert C. 
Hess, Bob Hess, Inc., Lancaster, 
Pa.; J. Frank Norris, Frank Norris 
Motors, Charleston, S. C.; Roland 
H. Record, Jackson Motors, Inc., 
Kansas City, and Orval Spann, 
Spann Motor Co., Ada, Okla. 


Business MANAGEMENT, REPORTING 
AND AccouNTING — Chairman, How- 


ard Koehn, Koehn Motors, Inc., 
Danville, Ill.; Harry J. Burkett, 
Burkett Motors, Inc., Houston; 


John P. Hughes jr., John P. Hughes 
Motor Co., Inc., Lynchburg, Va.; 
William A. Sutton, Wm. A. Sutton 
Co., Sacramento, Calif., and Victor 
J. Zabek, Zabek Motor Sales, 
Palmer, Mass. 


ADVERTISING AND MERCHANDISING— 
Chairman, Clell S. Forsythe, Clell 
Forsythe Motors Corp., Syracuse; 
Earle E. Bitzer, Bitzer Motor Co., 
East St. Louis, Ill.; Ralph L. Fry, 
Blair-Fry Motor Co., Pocatello, Id.; 
Robert E. Mulvaney, Mulvaney 
Motor Co., Billings, Mont., and Rob- 
ert J. Young, R. J. Young Motor 
Co., Inc., New Orleans. 


Buick History 
Souvenir Pictorial Covers 


50-Year Rise 


DETROIT.—To commemorate its 
50th anniversary, Buick has pub- 
lished a souvenir pictorial history 
entitled, “Buick’s First Half Cen- 
tury.” 

On 76 pages, packed with pictures 
and information, a large part of 
the nation’s history of transporta- 
tion comes alive. 


When David D. Buick started his 
automobile business in 1903, he 
built 16 cars the first year and 37 
the second year. Within a decade, 
the book relates, the Buick plant 
had grown to be the largest in the 
industry. 





‘Good Business’ Angle Stressed . . . 


PAR Says Highways 


Don’t Cost, 


NEW YORK.—Predicting a pos- 
sible increase of three million 
motor vehicles next year, Arthur 
C. Butler, National Highway Users 
Conference director, declared here 
that more highway improvement is 
just “good business.” 

Speaking before the Texaco 
Round Table on Project—Adequate 
Roads, of which he is secretary, 


3-Month Sales Set 
Willys Record; 
Net $2,124,884 


TOLEDO.—Record quarterly sales 
of $94,066,293 were reported last 
week by Willys-Overland for the 
three months ended Dec. 31, the 
first quarter of the company’s 1953 
fiscal year. The gain was 42.6 per- 
cent over sales of $65,975,662 in the 
three months ended Dec. 31, 1951. 

Total earnings before taxes in the 
1952 quarter amounted to $6,634,584, 
compared with $5,180,945 for the 
corresponding period of the pre- 
vious year. 

Net income after all taxes 
amounted to $2,124,884, which com- 
pares with $1,603,345 in the Decem- 
ber quarter of 1951. The current 
quarter net income was equal to 
72 cents a share, an increase of 
36 percent over per share earnings 
of 53 cents for the previous year’s 
December quarter. 


Witnesses Tell 
Of Knetzer’s 
Car Dealings 


SPRINGFIELD, Ill.—The trial of 
Robert L. Knetzer, former “new- 
used” car dealer who is accused of 
concealing $750,000 in bankruptcy 
proceedings, continued last week 
with the testimony of witnesses. 

Mrs. Eulilah McAninch, of Ed- 
wardsville, Ill, Knetzer’s former 
secretary, testified about the rela- 
tionship between Knetzer and Ar- 
thur Kramer, of Jerseyville, Ill., a 
farmer and Knetzer’s chief agent 
and associate. 

She said that Knetzer obtained 
cars for Kramer to turn over to 
depositors, though not as many 
were delivered as there were de- 
positors. Asked whether Kramer 
ever wondered where the cars 
came from, the witness said Knet- 
zer called this his “$5 million 
secret.” 

Jack Wolff, former Springfield 
used-car dealer and now a parking 
lot operator in St. Louis, testified 
that he sold cars to Knetzer from 
1946 until shortly before Knetzer’s 
bankruptcy in 1948. The witness 
said Knetzer paid for all cars de- 
livered, except the last eight, on 
which he owed Wolff $20,000. 

Under cross-examination, Wolff 
said he bought “new-used” cars for 
more than the list price and sold 
them to Knetzer for more than the 
list price, plus a profit for himself. 

Dorothy Kelch, Knetzer’s divorced 
wife, who said she became married 
to Knetzer without knowing he was 
already married, will take the stand 
this week. : 





Dealers in Pontiac 


Name Gotham 


PONTIAC. — Henry E. Gotham, 
manager of Pontiac Retail Store, 
will head the Pontiac Automotive 
Trade Assn. for the ensuing year. 
He succeeds H. L. 
Wooton. 

Named with him 
at the organiza- 
tion’s recent an- 
nual meeting were 
Robert Oliver 
(Buick), vice- 
president, and W. 
A. Engelhart 
(Dodge - Plym- 
outh), secretary- 
treasurer. 

The group 
named as directors Ben Jerome jr., 
Paul Riemenschneider, John Braid, 
E. E. Wilson and Wooton. 





H. E. Gotham 


They Pay 


Butler stressed: “Adequate roads 
don’t cost. They pay.” 

Bad traffic conditions, on the 
other hand, cost millions, Butler 
said. “Congestion costs industry a 
million dollars a day here in New 
York alone,” he declared. 

Much of PAR’s purpose is to 
acquaint the “man on the street” 
with the facts about his roads sc 
that he himself will “do the talk- 
ing,” Butler explained. He said fur- 
ther that publicity media have been 
quick to see in PAR “the elements 
of a crusade,” with the result that 
the movement is gathering mo- 
mentum rapidly. 

The need for highway improve- 
ment, according to Butler, is due 
to the tremendous increase in traf- 
fic, and also to the fact that high- 
ways were considered “expendable” 
during World War II and have 
been classed as “deferrable” since 
Korea. 

Bringing the highways “up to 
PAR,” according to Butler, should 
remain an essential part of the 
nation’s continuing defense. Thus, 
he says, if other defense efforts 
taper off, speeding up of highway 
improvement will have the double 
effect of securing defense and tak- 
ing up any possible economic slack. 


Excise 


(Continued from Page 2) 


been attacked from the viewpoint 
of the highway user. 
* 2 * 


12% of Nation’s Taxes 
Paid by Auto World 


CHICAGO. — A survey released 
last week by the American Finance 
Conference here disclosed that mo- 
torists and the automotive industry 
pay $1 of every $8.50, or approxi- 
mately 12 percent, of all Federal, 
state and local government taxes. 


In terms of dollars, this means 
that $7.5 billion of the $61 billion 
tax bill last year was derived from 
the manufacture, sale and use of 
motor vehicles, including Federal 
excise taxes, special state imposts, 
state sales taxes, Federal and state 
corporation taxes, property taxes 
and other types. 


It does not take into account, 
AFC stated, personal income taxes 
paid by more than nine million 
persons in the automotive indus- 
tries, nor taxes of the many busi- 
nesses serving or supported by 
highway transportation. 


EX’ UST ELIMINATING SYSTEMS 





9 SYSTEMS 
TO CHOOSE FROM! 


1. Underfloor disappearing single type—3” 
2. Underfloer twin disappearing type—3” 
3. Underfloor twin plug-in type—3” 

4. Underfloor single plug-in type—3” 

5. Overhead disappearing type—3” 

6. Overhead hanging type—3” 

7. Overhead wall plug-in type—3” 


8. Underfloor disappearing heav —h” 
(for trucks and a or 


9. Overhead hanging heavy ll” 
(for s and a. 


Write for our new Illustrated catalog. 
“The World's Finest Exhaust System" 


ENGWALD CORPORATION 


357 Lafayette Ave., Brooklyn, N. Y. 
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By George Deery 
Associate Editor 
A $10,000 gift to further the study 
of advertising at Wayne University 


in Detroit was revealed when the | 
will of the late Henry T. Ewald, | 


chairman of Campbell-Ewald, ad 
agency, was filed in Probate Court. 
Mr. Ewald died in Detroit recently 
after a brief illness. 


In addition to the Wayne be- 
quest, $121,000 was left to insti- 
tutions, including the Henry T. 
Ewald Foundation. 


There was a gift of $10,000 to the 
Valencia Foundatien, founded by 
Mr. Ewald and some friends to aid 
their personal charities. The foun- 
dation was established in 1929, but 
never had been publicized. 

a * + 


Bronson, of DeSoto, Dies 


Karl H. Bronson, 59, director of 
advertising and sales promotion for 
DeSoto, died Jan. 22, shortly after 
admittance to Henry Ford Hospital 
in Detroit. Mr. Bronson had been 
associated with Chrysler Corp. 
nearly 25 years and was the first 
ad director of DeSoto when it was 
formed in 1928. 

Mr. Bronson was graduated from 
the University of Michigan in 1916. 
During his undergraduate days, he 
worked as a chassis lecturer for the 
late LeRoy Peed, then with the 
old Maxwell Motor Co. and later 
sales vice-president of DeSoto. 

After service in the Army during 
World War I, Mr. Bronson joined 
the ad department of Dodge. He 
left Dodge in 1919 to go with Pack- 
ard’s advertising department. In 
1921, he became assistant ad man- 
ager of the Square D Co. in Detroit. 


* * * 


New Yorker Promotes 2 


Donald Lawder, with the New 
Yorker for 27 years, has been as- 
signed to the new position of man- 





Wm, J. Conrad Don Lawder 


ager in charge of agency relations, 
according to Ray Bowen, ad direc- 
tor. 

Lawder will be succeeded by 
William J. Conrad as automotive 
manager. Conrad has been with the 
publication for 12 years. 

“When I first started covering 
automotive on the New Yorker, 


there were 40 active motor ac-| 
counts,” Lawder states. “Cleveland; | 


Kenosha, Wis.; St. Louis; Indian- 


IH Outlets to Sell 


Fageol Line Under| 


New Agreement 


KENT, O.—Twin Coach Co. last 
week announced that it has com- 
pleted a joint cooperative selling 
arrangement with International 
Harvester Co. whereby the entire 
line of Fageol van trucks will be 
available through all IH truck out- 
lets in the U. S. 

According to L. J. Fageol, Twin 
Coach president, the new plan will 
provide more than 5,000 sales out- 
lets for Fageol vans. 

Said to have more payload space 
than any other truck of equal 
length and wheelbase, Fageol vans 
utilize such IH components as en- 
gines, transmissions, front and rear 
axles, instruments and other me- 
chanical components, 

According to the maker, Fageol 
vans substantially reduce the space 
ordinarily required for the cab and 
engine in conventional and cab- 
Over-engine trucks, thus affording 
greater payload space. The engine 
is mounted between the driver’s 
and helper’s seat within a hinged 
compartment. 

The vans are available in nine 
body sizes, ranging in length from 
20 to 35 feet. Inside body heights 
on standard models can be fixed at 
six to eight feet. 


Affecting Factories and Dealers... 
| Auto Advertising 


| 
| 












apolis; Toledo; Auburn, Ind.; Syra- | 
cuse; Buffalo; Marysville, Mich., | 
and Detroit, all harbored active 
motor-car accounts—most of which | 
the New Yorker carried during 
some time in their history. 

“None of the New York agencies 
had Detroit offices and it was then 
considered a very far-fetched idea 
that any New York agency could 
ever obtain a motor car account, 
excepting the one agency (Calkins 
& Holden) which then handled 
Pierce-Arrow at Buffalo.” 

* + * 


Mag Changes Name 

A source of confusion in the 
names of publications has been 
removed by the decision of Auto- 
news, a western trade publication, 


to change its name to Western 
Automotive Journal. “The new 
name was selected to indicate 





more precisely the nature of the 
publication and the territory it 
serves,” the firm states. The mag- 
azine was established in 1935. 





Fageol Vans Bow at IH Dealerships— 


FEBRUARY 2. 1953 


This Fageol van truck, produced by Twin Coach Co., is now being marketed through 


| International Harvester outlets as a result of a joint cooperative selling arrangement 


between the two companies. Fageol vans utilize IH mechanical components. 


Crouch-Holland Opens 
A formal opening has been held 
by Crouch-Holland Motor Co., new 
Ford dealership at Irving, Tex., 
which recently completed a 13,000- 


square-foot building. The company 
is headed by C. C, Crouch, formerly 
an auto dealer at Carthage, Tex., 
and R. B. Holland jr., young Dallas 
businessman. 





WE WILL PROVE 


THAT YOU CAN INCREASE 


Customer Paid Labor Sales 


25°,TO 35 —OR MORE 


We Guarantee 
To Help You 
@ Secure 100% to 150% absorption in 
your Service Department 
@ Prevent broken promises to customers 


@ Give your Service Manager time to 
plan and increase shop productivity 


@ Permit Shop Foreman to devote all time 


to improvement of mechanical work 
@ Bring ALL service operations to 
clock-work precision 
APPROVED BY 
ALL LEADING MOTOR CAR 
MANUFACTURERS 


We have accomplished this for hundreds 
of Motor Car Dealers . . . coast to coast. 


A note on your company letterhead will 
bring all particulars— promptly. 
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Companion Gar Wood Platform Bodies are all-steel with built-in stake 
pockets. Grain tight . . . will not warp, rot or splinter. Insures long life and 
extra strength for dumping capacity loads or hauling farm machinery. 





Gar Wood Farm Hoist supplied as “Packaged Unit” complete with 14’ body 
longitudinals and all drive parts including power take-off, dash controls, 
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hydraulic pump and valve—ready for -fast, easy installation on any truck 
84”-102" C/A. 


WOOD INDUSTRIES, INC. 
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Giz7Wood FARM HOISTS 











Farmers comprise America’s second largest truck market 
—and this market is mushrooming as more and more alert at 
farmers recognize the value of trucks in modern, mechanized 


farming. 


But, if a conventional truck is useful, the same _ truck 


becomes indispensable when it is converted to an all-purpose 
dump truck with a Gar Wood Farm Hoist. Unloading of fill dirt, 
fertilizer, grain crops and silage is done in seconds without 
without touching a shovel! Farmers find dozens 
of new uses for trucks—and dozens of new reasons for buying 
trucks—when they're equipped with Gar Wood Farm Hoists. 


hand labor... . 


Plan now to get your share of this big market—and be 





sure the farm trucks you sell are equipped with Gar Wood 
Farm Hoists. You'll earn two profits instead of one from every 
truck sale. And earn extra profits, too, by installing Gar Wood 
Farm Hoists on farmers’ present trucks. Use the coupon below 


and get the full story TODAY! 


fee eee ttt te 


ONLY %457°° ee 
F.0.B. Wayne, Michigan 
($503.00 F.O.B. 
Richmond, Cal.) 

Plus taxes and installation 
(Subject to change) 


Name & Title 
Company 


WAYNE, MICHIGAN 


TRUCK EQUIPMENT: Dump Truck Bodies and Hoists, Winches and Cranes, Pole Derricks, Refuse Collection Bodies, Elevating End-Gates. 
CONSTRUCTION EQUIPMENT: Excavators, Scrapers, Dozers, Ditchers, Spreaders, Finegraders, Truck-Mounted Road Graders. 


Gee Savin ae wee. 
36007 Main $t., Wayne, 


Please send me facts about selling Gor Wood Farm 
Hoists to my form truck customers. 








Address (or R.F.D.) 
NY a cochiesenincrniniceccriis teh seas ag og aiaitae 


38121 


ae ece wwe ae eee ad 
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———————— — eee ee _ 


Kelton Dealership of Denver |be president, and Arch Warder, | “SP casy dan. $700*; (70) 2-di., "$630; 
former sales manager for Burt 4-dr., $435 


Taken Over by Seifert 





Chevrolet, Inc., of Englewood, Colo., | PACKARD—'51 (200) 4-dr., $1,600*, $1,- 
Kelton’s, Inc. (Pontiac-Cadillac),| will be vice-president. 515. '48 4-dr., $475 
of Denver, has been sold to Paul Luther E. and Oscar A. Kelton ’53 Cambridge 4-dr., $1,910; 


Cranbrook club coupe, $1,910. °52 Belve- 
dere, $1,840* 51 Cambridge 4-dr., $1, 
$785 


former Pontiac - Cadillac | established their first Denver deal- (Continued from Page 34) 


| PLYMOUTH 
Seifert, 


145 '49 Concord 2-dr., 








dealer in McPherson, Kans. He will! ership in 1911. $880, $910*, $1,015*; conv., $1,000; %- ; MERCURY—'53 Monterey, $2,925. “40 se 
eee laa * ait a <—_ ton pickup, $620. ‘49 Custom (8) sedan, dan, $265 PONTIAC—’52 Catalina, $2,350*. °51 Chief- 
$785*. ‘46 Deluxe (8) station wagon, | NASH—'47 (600) sed: 270. °46 (600 tain (8) 2-dr., $1,625* ‘50 Chieftain 
$210. sein, £306. 5100, - > (OO | (8) 2-dr., $1,235. '49 SL (8) 2-dr., $910 
KAISER—'51 Henry J (4) sedan, $670. OLDSMOBILE-—'49 (88) sedan, $950*. *46| ‘48 SL (8) 2-dr., $775. ‘47 Chieftain (6) 
‘ . LINCOLN — '49 Cosmopolitan sedan, $1,-| (66) sedan, $330 | 4-dr., $630. 
Re vired Immediatel eS ad 6 | PLYMOUTH—’52 Cambridge sedan, $1,205. | STUDEBAKER—'51 Commander (8) club 
q y MERCURY —’52 sedan, $1,510*. °51 sedan, | +41 sedan, $145 coupe, $1,100; Champion 4-dr., $750. "50 
$1,520*°; station wagon, $1,700; conv., | PONTIAC-——'50 Chieftain (S) sedan, $965.| Champion 4-dr., $760*. ‘47 Champion 
$1,485*. '50 sedan, $1,125*; conv., $1,- '48 SL (8) sedan, $540. °46 SL -(6) 2-dr., $410. 
& e e 380* ’49 sedan, $825, $900*; club coupe, | sedan, $475 WILLYS '49 station wagon, $730 48 
enior Automobile Sales Executive |... 3 ve. 
OLDSMOBILE-—-'51 (98) conv., $1,550*. °50 


MANHEIM, PA. 


(98) sedan, $1,480*, $1,460*; Super (88) | 


FORT WAYNE, IND. 












| sedan, $1,200°. ‘49 (56) sedan, $950°, (Manheim Auto Sales and Auction Co. 
FOR CANADA oa . ae eee — wee * oh Sale every Friday. Prices are for sale of (Carl Marker’s Auto Auction. Sale every 
PACKARD—'52 sedan, $1,575*. '51 sedan, | Jan 16.) Tuesday. Prices are for sale of Jan. 20.) 
$1,500° ; club_ coupe, $1,440°. os (Sold 114 units out of 200 offerings.) (Prices good on clean cars; rough cars 
PLYMOUTH—'53 Cranbrook sedan, $1,930 cee at ‘ Sade an @nd few takers at bottom prices. Sold 
= ° '52 Savoy, $1,900. '51 Cambridge sedan, | BUICK—'53 RM 2-dr., $3,525*. ‘52 RM| aa units out of 104 offerings.) 
An °o ortunit for a full ex eri- $1,220. °49 Deluxe sedan, $770. 4-dr., $2,110*. °51 Super Riviera sedan, oe ; : ~ 
pp y p PONTIAC—'53 Chieftain (8) sedan, §$2,- $1,900*; Super 4-dr., $1,670*. ‘50 RM | BUICK—’50 Special 4-dr.. $1,170; RM Rivi- 
efe e 650*; Catalina, $3,000*. '52 Chieftain Riviera sedan, $1,440*; RM 4-dr., $1,- era 4-dr., $1,555°. 49 RM 4-dr., $970. 
enced and uali ied Senior Sales Ex- (8) club coupe, $1,685; sedan, $2,200*,| 325%; Super 2-dr.,'$950. '46 Super 2-dr., | CADILLAC—'52 (62) 4-dr., $3,600; club 
q $2,100*. °51 SL (8) sedan, $1,440; $320. coupe, $3,800*. 
° e Chieftain (6) club coupe, $4,110°; CHEVROLET 52 FL Deluxe 4-dr., $1,- 
ecutive ca able of develo in and Chieftain (8) sedan, $1,380*, (62) 4-dr., $3,800*, $3,670*. 51 (62)| 590. '51 FL Deluxe 2-dr., $1,055, $1,150, 
p p g | STUDEBAKER —’52 Champion sedan, §$1,- 4-dr., $2,510", $2,470*. °50 conv., §$2,- $1,225, $1,265. '50 FL Deluxe | 4-dr., 
e e | 320*. °51 Champion sedan, $1,010*; club 650*. $985; 2-dr., $915, $910, $1,035, $1,145; 
ex andin resent dealer or aniZa- coupe, $940. ‘50 Commander sedan, | CHEVROLET—’52 Bel Air, $1,800*; SL Bel Air, $1,275. ‘49 FL Deluxe 2-dr., 
p g p 9g $940*. Deluxe ome gin: =) i: a geso FL aerosedan, $730. 47 FM 
° JILLYS—’50 %-ton pickup, $1,100. °49 e-ton pickup, $1,130. ‘51 Bel Air, »-|_ 2-dr., | is 
tion and enlar in Com an Sales wae wagon, $411": ™ i. pickup, 430*. °50 FL Deluxe 2-dr., $1,130*. °49 CHRYSLER— 48 Windsor Town & Coun- 
9g g p y $650. °48 Jeep, $550; %-ton pickup, SL Deluxe 4-dr., $990. '48 FL aerosedan, try, $560°. . 
eee $400. °47 Jeep, $390. °46 Jeep, $530. $800. ‘ me ; : , DeSOTO—'46 Custom 4-dr., $460. — ae 
Division CHRYSLER—'53 NY 4-dr., $3,250*. '52| DODGE—'48 Custom club coupe, $700. '46 
. | . Windsor 4-dr., $2,235*. ‘51 Imperial Custom 4-dr., $440. 
DALLAS 4-dr., $1,850*;' Saratoga 4-dr.. $1,770*. | FORD—'53 Mainline (8) 2-dr.,, $1,980. "52 
3 res net . aw ’50 Windsor club coupe, $1,350*. ustom (8) 2-dr., ’ i. ctoria, 
it i Woasesing. Prves ane for male of Jan. 21.) DeSOTO—’51 Deluxe 4-dr., $1,410*, °49]| $1,490; Custom (8) 2-dr., $1,255. 50 
Osi ion presen Ss a unique oppor- a ce x eal Custom 4-dr., $930; 2-dr., $820. °46 Cus- Custom (8) club coupe, $1,065. ‘49 De- 
(Market seemed a little stronger. Sold tom 2-dr., $440. luxe (8) 4-dr., $720; 2-dr., $680. ‘48 


57 units out of 124 offerings.) DODGE—’53 Coronet 4-dr., $2,330", $2,- SD (8) 4-dr., $625; 2-dr., $605. 


tunity with salary commensurate with 


qualifications for an aggressive Sales 


CHEVROLET—'53 (210) sedan, $2,190. '51 270*. ’52 Diplomat, $1,755*; Meadow- | FRAZER—'’48 4-dr., $345. 
SL Deluxe sedan, $1,275, $970. °'50 Bel brook sedan, $1,570*. ‘50 Diplomat, $1,- | KAISER— 51 4-dr., $1,000. 
Air, $1,285. °'49 SL Special business 410°. LINCOLN—’49 4-dr., $810. 


’48 SM sedan, $625, $605; 
’47 FL sedan, 


coupe, $600. 
conv., $460; pickup, $530. 


FORD — ‘53 Custom 
Custom (6) 2-dr., 


2-dr., $1,310*. °52 
$1,670; Mainline (6) 


MERCURY—’51 2-dr., $1,350. 
NASH—’50 Statesman 4-dr., $900, $1,130*. 


E ti bt t th f 30 $300, $510, $775, $485. °46 SM sedan,| 2-dr., $1,655*. °'51 Victoria, $1,550. °50| 49 (600) 4-dr., $675. 
xecutive etween e ages °o $560, $580. °41 SD sedan, $110, $285,| conv., $890. °49 Custom (8) 2-dr., $790; | OLDSMOBILE—’52 (98) 4-dr., $2,675*. '51 
$125, $140. Deluxe (8) club coupe, $680. (88) 2-dr., $1,545". °50 (88) club coupe, 
DeSOTO—'47 Deluxe sedan, $380. FRAZER—’51 4-dr., $980*. $1,425*. '48 (98) sedanet, $875*. '47 (66) 


and 45 with excellent future. 


DODGE—’51 Coronet sedan, 
Meadowbrook sedan, $855. 
FORD —’52 Custom (8) sedan, $1,750, $1,- 


$1,285. °49 


HUDSON—’52 Hornet 4-dr., $1,785*. ‘51 
Commodore (6) 4-dr., $1,350*. 
KAISER—’51 Deluxe 4-dr., $1,085*; Special 


sedanet, $520. ‘46 (76) sedanet, $305. 
PACKARD—’51 4-dr., $1,455, $1,600. 
PLYMOUTH—’52 Cambridge club coupe, 





| 
| 
$1,350 CADILLAC — '52 Coupe deVille, 





I in strict confidence 770. ’51 Custom (8) sedan, $1,295, $1,-] 4-dr., $980. °48 4-dr., $395. $1,315. °50 Deluxe 4-dr., $920. 

Rep ies treated in strict 250; Victoria, $1,375. ’50 Custom (8) | LEINCOLN—’52 Capri 4-dr., $2,300*. ‘49 | PONTIAC—’51 Chieftain (8) club coupe, 

sedan, $945, $905, $965. °49 Custom (8) 4-dr., $780, $700*. "es pd joo ae ya ue, 4 =. 

H * : sedan, $865, $585. °48 station wagon, | MERCURY—’51 4-dr., $1,590*; 2-dr., $1,- = eftain (6) 4-dr., ; 4-dr., 

Box AN-360, c/o Automotive News, Detroit 26, Mich. aa ae Gs aan, ae ae el a Ge cee ee: ee, | Gee. tl ee ee, Be. 
tion wagon, $335. $700. (6) 4-dr., $370. b 

HUDSON—’47 PM sedan, $170. OLDSMOBILE—’51 (98) 4-dr., 2,010*. °49 | WILLYS — ’51 Jeep, $800. °50 station 


wagon, $735, $895. 


DENVER 
t (Denver Auto Auction. Sale every Tues- 
day. Prices are for sale of Jan. 20.) 
€ (Prices steady with last two weeks. 
Demand still very good. Sold 265 units 


out of 351 offerings.) 

BUICK—’53 Super sedan, $3,025*. °52 Spe- 
cial sedan, $1,855. ‘51 Super Riviera 
sedan, $1,660*, $1,815*, $1,930*; Super 
sedan, $1,400*, $1,455*, $1,540*, $1,655*; 
Special sedan, $1,185, $1,300*, $1,310, 
$1,350. ’50 Super sedan, $1,075*, $1,- 
130*, $1,140*, $1,200*, $1,255*, $1,315*. 
"49 Super sedan, $810*, $825, $840*, 
$870*, $895*, $900*, $905*, $910*, $930*. 

CADILLAC—’52 (62) sedan, $3,740*, $3,- 
800*, $4,000*, $4,250*. °51 (62) sedan, 
$2,795*. °50 (62) sedan, $2,100*, §$2,- 
380*, $2,565*. ‘49 (61) sedan, $1,850". 
48 (60) sedan, $1,505*. '46 (62) sedan, 
$915*, $920*. 

CHEVROLET—’53 Bel Air, $2,405, $2,525; 
(210) sedan, $2,135, $2,150, $2,160, §$2,- 
195, $2,250; %-ton pickup, $1,575; %-ton 
pickup, $1,375, $1,400, $1,405, $1,420. '52 
SL Deluxe sedan, $1,550, $1,650*, $1,655, 
$1,820, $1,875*; %-ton pickup, $1,360, 
$1,410; %-ton pickup, $1,210, $1,215, $1,- 
280, $1,290, $1,295. ’51 FL Deluxe sedan, 
$1,225, $1,230, $1,275. °50 FL Deluxe 
sedan, $895, $900, $915, $1,005, $1,015. 
°49 SL Deluxe sedan, $810, $855, $860, 
$890, $905. °48 SM sedan, $610, $630, 
$660, $685, $725, $750. '47 FL aerosedan, 
$610, $635, $650, $660, $765. ‘46 SM 
sedan, $410, $435, $445. 

CHRYSLER—’53 NY sedan, $3,080*, $3,- 
220*, $3,250°; Windsor sedan, $2,810*. 
’52 Saratoga sedan, $2,260*, ‘51 Wind- 
sor sedan, $1,580*. ‘50 Windsor sedan, 
$1,250*, $1,360*, $1,395*. °49 NY sedan, 
$1,075*. 


"48 Jeep, $465. 











BANNER YEAR FOR WHITE IN 


WHITE sales are flying high for Eubank-White Truck Corporation, 
progressive White Distributor in Richmond, Virginia. 

Newtruck sales are 10% higher than’5 1. Parts sales up 25% and service 
volume doubled because White has the “hottest” franchise in the industry. 

Another sale! Here’s sales manager W. I. Shipp, center, delivering a 
new model White to Manchester Board & Paper Company’s W. H. Spear, 
plant manager, and F. E. Brown, president. 

Whites are engineered right to operating conditions in 





Richmond and across the nation. Go right... go White! DeSOTO—’53 Sportsman, $3,220*. ’50 Cus- 
— $1,275*. ‘47 Custom sedan, 

THE WHITE MOTOR COMPANY e Cleveland 1, Ohio DODGE — Diplomat, $2,240, $2,285*, 
Y-ton pickup, $1,205. 


$2,350*, $2,550*; 
"52 %-ton pickup, $1,005. ‘51 Coronet 
sedan, $1,060*, $1,545*. ‘50 Meadow- 
brook sedan, $1,000*. ‘49 Coronet sedan, 
$910*, $930*. 

FORD—’'53 Victoria, $2,370, $2,400*, $2,- 
525*; Custom (8) sedan, $1,950, $2,050*, 
$2,150, $2,295*. °52 Country Squire, $2,- 
400°; Victoria, $1,905*, $2,145*, $2,- 
150*, $2,155*, $2,165*, $2,225*; Custom 
(8) sedan, $1,700*, $1,800*, $1,845*, $1,- 
850*, $1,860*; Mainline (8) sedan, $1,310, 
$1,335, $1,360, $1,390, $1,455, $1,500. ’51 
Victoria, $1,450, $1,500*, $1,505*, $1,- 
555*, $1,595*; Custom (8) sedan, $1,210*, 
$1,275*, $1,290*. °’50 Custom (8) sedan, 
$985, $1,000, $1,010, $1,125*. 

KAISER — '52 Manhattan sedan, $1,970*. 
"49 sedan, $500, $550. 

LINCOLN — ’53 Cosmopolitan sedan, §3,- 


ee eerie onammemga mmr 


750*. ’°52 Cosmopolitan sedan, $2,745*. 
"50 sedan, $1,170*. 
MERCURY — '52 sedan, $2,175*, $2,200*, 


$2,250*, $2,430*. ‘51 sedan, $1,400, $1,- 
425*, $1,430*, $1,480*, $1,515*. ‘50 se- 
dan, $1,115*, $1,150*. '49 sedan, $1,040*. 
’48 sedan, $610, $625, $690, $700. 

NASH—’'50 Ambassador sedan, $965*. 

OLDSMOBILE—’53 (98) Holiday, $3,605", 
$3,630*, $3,650*, $3,700*; sedan, $3,500*; 
Super (88) sedan, $2,930*. "52 (98) 
Holiday, $3,000*; Super (88) sedan, §$2,- 
300°, $2,310*, $2,315*. °51 (98) sedan, 
$1,610*, $1,650°, $1,860*, $1,955*, $2,- 
080*. '49 (88) sedan, $1,205*. 

PACKARD—’51 (200) sedan, $1,210*, $1,- 
275*, $1,360°*. 

PLYMOUTH—’53 Suburban, $2,150; Cam- 
bridge sedan, $1,810*, $1,850, $2,015, $2,- 
020°. '52 Savoy, $2,050°; Cambridge se- 
dan, $1,390, $1,400, $1,455. °51 Savoy, 
$1,550; Cranbrook sedan, $1,110, $1,135, 


AKRON—White sales are flying high in Akron! Forrest Birney, president 
and general manager of Cashner White Truck, Inc., hard-hitting White 
Truck Distributor says: “We've set a new sales record every year with the 
great White line, and this year looks good to us because Whites are geared 


to our market. ..tailored right to today’s needs for more $1,205. °50 Deluxe sedan, $920, $935, 

: $945, $955. 
efficient motor trucks. = re ; PONTIAC—'53 Catalina, $2,830*, $3,000°, 
It’s THE truck franchise with a FUTURE,” Mr. Birney says. $3,090*; Chieftain (8) sedan, $2,640*, 
$2,650*. ‘52 Chieftain (8) sedan, §1,- 


810%, $2,145*, $2,160*, $2,210°%, $2,235°, 
(Continued on Page 39, Col. 1) 





THE WHITE MOTOR COMPANY ° Cleveland I, Ohio 





Pasarela, 


ne NAN RMR 


pale, 





$2,375*. ‘51 Chieftain (8) sedan, §$1,- 
»25*, $1,805*. ‘50 Chieftain (8) sedan, 
$1,000*, $1,030*, $1,055*, $1,160*. "49 
‘hieftain (8) sedan, $1,000*, $1,005°*, 
$1,020*. 


STUDEBAKER—’'51 Commander (8) sedan, 
$1,100*, $1,165*. ‘48 Commander sedan, 
$690. 

WILLYS—’53 station wagon, $1,995, 2 at 
$2,050; Jeep, $1,475. ‘52 pickup, $1,135. 
‘51 pickup, $1,005; station wagon, $920. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 
Wednesday. Prices are for sale of Jan. 
21.) 


(Market steady, with cars changing 


hands easily. Higher retail activity re- 
ported. Sold 79 units out of 120 offer- 
ings.) 

BUICK—'52 Super Riviera sedan, $2,060*; 


Super sedan, $2,040*. ‘51 Super conv., 
$1,700*, ’°50 Super Riviera sedan, $970; 
Super sedan, $1,080*. ‘49 Super sedan, 
$950; RM sedan, $970*. 

CADILLAC—’'50 (61) sedan, $2,275*. 
(62) sedan, $800*. ‘41 sedan, $375. 

CHEVROLET—’52 SL Deluxe Bel Air, $1,- 
890*; sedan, $1,660. ‘51 SL Deluxe se- 
dan, $1,380", $1,365*, $1,220, $1,210; SL 
Special sedan, $1,110. ’'50 Bel Air, $1,- 
325*; SL Special sedan, $975, $910. ‘49 
SL Deluxe sedan, $900, $890. °48 FL 
aerosedan, $680. '47 SM sedan, $490. '46 
SM sedan, $400. °42 sedan, $130. 

CHRYSLER—’53 Windsor sedan, $2,845*. 
’52 Windsor sedan, §$2,185*. ‘51 NY 
sedan, $1,775*; Windsor sedan, $1,610*. 
'42 sedan, $210. 

DeSOTO—’51 Custom sedan, $1,550*. 
Custom sedan, $700. 

DODGE—’48 Custom sedan, $760. '47 Cus- 
tom sedan, $510. 

FORD — ’52 Custom (8) sedan, $1,690; 
Mainline (8) sedan, $1,565; Mainline (6) 
sedan, $1,270. ’51 Victoria, $1,550*; 
Custom (8) conv., $1,360*; Deluxe (8) 
sedan, $1,115, $1,095. ‘50 Deluxe (8) 
sedan, $1,035; Deluxe (6) sedan, $825, 
$770. °49 Custom (8) sedan, $825; Cus- 
tom (6) sedan, $775, $760. ‘47 SD (8) 
sedan, $610. °46 SD (8) sedan, $430, 
$400, $300. 

HUDSON—’51 PM sedan, $1,040. 

MERCURY—’50 sedan, $1,030. ‘49 sedan, 
$890, $840. 

NASH—’46 (600) sedan, $330. 

OLDSMOBILE — ’52 (88) sedan, $2,140*. 
"50 (88) sedan, $1,270*. °49 (88) sedan, 
$940*. °47 (78) sedan, $675*, $600. °46 
(76) sedan, $410. 

PACKARD—'51 (200) sedan, $1,475. 

PLYMOUTH—’52 Cranbrook station wagon, 
$1,810. '51 Cambridge sedan, $1,200. °49 
Deluxe sedan, $660. °48 SD sedan, $780. 

PONTIAC—’50 Chieftain (8) sedan, $1,- 
310*. °47 SL (8) sedan, $485. 

STUDEBAKER—’50 Champion sedan, $890, 
$670. °48 Champion sedan, $635. ‘47 
Champion sedan, $460, $180. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wed- 
nesday. Prices are for sale of Jan. 21.) 
(Prices steady, business on upgrade. 
Plenty of buyers and a very active sale. 
Sold 91 cars out of 136 offerings.) 
BUICK—’52 Super Riviera 2-dr., 
‘51 Special 2-dr., $1,455. 
$1,225°. 
CHEVROLET—’52 SL Special 2-dr., $1,320; 
SL Deluxe 2-dr., $1,475. ’'51 SL Deluxe 
2-dr., $1,310, $1,275, $1,225; Bel Air, $1,- 
455*. °50 SL Deluxe conv., $1,090. °48 
FM 2-dr., $550. "46 SM 2-dr., $425, $460. 
CHRYSLER—’51 NY 4-dr., $1,760*. °49 
Windsor 4-dr., $1,030. '47 Windsor 4-dr., 
$450°. 
DeSOTO—’49 station wagon, $915. 
DODGE—’51 Wayfarer 2-dr., $1,150. ‘'50 
Wayfarer 2-dr., $890. °49 Coronet 4-dr., 


"47 


47 


$2,165". 
’50 Super 4-dr., 


FORD—’53 Custom (8) 4-dr., $2,150*. 52 
Mainline (8) sedan, $1,415. ‘51 Deluxe 
(8) sedan, $1,190, $1,095, $1,145, $1,085; 


Custom (8) station wagon, $1,490. ‘50 
Custom (8) 2-dr., $1,100*. ‘49 Deluxe 
(8) 2-dr., $830*. °47 Deluxe (6) 2-dr., 
$495, $510. 


HUDSON—’49 Commodore (8) 2-dr., $660. 


KAISER — ’51 Deluxe 4-dr., $990*. °49 
Traveler, $425. 

MERCURY—’53 2-dr., $2,605*. ‘52 2-dr., 
$1,980*. °51 2-dr., $1,470*, $1,430*. °49 
2-dr., $850. °46 4-dr., 5. 


$505. 

OLDSMOBILE—’50 (88) 4-dr., $1,310*. °49 
(98) 4-dr., $895*. 

PLYMOUTH — '52 Cambridge club coupe, 
$1,335, $1,230. °49 Deluxe club coupe, 
$760. °48 Deluxe 2-dr., $590. 

PONTIAC—’53 Chieftain (8) 4-dr., $2,610. 
a” (6) 4-dr., $650. °46 SL (8) 2-dr., 


$445. 
STUDEBAKER—’52 Commander (8) 2-dr., 
$1,440°. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
pesnandey. Prices are for sale of Jan. 

~) 

(Slow retail sales in the area caused 
buyers to slow down activity this week. 
Dealers say stocks are high in area. Sold 
45 units out of 87 offerings.) 

BUICK—’49 RM 4-dr., $940. 


2 Ford Ore Ships Carry 
908,379 Tons in Year 


DEARBORN, Mich.—Two Ford 
Motor Co. ships, the Henry Ford II 
and the Benson Ford, carried 908,- 
379 gross tons of iron ore and lime- 
stone to the Rouge plant during 
the 1952 shipping season, despite 
the steel strike, which cut approxi- 
mately 50 days from the schedules. 

Stanley W. Ostrander, basic prod- 
ucts vice-president, announced that 
the ships carried 884,593 tons of ore 
and 23,786 tons of limestone, Other 
Great Lakes ships under contract 
to Ford delivered an additional 
608,397 tons of ore and 468,409 tons 
of limestone. 

Record tonnage for the Ford ves- 
Sels was established in 1951, with 
1,121,232 gross tons of ore and lime- 
stone, 


Used-Car Auction Prices 


(Continued from Page 








38) 


CADILLAC—'49 (62) 4-dr., $1,865*. 
CHEVROLET—’51 FL 2-dr., $1,170, $1,- 
255; SL Special 2-dr., $1,055; SL Deluxe 


2-dr., $1,165. $1,155. ‘49 SL Deluxe 
2-dr., $450; 4-dr., $725, $715. ‘48 FL 
2-dr., $725. ‘47 FL 2-dr., $500, $495, 
$625. °40 2-dr., $155. °39 2-dr., $155. 
FORD—’'52 Crestliner, $1,580; Custom (8) 
4-dr., $1,705, $1,700. ’51 Custom (8) 
2-dr., $1,310, $1,300. ‘49 Custom (8) 
2-dr., $655, $695, $690. ‘47 SD (8) 
2-dr., $690, $635, $630, $410. ‘46 SD (8) 
4-dr., $515, $510. ‘40 4-dr., $155. 
MERCURY—’51 4-dr., $1,080. ‘49 2-dr., 


$920, $910, $640. 
NASH—’52 Rambler Country Club, $1,280. 


OLDSMOBILE — ’50 (98) 4-dr., $1,060*; 
(88) 4-dr., $1,000. 
PONTIAC—’49 (8) conv., $400. ‘39 4-dr., 
$100. 
EBENSBURG, PA. 
(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Jan. 22.) 


(Prices stronger on late models. Rough 
cars have hard time bringing junk prices. 
Sold 66 units out of 87 offerings.) 

BUICK—’51 RM 4-dr., $1,550*. ‘50 Special 
4-dr., $1,005; sedanet, $975. ‘49 Super 
4-dr., $1,075*; sedanet, $1,005. 

CHEVROLET—’52 %-ton pickup, $1,150. 
’51 FL Deluxe 2-dr., $1,250; SL Deluxe 


4-dr., $1,250; %-ton pickup, $860, $800. 
"50 FL Deluxe 4-dr., $1,100; SL Deluxe 
2-dr., $1,075. °49 FL Deluxe 2-dr., $865; 


SL Deluxe 2-dr., $950; club coupe, $740. 
'48 FL aerosedan, $800, $660. ‘47 SM 


WANT TO MOVE 
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2-dr., $780. ‘46 SM 4-dr., $375. '40 SD 
2-dr., $80. 

CHRYSLER — '48 NY club coupe, $525; 
Windsor 4-dr., $700 

DeSOTO—’51 Custom 4-dr., $1,410*, $1,- 
400*. ‘'50 Custom 4-dr., $1,175*. ‘49 
Custom club coupe, $1,010. ‘48 Deluxe 
4-dr., $810. °'46 Custom 4-dr., $500*, 
$235. ‘36 4-dr., $135 

DODGE—’'53 Diplomat, $2,535*. °52 Way- 
farer 2-dr., $1,200. "50 Coronet club 
coupe, $1,160; Meadowbrook 4-dr., $935. 
’49 Wayfarer 2-dr.. $775. ‘47 Custom 
4-dr., $355. '46 ‘%-ton panel, $255. 

FORD—’51 Custom (6) 2-dr., $1,005; De- 
luxe (6) 2-dr., $1,025, $990. ‘50 Deluxe 
(8) 2-dr., $745; Deluxe (6) 2-dr., $795. 
"49 Custom (8) 4-dr., $870. ‘42 SD (8) 
2-dr., $260. ‘41 %-ton panel, $190. 

KAISER —'51 4-dr., $1,110*. 

MERCURY—’50 2-dr., $1,085*, ‘47 4-dr., 
$600. 

OLDSMOBILE — '48 (78) sedanet, $610*. 
"39 (66) 4-dr., $160. 

PACKARD—’51 (200) 4-dr., $1,500*. 

PLYMOUTH—'53 Belvedere, $2,315*; Cran- 
brook 4-dr., $1,795. '51 Cambridge 4-dr., 
$1,185. °49 Deluxe 4-dr., $850. ‘48 SD 
4-dr., $885. °46 SD 4-dr., $550. 

PONTIAC—'51 SL (8) 2-dr., $1,360. ‘50 
Chieftain (8) 4-dr., $1,175. °46 (8) 4-dr., 


$430. 

STUDEBAKER—’51 Commander (8) 2-dr., 
$1,030*. °50 Commander 4-dr., $765. °49 
Champion 4-dr., $550; Champion coupe, 


$610. 
MISCELLANEOUS—'39 LaSalle 4-dr., $60. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Jan. 16.) 


(Market steady on clean units. Rough 


cars slow. Sold 122 units out of 214 
offerings.) 
BUICK—’51 Super Riviera sedan, $1,755. 


| 
| 





‘50 RM Riviera sedan, $1,475*, $1,400*; 
Special sedan, $980, $1,175*. ‘49 Super 
sedan, $915. 

CADILLAC—’ 52 (62) sedan, $3,970*; Coupe 
deVille, $4,300*. °51 (62) sedan, $2,945°, 
$3,170*. ‘50 (62) sedan, $2,460*, §$2,- 
555*, $2,385*. 

CHEVROLET—'51 Bel Air, $1,415; SL De- 
luxe sedan, $1,000, $1,330. ‘50 ‘%-ton 
pickup, $800; SL Deluxe sedan, $1,015. 
49 FL Special sedan, $795. ‘48 FL aero- 
sedan, $700; SM sedan, $500, $555. 

CHRYSLER—’'49 Windsor sedan, $980*. 

DeSOTO—'47 Custom club coupe, $325. 

DODGE—’50 Meadowbrook sedan, $570. '48 
Custom club coupe, $500. ‘47 Custom 
sedan, $495. 

FORD—’53 Custom (8) sedan, $2,165*, $2,- 
130*, ’51 %-ton pickup, $890; Custom 
(8) conv., $1,340*; sedan, $1,340*, $1,- 
075. °'50 Custom (8) sedan, $950. ‘49 
Custom (6) sedan, $640; Custom (8) 
sedan, $835, $855, $675, $835, $640. 

FRAZER—’48 sedan, $255. 

HUDSON—’'51 PM sedan, $1,095. 

KAISER—’51 sedan, $955. ‘49 sedan, $480. 
’48 sedan, $220. 

MERCURY—’51 sedan, $1,365, $1,500*, $1,- 
565*. °48 sedan, $635. ‘47 sedan, $445. 

NASH—’52 Statesman sedan, $1,565. ’'51 
Statesman sedan, $1,100, $900, "50 
Statesman sedan, $800. 

OLDSMOBILE—’50 (88) sedan, $1,200. '49 
(98) sedan, $1,000*, $905. ‘49 (76) 
sedan, $860. °’48 (78) sedan, $700*, $660. 

PLYMOUTH—’53 Cambridge sedan, $1,795. 
’52 Cambridge sedan, $1,300. ‘'51 Cran- 
brook sedan, $1,235, $1,155, $1,070. °50 
Suburban, $1,095; Deluxe sedan, $915. 

PONTIAC—’52 Chieftain (8) sedan, $1,- 
930*; Catalina, $2,350*, ’'51 Chieftain (8) 
sedan, $1,560%, $1,475*, $1,375. "50 
Chieftain (8) sedan, $1,235*, $1,175. 

STUDEBAKER — '51 Commander sedan, 
$1,245; Champion sedan, $935. "48 
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Champion sedan, $635, ‘46 Champion 
sedan, $215. 
WILLYS-—’48 station wagon, $705, $715. 


MISCELLANEOUS—’46 International 2-ton 
van, $415. 


Plastics Group 


‘To Meet in D. C. 


| NEW YORK.—tThe reinforced 

| plastics division of the Society of 
the Plastics Industry will hold its 

eighth annual technical and man- 
agement conference Feb. 18-20 at 
the Shoreham Hotel in Washington, 
it has been announced here. 

The meeting is under the joint 
chairmanship of I. M. Scott, presi- 
dent of Winner Mfg. Co., Inc., 
Trenton, N. J., and John B. Alfers, 
of the Navy Department’s bureau 
of ships. 

Approximately 19 million pounds 
of polyester resins for reinforced 
plastics products were sold last 
year, according to the society. A 
40 percent increase to 27 million 
pounds is anticipated this year. 

The society also estimates that 
recent improvements in glass fibers 
will raise sales from 11 million 
pounds last year to 16 million this 
year. 


useD CARS FASTER 2 


HERES A SUCCESSFUL SALES FORMULA FOR 
QUICKER TURNOVER AT PEAK PRICES — 


This formula is time-tested and time-proven from border 
to border and coast to coast. 


Porcelainize a good used car. Set it on your lot. Place 
it next to one that has just been polished. You'll find 
that the Porcelainized car will sell faster at a higher 
price- plus a profit on the Porcelainize job. 


Your customers recognize a quick polish job for what 
it is: a temporary shine to help the sale. 


Nothing-and we repeat nothing - can give 
a used car that sleek “well-cared-for look 
that comes from Porcelainize. 


Your customers appreciate and want the used car with the 
original finish glowing proudly from the results of PORCELAINIZE™ 


As a New Car Dealer, you alone have the advantage of 
offering used cars with this superior appearance. 








40 


Dealers 
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Tell Me 


(Continued from Page 3) 


closed — was told to try the bar 
where he knew there would be no 


dealers at this time of day. 
* + * 


Alone but No Aspirin 

AS John surprised—was he 

flabbergasted — for there at the 
bar stood eight thoroughly dis- 
gusted dealers. All were going 
home. They wouldn’t stand for any 
more communistic talk. Seems that 
the previous speaker said, that in 
his opinion, it would be necessary 
for a very considerable number of 
dealers to be very considerably in 
the red before the industry as a 
whole would consider dealer prob- 
lems and before action would be 
taken to correct these problems. 

“Hell of a business,” said all 
eight, “when half of us have to go 
broke before we can get our house 
in order. We're through, we're 
going home and sell out.” 

Let’s leave poor John here, 
alone, and without his aspirin. 
Let’s call it an end to his theo- 
retical day. We dealers will carry 
on from here. 

These are only a few of the prob- 


lems facing automobile dealers. 
|Some of them are very real to 
|}some dealers and not so real 
| others. However, a business as big 
as ours must have problems, prob- 
llems which will grow and change 
with time. The $64 question is: 
What are we going to do about 
them? 

The first and obvious solution lies 
within the dealer himself. He either 
does or does not like the business 
and either will or will not remain 
in it. That’s a decision he should 
reach, and quickly. No man can 
have peace of mind or happiness 
in a business he hates. Consequent 
individual problems must, of course, 
be constantly settled by him. How- 
ever, it is that great host of prob- 
lems, beyond the realm of individu- 
als or small groups, which cause 


concern and justify action. 
* * + 


Have You? 


Te next step is most certainly 
a strong, virile state dealer or- 
ganization, adequately financed, 
properly supported and fully 
staffed. The one outstanding objec- 
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aH ED Loopy AND HOIST 


AFTER you explain to your customer all the profit-advantages 
your truck will give him, add this potent sales clincher— 


“...and we can equip your new truck with a Heil Body 


and Hoist that’s tailor-made for your job. You know, Heil 
weight-saving design lets you haul bigger loads. Heil no-sag 
body construction and trouble-free hydraulic hoist give you 
extra years of service and less down time. Fast hydraulic action 


means faster dumping, lower 
Hoist is a perfect mate for the 


cycle time. A Heil Body and 
best truck built.” 


Get in touch with your Heil distributor for other sales- 
clinching features that make Heil Bodies and Hoists outstand- 


ing in the field. And after you 
tributor takes over—expertly 
customer-satisfying parts and 


make the sale, your Heil dis- 
mounts the body, provides 
maintenance service. All you 


do is collect the extra profit on the body and hoist sale. 


Cash in on the growing demand for dependable dump 
trucks. Call your Heil distributor today. 


THe HEIL co. 


DEPT. 5923, 3059 WEST MONTANA STREET * MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N. J. 


Oistrict Offices: Hillside, Washington, 


D. C., Atlanta, Cleveland, Milwaukee, 


Detroit, Chicago, Kansas City, Dallas, Denver, Los Angeles. Seattle. 





PLATFORM CONVERSION HOIST 


EE 


COLECTO-PAK GARBAGE UNIT 


BH-3 


CONTRACTOR'S BODY 





to | 


tion to such a program is: What 
do they do for me? Let’s study that 
one. 

Just who is “They?” Just hap- 
pens to be you, I and every other 
dealer. Let’s ask ourselves the fol- 
lowing questions: 1. How many of 
us have ever voluntarily offered 
our services to our state organiza- 
tion, to serve on committees, etc? 
2. How many of us, following the 
annual convention, have ever writ- 
ten the president, telling him what 
is on our mind, what we would 
like to have accomplished during 
the ensuing year, etc? 


38. How many of us utilize to | 


the full extent the services of 
the executive vice-president or 
tell the president when a service 
is not available and why we 
think it should be. Just think 
what a powerful organ your state 
organization would be if you and 
every other dealer in your state 
followed only these points, no 
more? It could really and truly 
render to the industry in your 
state the service of which it is 
capable, 

On a national level, strength of 
course can come only through 
unity. Events of the last 10 years 
have proved that. However, picture 
what our national organization 
would be if each and every dealer 
in the United States honestly and 
sincerely applied the previously 
mentioned points, no more. How 
easily we could accomplish our na- 
tional goal, which is roughly; 1. 
Legislative protection; 2. Factory- 
dealer relations; 3. A forward- 
thinking planning program to con- 
stantly keep the dealer body 
abreast of the times as regards 
management, employe relations, ad- 
vertising, public relations, account- 
ing and, above all, profits. 

+ * * 


Two-Fisted Guy 


— and well, you say, but why 
haven’t we progressed faster 
and farther? In my opinion, there 
are basically but two reasons why 
we haven't. 


Number one, we dealers haven’t 
followed the above mentioned 
points, or their equivalent. Num- 
ber two, we elect as president one 
of our fellow dealers, then we 
proceed to kill him, financially and 
physically, by insisting that he be 
a full-time for-free employe, rush- 
ing madly from coast to coast and 
from factory to factory. Then at 
the end of the year we throw him 
out, elect another, and start him 
off in the opposite direction. 


Let’s supplement this president 
with a full-time executive vice- 
president, amply paid, fully sup- 
ported and equipped with au- 
thority in his own right to make 
decisions and to act. We can then 
have continuity to our program 
and continued purpose to our 
effort. Let’s tell him what we 
want done, the length of time in 
which we want it accomplished, 
then help him do it. He’ll throw 
the snowballs; we’ll make them. 

If this article provokes thinking, 
whether or not it be controversial, 
it will have served its purpose. 
However, let’s have one more argu- 
mentative statement. President 
Eisenhower, who had a few sup- 
porters on Nov. 4, thinks enough 
of the automobile dealers to ap- 
point two as members of his 
cabinet. 

Isn’t it possible that we dealers 
can also locate in our midst, a 
hard-hitting, honest, capable, two- 
fisted guy, who will give up his 
dealership, in return for an ap- 
pointment as executive vice-presi- 
dent of our great national dealer 
organization? Think it over! 


Akron Dealers 
Elect Sole 


AKRON.—Curt Sole has been 
elected president of the Akron 
Automobile Dealers Assn., with 
Ralph Yontz as vice-president, D. J. 
Laughman as treasurer and E. J. 
Lehman as secretary. 

Directors are Sole, Yontz, Laugh- 
man, D. C. Corbin, Richard Montz, 
Lloyd Oliver, R. L. Arnett, C. E. 
McDowell and Robert Williams. 


Seen Mente BH Beat 


Merle Jackson heads one of In- 
dianapolis’ newest Kaiser - Frazer 
dealerships, Service Motors Sales, 
1225 E. Washington St., as vice- 
president and general manager. He 
Started in the automotive field in 
1931 with the former Marmon Mo- 
tor Car Co. 











fleet sales manager. 


Ford's New Orleans Staff Lines Up '53 Plans— 


The New Orleans district office of Ford meets to outline its 1953 objectives program 
| at Baton Rouge, La. From left are H. C. Regus, manager business management; O. E 
| ling jr., car sales; J. R. MacGregor, White Castle Motor Co.; J. W. Bryant, Plaquemine 
Motor Sales Co., Inc.; Ed Braud jr., Gonzales Motor Co., Inc.; George G. Mounger, 
Mounger Motors, Inc.; Al East, Nelson & East Motor Co., Inc.; W. K. Hamilton, field 
manager; J. W. Cooper, district sales manager; L. T. Warinner, assistant district sales 
manager; J. T. Brown, Capital City Ford Co., Inc.; W. H. Holmes, Capital City Ford; 
Dawes Easterly, J. E. Jackson Motor Co., Inc.; Louis Pujol, service department man- 
ager; C. E. Riddick, parts and service sales manager, and R. R. Marshall, truck and 





Childs Named President 


Of Ashtabula Dealers 


ASHTABULA, O.—The Ashtabula 
County Automobile Dealers Assn. 
has elected Frank Childs, of Ashta- 
bula, as president for 1953. 

Bill Pearson and David L. Hask- 
ell, both of Ashtabula, were named 
vice-president and secretary, re- 
spectively. 

Elected as trustees were Hud 
Hall, of Conneaut; Vince Bishop, of 
Ashtabula; Howard Cook, of Jef- 





ferson; Al Callender, of Ashtabula; 
Russ Kent, of Geneva, and Don 
Marr, of Andover. 


Roach Picks New Site 

Construction on a one-story 
building for Tom Roach Motor Co., 
of Sherman, Tex., has been started 
on the site of the old Grayson 
County Jail. The building will con- 
tain approximately 17,000 square 
feet of floor space and will cost 
about $125,000, it was announced. 
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Find Out How Easy It Is To | 


GET RID OF GAS FUMES | 








SYSTEM 


6 SYSTEMS TO SUIT YOUR NEEDS 


BOTH OVERHEAD AND UNDER- 
FLOOR 


FOR PRESENT BUILDINGS OR 
NEW CONSTRUCTION 


COMPLETE—NOTHING ELSE TO 
BUY 


GUARANTEED IN WRITING 


Designed and engineered to meet your ex- 
act requirements. Overhead systems are priced 
from $206.25, depending on the number of 
inlets. Every NATIONAL" System is complete 
with motor and blower unit, necessary ducts, 
tubes and car service extensions to carry ex- 
haust gas from car tailpipe to outside of 
building. There is a qualified “NATIONAL” 
man near you. 


“NATIONAL” invites you to write for free literature. 
There is no obligation. 


Tae NATIONAL SYSTEM 


OF GARAGE VENTILATION INC. 








‘ 
>» Order Your Sample for 
Demonstration Now. 





Foot Control Releases Sand 


World's Largest Manufacturer of Exclusive Garage Ventilating Equipment 





Dept. 102, 330 North Church Street, Decatur, Illinois 


a 


New Low-Priced Passenger Car ROAD SANDER 







RETAIL PRICE $19 95 





For Instant Traction 
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Auto Labor Generally Quiet .. . 





Coast Unionist Seeks 
$10,000 from Dealer 


By Ed Howard 
Staff Writer 
; of quiet pervaded most 
segments of the automotive 
labor scene as January drew to a 
close last week, but there were 
these developments: 

1. A west coast dealer found him- 
self the object of a $10,000 damage 
suit, 

2. The AFL’s International Assn. 
of Machinists lost a skirmish in 
the same area. 

3. A freshman Congressman in- 
formed Washington newsmen that 
the House Un-American Activities 
Committee had considerable “un- 
finished business” to clean up with 
huge Ford Local 600 of the UAW- 
CIO. 

Charles J. Andrews, business 
agent of an Oroville (Calif.) car- 
penters’ union, is suing T. M. Mc- 
Claskey, head of Oroville Nash, 
for alleged assault and battery 
which he said left him with a 
sprained shoulder, injured clavi- 
cle and lacerations. 

McClaskey has admitted shoving 
Andrews, during a dispute over 
picketing, when the latter report- 
edly refused to leave dealership 
property. McClaskey said Andrews 
ordered picketing of the dealership 
when a non-union painter was 
hired on a service station annex 
under construction. 

* = 


i igen pickets, McClaskey _ said, 
were walking on his property. 

“I told Andrews they were tres- 
passing and to get them out onto 
the sidewalk,” McClaskey said. He 
added that he pushed the union 
agent lightly on the shoulder when 
the latter told him he couldn’t 
make the pickets get off the prop- 
erty. 

The incident, the dealer said, 
occurred on a Saturday after- 
noon, after he refused to order 
the non-union painter to stop 
work. 

He had pointed out, he said, that 
the painter was not working for 
him, and that he could not reach 
anyone in the office of the con- 
tractor who had hired him. 

The painter was laid off the next | 
week, McClaskey learned. 

* * * 

EPORTS from the National La- | 

bor Relations Board showed 
that employes of Ukiah Motor | 
Sales, Ukiah, Calif., had rejected 
the AFL Machinists. 5 to 4. Union 





Midland Trail Signed Up 


Midland Trail Garage (Chevrolet), 
Morehead, Ky., which is headed by 
W. L. Jayne, has become a member} 
of the Kentucky Automobile Deal- | 
ers Assn., having been signed up by | 
Dallas Queen, an association direc- | 
tor at Maysville. _ 
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business sessions, and will 
assisted by S. C. Russell, of 


Russell, Willis & Crispo, Toronto, 
jand I. H. Cumberland, of Bear 
| Equipment & Service, Ltd., Toronto. 
| At the luncheon get-together 


|March 9, D. Leo Dolan, director of 
the Canadian Government’s Travel 
| Bureau, will speak on the value of 
| the tourist trade to the auto service 


objections to the results were over- | industry. 


ruled. 

A Fruehauf Trailer Co. petition | 
for a plant-wide bargaining unit in 
its Portland (Ore.) plant was re- 
jected by the board when 
covered that no union wanted to 
seek representation on that basis. 


An Oregon dealership, George 
W. Dunmire, Inc., of Oregon City, 
was the target of a recommenda- 
tion, from an NLRB examiner, 
that it “cease and desist from 
any and all interference” with 
organizational activities of its 
salesmen, some of whom had 
been moving toward joining the 
AFL’s Automobile Drivers and 
Demonstrators Local 212, Team- 
sters, 

The full board ordered the UAW- 
CIO to cease and desist from “caus- 


ing or attempting to cause” Inter- | 


national Harvester Co. to suspend 
or discriminate against employes 
who engaged in anti-union activi- | 
ties on their own time, and to offer | 
back pay to five employes. 

In Washington, indications grew 
that the House Un-American Activi- 
ties Committee would again probe 
into possible Communist influences 
in the huge Ford Local 600 of the 


UAW. 
Ae Republican Congressman 
from Michigan, Rep. Kit Clardy, 

said “there is a lot of unfinished 
business in Detroit.” He has been 
assigned to the committee. 

Clardy said the committee might 
hold hearings in Detroit in late 
spring or early summer. 


* * * 


In Michigan’s upper peninsula, 16 | 


former employes of the closed Ford 
plant in Iron Mountain have been 
awarded a total of $40,000 in com- 
pensatory payments. The awards, 
ranging from $500 to $6,000, were 
made by Silas J. McGregor, deputy 
commissioner for the State Depart- 
ment of Labor and —— 


Parley Program 
Set by Canadian 


Parts Association 


OTTAWA.—The Canadian Auto- 


motive Wholesalers & Manufactur- | 
ers Assn. announced last week the | 
its 1953 convention | 
March 9-10 at the King Edward | 


schedule for 


Hotel, Toronto. 
Four 
held during the meeting, 
round-table discussions covering 
many topics, including taxation, 
anti-combines legislation, manage- 
ment, personnel selection, 


making. 
T. R. Fyfe, president of the or- 
ganization, will serve as chairman 








The Gift That 
Keeps on 


GIVING and 
SELLING! 


EVERY MOTORIST NEEDS ONE 

Instantly attached to sun visor... con- 
venient . . , keeps sun glasses, pencils, 
identification cards, etc., at motorist’s 
fingertips . . . where they are always 
ready for use! 

Beautifully and Durably Made 

of felt-lined, leatherette Vinyl plastic... 
rustproof clip . , . many attractive colors. 
A constant reminder to motorists of your 
company name! 





Te D 
CLIP-ON CASE 


i YOUR AO GOLO- & 
eee) 
| 


Your Name and Address 
Gold - Stamped on Case 


A LOW-COST GOOD-WILL BUILDER! 
Write today for full details and price list! 


BLAISDELL MFG. CO. 602) 


1350 Coronado Ave., 


(Dept. 


long Beach 15, California 















zone office or selling allied equipment 


zation. 


and present salary bracket. 


A nationally known manufacturer of Hydraulic Dump Units is developing a 
distributor expansion program and requires the services of an experienced 
distributor contact man. This man may now be connected with a truck factory 


extensive traveling throughout the United States. 
to the sales manager and will be expected to work with the District Sales 
Offices in the expansion of a hard hitting, productive distributor sales organi- 
He will headquarter at the factory located in a large, Mid-Western 
city. Please reply by letter stating age, educational background, experience 


Address: Box AN-370, c/o Automotive News, Detroit 26, Michigan 


eae 








through distributors. The job requires 






The man selected will report 

















it dis- | 


The principal theme of the con- 


| vention will be “Linked for Serv- 
ice,” the association’s motto. 


OPS Simplifies 
Truck Pricing 


For Makers 


Recovery Possible 
For Freight Hikes 
On Components 


WASHINGTON.— Simplified 
methods for truck manufacturers 
to use in determining ceiling prices 
on new lines of vehicles and new 
|items of factory-installed equip- 
|ment were announced by OPS last 
week, effective Feb. 23. 

At the same time, the agency 
authorized makers of all com- 

mercial vehicles to recalculate 
their ceiling prices, which under 
certain circumstances, it was 
said, will enable them to recover 
increased cost of freight on un- 
assembled components shipped 
from factories to assembly plants. 
The change in methods of de- 
termining ceiling prices is  pre- 
scribed for the convenience of the 





| president of Mosher Bros., 





industry, according to OPS, and 
will not affect the level of prices. 


OPS said this authorization ap- 
plied to manufacturers not only of 
automotive trucks, but also motor | 
coaches, truck trailers, trailer 
coaches, ambulances, hearses, 
flower cars, motorcycles and motor 
scooters. | 


It was pointed out that the new| 





methods for determining price ceil- 
ings on new products of the truck 
|makers were almost identical with | 
those provided for car makers in| 
Revision 1 of Ceiling Price Regula- | 


| tion 1, | 





business sessions will be| 
with | 


stock | 
control, sales promotion and profit- | 


||| charges for transportation, Fed- 


||| which 


| mercial motor vehicles who operate 


To establish a ceiling on a new 
product, an automotive truck 
manufacturer applies to the unit | 
cost of the new product the per- | 
centage margin over the current 
unit cost he obtains on the most 
comparable product for which he | 
has already established a ceiling | 
price. 

He must submit the ceiling price | 
so determined to OPS for approval. | 
In the case of new items of factory- | 
installed equipment, he is required | 
to apply an OPS Public Form No. | 
149, now used for new items of | 
equipment by manufacturers of | 
passenger cars. Ceilings for new| 
items of equipment proposed on) 
OPS Public Forms No. 149 become | 
effective automatically 15 days | 
after filing unless OPS takes con- | 
| trary action in the meantime. 


The manufacturer must await | 
OPS approval of his proposed ceil- | 
ings on new lines of trucks. 


Supplementary Regulation 9 to)| 
CPR 30, issued Oct. 2, 1952, per-| 
mitted manufacturers to increase 
ceiling prices to cover increased 
costs incurred by them on outbound 
freight. This adjustment, however, 
was not applicable to freight in- 
|creases on unassembled com-| 
|ponents shipped to their own} 
| regional assembly plants by manu- 
facturers who sell on a delivered 
basis. 


The new supplementary regu- 
lation permits manufacturers of 
commercial vehicles who sell on 
a delivered basis to make adjust- 
ments to cover freight increases 
on such shipments, To obtain the 
adjustment they are authorized 
to compute f.o.b. factory ceiling 
prices, to which they may add 


| 


eral excise taxes, handling and 
| delivery, and any other charges 
it was their custom to 
| make on Dee, 1, 1950, 

The freight adjustment provision 
will permit manufacturers of com- 








regional assembly plants to obtain 
adjustments equivalent to those al- 
ready available to manufacturers 





who distribute finished trucks from 
central manufacturing plants. 


|} mora, La. 


| sr., 


| 58, retired superintendent of Buick in Flint, 


Obituaries 


The Original ‘Joe Zilch,” | 
Former Auto Dealer 
PHILADELPHIA. 


Joseph A. 
Zilch, 68, oldtime vaudeville player | 
and former auto dealer, died re-| 


cently in Camden, N. J. 


Mr. Zilch retired recently as a| 
salesman with B&L-GMC Truck | 
Sales Co. He came to Philadelphia | 
in 1906 with Foss-Hughes Co., auto | 
dealership now located at 21st and 
Market. 


Mr. Zilch received fame because 
of an ad lib created by Frank Tin- 
ney, comedian, who, during a per- 
formance at the old Chestnut St. 
Opera House, remarked when the 
scenery collapsed, “Joe Zilch is 
quite an architect.” The widely 
used comic cognomen “Joe Zilch” 
arose out of that ad lib. 

* * * 
L. E, Johnson 

LOWELL, Mich.—L. E. Johnson, 54, sec- 
retary of the Lowell Showboat and veteran 
auto dealer, died Jan. 24 

* * * 
Heinrich Wagner 

FRANKFURT, Germany.—Heinrich Wag- 
ner, 53, general manager of Daimler-Benz 
and former chairman of the board of Opel, 
died unexpectedly Jan. 15. Mr. Wagner 
was born in Saarbruecken. He joined Opel 


in 1923 and remained there until World 
War II. 





* * * 


Charles Kadlejack 
CLEVELAND. — Charles Kadlejack, 55, 
former Hudson dealer in Parma, died Jan. 
17. He retired four years ago. He had 


| been in the automobile business for more 


than 25 years, 


* * * 


James Thomas Hunt 
PETERSBURG, Va. — James Thomas 
Hunt, 68, retired Colonial Heights dealer, 
died Jan. 20. 


* * * 


Anthony W. Mosher Jr. 
ALBANY.—Anthony W. Mosher jr., 63, 
Inc., used-car 
business, died Jan. 20 after a long illness. 
He formerly had a Pontiac and later a 
Hudson dealership here. He was a member 
of the Albany Automobile Dealers Assn. 

* * * 


Walter Hunt Bates 
PASADENA, Calif.—Walter Hunt Bates, 
90, retired International Harvester Co. ex- 
ecutive, died Jan. 18 at his home here. 


* * * 


William Beasley 
ALEXANDRIA, La. — William Beasley, 
67, used-car dealer here, was killed Jan. 
17 in a highway collision north of Glen- 


* - * 


James E. Buck Sr. 
CUYAHOGA FALLS, O.—James E. Buck 
43, secretary-treasurer of Dave Towell, 
Inc., Akron auto dealership, died Jan. 21. 
Mr. Buck was the first president of the 
Automobile Accountants Assn. in Akron. 


* * * 


Earl Bert Mayhew 
ST. PETERSBURG.—FEarl Bert Mayhew, 





died here Jan. 22. Mr. 


Mayhew came to 


Quant 


PRODU 


0 


GREY IRON 


; Laner were killed in 





| buyer interest to “power” 


41 


St. Petersburg three months ago from Flint 
to spend the winter. 


* * 


* 
Joseph McGoldrick 


| MACON, Ga.-—Joseph McGoldrick, presi- 
dent of McGoldriek Motor Co., died after 
a long illness He had lived in Macon 
since 1916. 
* * * 
Mr. and Mrs. Lewis Laner 
KANSAS CITY.--Mr. and Mrs. Lewis 


an auto accident in 
Mississipp!1 while on their way to Florida. 
Mr. Laner was president of Laner Pontiac 
Co 

* * 


a 
Robert M. McInnis 


ROCKINGHAM, N. C.-—Robert M. Mc- 
Innis, 46, president of McInnis Motors 
(Ford) and owner of a filling station and 


Firestone store at Ellerbe, in addition to 
truck and farming interests, died Jan. 18. 
He was a member of the Board of County 
Commissioners and a past president of the 
Rockingham Merchants Assn. 

* 


George R. Weber 
MANHEIM, Pa.—George R. Weber, vice- 
president, treasurer and a director of Ray- 
bestos-Manhattan, Inc., and general man- 
ager of its U. S. Asbestos division plant 


here, died Jan, 14. He became affiliated 
with the U. S. Asbestos plant in 1921 and 
took an important part in creating the 


Raybestos-Manhattan merger in 1929. 
* * * 
Charles A. Hughes 

MIAMI BEACH, Fila. Charles A. 
Hughes, 71, secretary of the Detroit Ath- 
letic Club for the past 38 years, died here 
while on vacation. Mr. Hughes, one of the 
most widely known men among members of 
the auto industry, was also editor of the 
DAC News. 


Oldsmobile Says 
Order Volume 
Tops Last Year's 


LANSING, Mich. Highlighted 
by public interest in the experi- 
mental Starfire and the Fiesta 


sports car, Olds- 
mobile’s 1953 line 
is receiving a 
warm reception in 
all parts of the 
U.S., according to 
J. F. Wolfram, 
general manager 
of Oldsmobile. 

Volume of or- 
ders is ahead of 
last year on deal- 
er books, and re- 
quests for demon- 
strations of “power” features have 
hit a new peak for winter months, 
Wolfram said. 

“A year of strong demand for 
1953 Oldsmobiles was foretold by 
crowd reactions at both the General 
Motors Motorama, in New York, 
and dealer showrooms,” he declared. 

Wolfram attributed much of the 
features 
such as power steering, power 
brakes, a new 12-volt electrical sys- 
tem and the 165-horsepower Rocket 
engine. 


J. F. Wolfram 
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Factory Men Take a Bow— 


Representatives of the various truck and supply firms who “‘caught" the check for 
the cooperative dinner and cocktail party given members of the Council of Private 
Truck Owners in convention in Detroit recently were brought to the stage during the 
dinner and thanked by the officers of the association. Those on the stage include 
N. W. Seidel, Chrysler Corp.; J. W. Chenault, Ford Motor Co.; R. D. Mancinelli, 
Diamond T; E. L. McCreery, Lee Tire & Rubber Co.; Henry Rowalt, Mack Motor Truck 
Corp.; J. C. Sheppard, Studebaker; J. H. Barnes, Timken-Detroit Axle Co.; H. R. 


Stickel, White Motor Co.; 


R. B. Jones, Trailmobile, 


Inc.; E. A. Watson, Fruehauf 


Trailer Co., and Karl Pearson, Autocar Co. Not shown are representatives from Chevro- 
let, GMC Truck & Coach and International Harvester who also participated in the 


entertainment. 


Carey’s Road Plan Urges 


End to U.S. Auto Taxes 


EDGEWATER PARK, Miss. 
Good leadership and collective ac- 
tion on the part of all highway 
users are needed to solve the na- 
tion’s highway problems, Walter F. 
Carey, president of the American 
Trucking Assns., told a meeting of 
the Truck- Trailer Manufacturers 
Assn. 


At the same time, the urgent 
need for a systematic analysis of 
materials- handling costs was 
stressed by R. C. Sollenberger, ex- 
ecutive vice-president of the Con- 
veyor Equipment Manufacturers 
Assn. 


“Highway users, both automo- 
bile and truck,” Carey said, “are 
already paying heavy taxes for 
roads they are not getting, be- 
cause their tax money is diverted 
to other than highway uses or 


Georgia Assembly 
Lists Nine Auto 
Men on Rolls 


ATLANTA. — Georgia automobile 
men are proving their interest in 
their communities and state by ac- 
tive participation in politics. The 
session of the General Assembly 
which got under way last week has 
two in the Senate and seven in the 
House. 

In the Senate, Homer Edenfield, 
Ford dealer of Kingsland, is the Ad- 
ministration floor leader. Harry H. 
Redwine, of Fayetteville, also is as- 
sociated with Ford. 

House members include Ben Jes- 
sup, of Ben Jessup Motors (Chrys- 
ler-Plymouth), Cochran; C. B. Bran- 
nen, of Brannen Motor Co. (Ford), 
Unadilla; James A. Otwell jr., of 
Andean Motor Co. (Chevrolet), 
Cumming; W. D. Sivell, of Sivell 
Motor Co. (Ford), Chipley; Fred C. 
Jones, of Fred Jones Chevrolet Co., 
Dahlonega; Mose Edenfield, of Dar- 
ien Motors, Inc. (Ford), Darien, and 
Howard Abney, of Ringgold Motor 
Co. (Dodge-Plymouth), Ringgold. 


Roadster Show 
To Open Feb. 17 


OAKLAND, Calif. — A Custom 
convertible with unique interior 
fittings has been entered in the 
fourth annual National Roadster 
Show, which opens a six-day run 
Feb. 17 in the Oakland Exposition 
Blidg., according to M. L. Slonaker, 
show manager. 

The swank car entered by Ray 
Duckworth, of San Lorenzo, Calif,., 
will vie for top laurels with more 
than 100 entries, all hand-built. 

A 1949 Oldsmobile forms the basis 
of the red Duckworth Special, with 
conveniences ranging from plush 
rugs to refreshments bars at the 
sides of the rear seats. 

The convertible has a Hall padded 
top, crash-padded dash with Stuart- 








dispersed and frittered away in 
unscientific and improperly 
planned highway ventures.” 


AUTOMOTIVE 


In Carey’s opinion, one of the| 


first steps that should be taken to | 


solve the highway problem should 
be the Federal Government’s with- 
drawal 
vehicle taxation. This, 
should be the responsibility of the 
states. 


“These taxes consist of levies on 


oil, on new equipment and parts, 
including new cars, trucks and 
trailers, and on tires and tubes,” 
Carey said. “The fuel tax alone 
will run to about $825 million per 
year at the current rate. Not one 
cent of that money is used for 
highways.” 

If Federal taxes were eliminated 
and the states replaced them with 
special two-cent gas tax levies for 
highway purposes only, Carey ex- 
plained, nearly a billion dollars 
could be collected “without impos- 
ing one cent additional tax on any 
motor vehicle owner.” 


Sollenberger declared that “most 


dling costs.” 


“In many plants, the most valu- 
able processing equipment is in 
operation less than 20 percent of 
the time because too much time 
is wasted in getting materials to 
it and away from it,” he said, 
adding: 

“Processing time is a minor part 
of all production time, but materi- 
als handling is a major part and 
that is where the greatest savings 
can be made.” 


Wallace Heads 
Athletic Club 
DETROIT. — David A. Wallace, 
head of the Chrysler division, has 
been elected president of the De- 


troit Athletic Club 
to succeed T. H. 


Keating, Chevro- 
let general man- 
ager. 


Elected along 
with Wallace 
were M. M. Bur- 
gess, an automo- 





vice - president, 
4 and William A. 
; Mayberry, presi- 
David A. Wallace = dent of the Manu- 
facturers National Bank, second 
vice-president. 
Sherman A. Hill, an attorney, was 
reelected treasurer, and Charley 
Hughes, secretary. 





NewVille a Dealer Now 


Dayle NewVille, former sales 
manager of Harbor Motors (Ford), 
Portland, Ore., and prior to that 
with McCoy Auto Co., Vancouver, 
Wash., has bought Woodland Val- 


Warner instruments, and a steering | ley Motors (Oldsmobile), Woodland, 


post shortened by six inches. 


Wash., from Ben Thomas. 


from the field of motor} 
he said, | 


| 


'R. S. Hicks, 


| Morris, 
| Steele, Mobile. 





Alabama Dealers 
List Committees; 


Me) Sot Oct. Parley 


MONTGOMERY, Ala.—In addi- 
tion to naming new committees for 
the Automobile Dealers Assn. of 
Alabama here last week, H. C. 
Christopher, president, announced 
that the association’s 1953 conven- 
tion would be held Oct. 25-27 at the 
Buena Vista Hotel, Biloxi, Miss. 

Committees named by Christo- 
pher were as follows: 

LecisLative—F. E. Davidson, De- 
mopolis, chairman; G. W. Cox, 
Boaz, vice-chairman; R. S. Hicks, 


Decatur; T. E. Campbell, Florence; | 


Rush Stallings, Montgomery; A. C. 
Freeman, Dothan; 
Mobile; D. H. Maring, Birming- 
ham, and J. C. Austin, Tuscaloosa. 


Memsersuip—C. H. House, Birm- | 7 = 

| Inspecting Parts After Car Punishment Test— 
| A dream of any mechanic who likes to take things apart is this exhibit of the 
| inner workings of an automobile. The cars were torn down after a 25,000-mile 


| durability run at General Motors’ proving ground. Top GM engineering executives 
| received detailed reports on the various performance characteristics of each car. 


ingham, chairman; Rex Sikes, Lu- 
verne, vice-chairman; W. N. Rob- 
erts, Brewton; T. D. McGough III, 
Montgomery, and V. C. Adams, 
Anniston. 

Pusiic RELATIONS AND SAFETY — 
Rhea Fayssoux, Tuscaloosa, chair- 
man; W. H. Ray, Huntsville, vice- 
chairman; M. B. Casler, Birming- 
ham; D. W. Canon, Opelika; John 
Thomas jr, Gadsden; Harry 
Hooper jr., Selma, and A. B. Woods 


| jr., Russellville. 


RELATIONS — 
Decatur, chairman; 
|John Thomas sr., Gadsden, vice- 
|chairman; R. K. McMillan, Brew- 
ton; Don Drennen, Ensley; W. S. 
Edwards jr., Birmingham; C. G. 
Tuscumbia, and L. C. 


EMPLOYER - EMPLOYE 


INSURANCE TRUSTEES—H. C. Chris- 
topher, Fort Payne; T. J. Kirven, 
Jackson; G. W. Cox, Boaz; Forrest 
McConnell, Montgomery, and 
Frank R. Broadway, Montgomery. 


Gorman Elected 


‘Head of Private 


gasoline and fuel, on lubricating | 


Truck Owners 


DETROIT. A. B. Gorman, of 
Esso Standard Oil Co., New York, 
has been elected president of the 
National Council of Private Truck 
Owners. He succeeds T. A. Dres- 
cher, of the Milk Industry Founda- 
tion, Washington. 

Other officers are Charles Ehren- 
berger, of Standard Brands, Inc., 
eastern vice-president; John J. 
Riley, of the American Bottlers of 
Carbonated Beverages, southeastern 
vice-president; Ralph Rodgers, of 


|Standard Oil Co. of Indiana, cen- 
i : | tral vice-president, and R. C. Hib- 
companies are just guessing at han- | 


ben, of the International Assn. of 


|Ice Cream Manufacturers, treas- 


urer. 


Three-year directors are L. F. 
Banigan, of Fleet Owner magazine; 
J. N. Bauman, of White Motor Co.; 
C. S. Decker, of Borden Co.; C. J. 
Fagg, of Esso Standard Oil; H. V. 
Haley, of P. Ballentine & Sons; H. 
O. Mathews, of Armour & Co.; W. 
H. Ott jr., of Kraft Foods Co., and 
R. S. Robie, of U-Dryvit Auto 


| Rental Co. 


M. E. Cowden was elected a one- 
year-director., 





tive supplier, first | 7 


Made by Firestone— 


Harvey S. Firestone jr. (left), chairman 
of Firestone Tire & Rubber Co., gets ready 
| to “open fire’’ from an electronically con- 
trolled gun mount, which the company will 
produce for the Navy. The antiaircraft 
unit, weighing 17 tons, can hurl three-inch 
shells and is equipped with radar fire- 
control systems. With Firestone are Ray- 
mond C. Firestone (right) and J. E. Trainer 
(center), vice-presidents of the company. 


C. C. Bullock, | 
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Competitors Included . . . 





DETROIT.— General Motors re- 
cently completed what it believes 
to be the world’s most exhaustive 
test of passenger cars. 

Thirty cars—including 13 pro- 
duced by GM and 17 by competitor 
firms—were driven 25,000 grueling 
miles each—day and night, five 
days a week—for some 13 weeks. 

Tires lasted about 8,000 miles, in- 
dicating that the cars received 
about four times as much punish- 
ment as cars used in normal driv- 
jing. Thus, GM said, the test was 
|tantamount to some 100,000 miles 
of ordinary driving. 

The durability test was made 
at GM’s proving ground, 40 miles 
northwest of Detroit. Records 
were kept on each car as to part 
failures, cost of replacement 
parts, labor, quantities of gasoline 
and oil consumed, number of tires 
worn out, frequency of required 
adjustments, and other items. 

The cost of parts and labor 
charged against cars was that 
which prevailed in service shops 
in the Detroit area. All cars were 
maintained in accordance with 
recommendations of the manufac- 
turer. 

At the end of the test, each car 
was torn down to the last nut and 
bolt. The parts bore tags of dif- 
ferent colors, the colors indicating 
replacement of a part, need for 
replacement, or amount of wear. 

This exhibit was viewed only by 
top engineering executives of GM 
and its car, body, parts and re- 
search divisions. Also made avail- 
able, to this group only, were 
detailed reports on the various per- 
formance characteristics of each 
car, such as miles per gallon and 
cost per mile of operation. 

Why did GM conduct such an 
elaborate test? 

“We think it’s the best way to 
find out how our cars perform,” 
says Charles A. Chayne, vice- 
president in charge of GM’s engi- 
neering staff. “And, by putting 





rough 


Cars Take Beating in 25,000-Mile Grind— 

Resembling meteor trails, these headlight tracings on a photographic negative pro- 
vide a striking illustration of the grueling tests to which today's cars are put. The 
picture is a combined day and night view of General Motors’ recent endurance run 
for 30 cars, including those of rival makers. A shot of the cars was taken just before 
sunset. Later, a time exposure was made to show the headlight pattern after dark. 












* * - 


GM Tests 30 Cars 
In 25,000-Mile Run 


our competitors’ cars through the 
same paces, we find out how our 
cars stack up against them, In 
a nutshell, it’s an engineering 
audit of all popular American 
cars. To keep our information 
up to date, we conduct such a 
test every year or two.” 


The test, GM said, was conducted 
with impartiality. Each car of the 
same general type of design was 
driven over the same route of 
varied road surfaces and grades, at 
the same speeds. Even the 117 driv- 
ers were switched from car to car 
so that each driver, whether hard 
or easy on a car, drove each vehicle 
about the same mileage. 


Here’s a digest of a typical sched- 
ule: 


“Run one lap of the speed loop 
(track with banked turns, 3.8 miles 
long) at 55 miles per hour. Make 
a fast brake stop without skidding 
tires. Repeat lap and fast stop. 
Accelerate at full throttle, traffic 
permitting, and run a lap at 5 
m.p.h. below maximum speed, with 
speed limited to 80 m.p.h. on turns. 
Stop. Turn off engine. 


“Check for vapor lock or other 
bad conditions. Approach 11 per- 
cent hill at 10 m.p.h in third gear. 
Apply full throttle at first marker. 
Proceed on gravel hill route at 
not over 45 m.p.h. Proceed on 
Belgian block road (paved with 
granite blocks set unevenly in 
concrete, with dips and humps) 
at 35 m.p.h. Stop and proceed 50 
feet in reverse.” 


Meanwhile, the horn was tested 
at intervals, the radio played and 
windshield wipers were kept going 
regardless of rain or shine. 

The drivers, said GM, were no 
“Barney Oldfields.” Many were 
hired temporarily from nearby 
farms. All were from 21 to 30 
years of age. 

The 30 cars rolled up 750,000 
miles to bring the proving ground’s 
total 28-year mileage to 126,244,701. 
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Car, Truck Output Estimates 
By Automotive News | 


PASSENGER CARS | 


| 
(U. S. PRODUCTION ONLY) 
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Week Week dan. 1 dan. 1 
Ended Same Ended Total to to 
Jan. 31, Week, Jan. 24, Jan., Feb. 2 Jan, 31, 
1953 1952 1953* 1953 1952* 1953* 
CHRYSLER 26,528 17,905 25,660 108,035 78,605 108,035 
Chrysler 4,063 2,317 4,097 16,802 10,706 16,802 
DeSoto 2,644 1,958 2,511 9,649 8,553 9,649 
Dodge 7,482 5,291 7,528 31,152 23,189 31,152 
Plymouth ... 12,339 8,339 11,524 50,432 36,157 50,432 
FORD 25,530 11,268 24,923 104,772 28,201 104,772 
Ford . 19,792 8,757 18,655 80,305 20,359 80,305 
Lincoln 994 366 1,092 4,160 892 4,160 
Mercury ........ . 4,744 2,145 5,176 20,307 6,950 20,307 
GENERAL MOTORS .. 52,914 33,717 51,232 205,281 147,781 205,281 
Buick .... - 9,212 6,216 9,235 37,889 26,887 37,889 
Cadillac... 2,267 1,637 2,225 9,327 6,254 9,327 
Chevrolet .... . 27,556 16,600 25,697 100,760 72,737 + +=100,760 
Oldsmobile 6,487 4,486 6,586 27,136 18,944 27,136 
Pontiac ........ — 7,392 4,778 7,489 30,169 22,959 30,169 
KAISER-FRAZER 1,298 960 1,371 2,896 4,290 2,896 
CROSLEY .... ‘iiaslidiinte’ 52 oes ‘ is 240 ‘i “ 
HUDSON ......... 1,780 1,630 1,049 6,390 7,358 6,390 
OEE. ntetinns 4,318 1,343 3,984 16,161 3,623 16,161 
PACKARD ............... 2,692 dcuinteagen 2,689 10,918 3,704 10,918 
STUDEBAKER ..... . 2,224 4,545 1,377 5,189 21,323 5,189 
WILLYS-OVERLAND.._ 1,629 1,060 1,567 6,053 4,094 6,053 
Total Cars, U.S. .......118,913 72,480 113,852 465,695 299,219 465,695 
*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 Jan, 1 
Ended Same Ended Total to to 
Jan, 31, Week, Jan, 24, Jan., Feb. 2, Jan. 31, 
1953 1952 1953* 1953 1952* 1953* 
CHEVROLET 8,622 6,339 8,963 35,274 28,409 35,274 
REET, ssiiccsbnrstsvecosenrsas  sinaesans wane eaaens 25 len 
DIAMOND T ............... 166 188 176 622 629 622 
SINE estacasssosseesbeiitenbeinine 60 80 60 251 326 251 
SER dactevncinisivnnenvcicns, a 3,420 2,325 11,058 15,453 11,058 
FEDERAL. .................... 17 dapanreie 28 100 158 100 
TEU occesesevsnee 1,689 4,569 4,462 19,426 16,946 19,426 
3 divers sina phiacAaos 2,990 2,158 3,049 12,442 9,907 12,442 
INTERNATIONAL ...... 2,744 3,535 2,704 10,807 16,232 10,807 
IEEE cchsscottxonpsshisctabesoowndue 284 280 223 1,006 1,163 1,006 
MN, Ginkcadustebssististvensssveassersvs 362 400 358 1,515 1,716 1,515 
STUDEBAKER ............. 1,480 1,280 1,503 6,281 6,016 6,281 
NR, kines eaSdjosisndicalcées 284 272 282 1,157 1,390 1,157 
WILLYS-OVERLAND.. 2,616 1,764 2,605 10,968 9,067 10,968 
MISCELLANEOUS ...... 331 312 344 1,400 1,422 1,400 
Total Trucks, U. S. .. 24,489 24,605 27,082 112,307 108,859 112,307 
Total Cars, Trucks 
Mle WE: saniccuietcassikadtacatcnencd 143,402 97,085 140,934 578,002 408,078 578,002 
Total Cars, Trucks 
2 ee 6,912 8,618 35,115 29,896 35,115 
Grand Total 


Cars and Trucks 
U. S. and Canada 


52,416 103,997 149,552 613,117 437,974 613,117 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
N.B.: Ali U. 8. 


totals include cars and trucks for military orders. 





Big ‘Yen’ 


Taxes, Costly Materials and Processes Keep 
Prices of Japanese Autos High 


TOKYO. — Next time a prospec- 
tive customer complains of the high 
price of automobiles, just remind 
him that he’s lucky he’s not in 
Japan. 

The lowest priced Japanese- 
made auto, the Datsun, sells for 
about $2,420, including tax, and 
is the sales leader because of its 
low price and its popularity with 
cab companies. The little Datsun 
wheezes and whines through traf- 
fic with a 20-horsepower engine 
which gets about 42 miles per 
gallon of gas. 

The Prince, with a 45-horsepower 


Output 


(Continued from Page 1) 
well as they please, at least through 
the first half of this year. 

Individual car production 
quotas for the first quarter of 
1953 are as follows: 

GM, 520,250; Chrysler, 272,000; 
Ford, 266,375; Studebaker, 52,375; 
Nash, 42,750; Hudson, 31,500; K-F, 
25,000; Packard, 23,500, and Willys, 
15,000. A total of 1,250 units has 
been set aside for “all others.” 





Auto Stocks 


Jan. Jan. 1952-3 

28 21 High Low 
Chrysler 93 92% 98 6814 
GM 67% «68 69% 50 
Hudson 16% 16% 17% 12% 
K-F 4% 3% 7 3% 
Nash 2336 231% 225% 17% 
Packard 6% 6% 6% 4% 
Stude. 41% 41% 41% 31% 
Willys 122% 2% 18% 8% 
Average 33.00 33.00 


Compiled from reports of trading on the 
N. ¥. Curb and N. Y. Stock Exchange. 





for Cars 


engine averaging 30 miles per gal- 
lon, costs approximately $3,750 and 
is restricted in sales because of its 
high price. 

Two other Japanese autos being 
manufactured for 1953 are _ the 
Toyopet, priced at $2,640, and the | 
Ohta, which sells for about $2,500. 
These cars have 28 and 23-horse- 
power engines, respectively, and 
average 35 miles to the gallon. 

Three main reasons for the high 
prices were explained by Hikoshiro 
lida, of the Japan International | 
Trade and Industry Ministry. They 
are the 20 percent tax, high cost 
of materials and the costly process 
of pressing auto frames into shape 
by hand tools instead of mass-pro- 
duction methods. 

Although prices are far beyond 
the average Japanese income, the 
demand for cars continues to ex- 
ceed the supply, lida said. He 
estimates that 4,949 cars were 
produced and sold in Japan dur- 
ing 1952. The Datsun topped sales 
with 2,457 units and the Prince 
was low with 62. 

Present aim of the 13,200-man 
Japan auto industry Iida said, is 
quantity and quality. 

He said that as the industry 
nears this goal there will be a 
gradual decrease of foreign im- 
ports, but added that such a situa- 
tion will not come about until 
Japan is able to compete in world 
markets. 

Foreign imports were not al- 
lowed until last year. 

At present Japan limits its en- 
tire auto sales to domestic buyers. 
Its auto plants are located at Yoko- 
hama, Nagoya, Shinagawa, Mitaka 
and Shizuoka. 

lida stated that Japan’s future 
quality aim is to produce European- 
type autos which are more eco- 
nomical to produce and operate 
than American types. 
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New BLS System Draws Fire .. . 


What’s Behind Fight 
On Living-Cost Index 


(Continued from Page 1) 


dustry with background data neces- | 
sary to policy decisions. | 
What has changed the picture? | 

* * * } 

Topay, 3.5 million American | 
workers are covered by collec- | 
tive bargaining agreements calling 
for a sliding scale of wages, tied 
to BLS cost-of-living statistics. 
More than a million of these are) 
in the auto industry—where rank 
and file laborers have begun to 
display a restiveness under current 
long-term contracts that behooves 
union leaders to pick up the ball 





and services bought by city wage 

earners and salaried workers. 
Most articles included in the new 

“market basket” were found in the 





old ones as well. The general 
framework of “weighting” is very 
similar. Nevertheless, there are 
many changes which Bureau mem- 
bers insist are improvements. 
+ * * 

OST noticeable, and the one 

responsible for the big change 
in the size of index numbers, is 
the shift in base period from 
1935-39 to 1947-49. In each case, the 
average dollar value of prices for 





and start running—somewhere. 

That is why Walter Reuther, 
UAW and CIO president, has 
grasped at the forthcoming index 
switch as a heaven-sent oppor- 
tunity to pry open the five-year 
contracts he hailed—only two 
and a half years ago—as the 
start of a new era of stable, 
peaceful labor relations. 

That is why 1953 brings the pos- 


sibility—although not yet the prob- | 


ability—-of auto worker’ unrest 
which could touch off major strikes. 

And that is why every part of 
the industry—dealers as well as 
manufacturers and organized labor 
—now must know what the Con- 
sumers’ Price Index is, how it 
started and how it works. 

a * * 

HE “old” index was born as 

World War I drew to a close 
when the country needed some 
yardstick by which to measure 
wage demands growing out of the 
first major inflationary spiral of 
this century. 


The theory was simple: To get) 


a close line on prices of things 
most people buy, go into repre- 
sentative stores of a representative 
area and check the price tags on 
representative goods. 

It was an early application of 
the “poll” technique now so 
familiar in presidential years— 
and was and is subject to the 
same margins of error. 

For instance: An index tailored 
to fit the buying habits of 1918 did 
not work well in 1933—and would 
be even farther out of joint in 1953, 
with its television, frozen foods, 
and other items unheard of in the 
market baskets of World War I. 

* og * 

CTUALLY, the BLS “market 
+4 basket” has been revised sev- 
eral times along the way from 1918 
to now, but the last major revision 
before this year was made in the 


| late ’30s. 


Thus, the newest revised index 
is designed as a direct continuation 
of the “interim adjusted” index 
which breathed its last in Decem- 
ber, and of the “old series” as well. 

The “old series” was based on 
buying habits of 1934-36, while 
the “interim adjusted” index was 
based on essentially the same 
buying habits, but with a few 
additions, chiefly a “rent bias.” 

The new index serves the same 


|the base years is assigned a value 
of 100 (which may be read in terms 
of percentage). 

The result is that the index figure 
\for October, 1952, originally re- 
| ported as 190.9, appears on the new 
index as 114.2. That simply means 
that prices which were 190.9 per- 
cent of 1935-39 averages were only 
114.2 percent of 1947-49 averages. 

This is not what unions are 

complaining about, although 
some union leaders see _ the 
change of base period as a dark 
plot to make index numbers look 
smaller, and take some of the 
| Steam out of their claims of in- 
| flationary pressures. 

Union officials are balking over 
changes in the number and type 
of items priced for the market 


type of cities canvassed, and 
changes in the income spread 
covered. 

The weight given to items in the 
market basket will now reflect the 
findings of a comprehensive 1950 
survey of buying habits, plus 
known modifications in such habits 
up to 1952. 


+ ok * 

HE items themselves have been 
increased to more than 300. 
They now include cost of shelter 
to home owners, as well as renters. 
The economists have at last real- 
ized what dealers could have told 
them years ago—the price of used 
cars is of great importance in the 
car market. It has been included. 
Restaurant meals have been 
added, as well as many other goods 

and services. 
Former indices covered 30 
cities, of which 29 contained more 
than 100,000 persons. The new 


Pa. Truckers Rap 
Rails’ Property 


Tax Exemption 


HARRISBURG, Pa. — (UTPS) — 
The Pennsylvania Motor Truck 
Assn. last week made public nine 
courses of action open to Pennsyl- 
vania cities, towns and school dis- 
tricts to “collect much additional 
real property taxes” from railroads, 
outlined in a brief written by John 
A. McCann, Pittsburgh tax attorney. 





The move was part of a counter- | 


general purpose as its predecessors| attack against railroad opposition 
—measuring price trends for goods|to increased truck weights in the 


state. 


. . A suit filed Jan. 17 in U. S. 
Lift Truck Leasing District Court in Philadelphia by 


Is New Venture 


PHILADELPHIA.—A nationwide | 31 


plan which permits users to lease 
industrial lift and fork trucks and 
allied equipment has been an- 
nounced jointly by the Philadelphia 
division of Yale & Towne Mfg. Co. 
and C..LT. Corp., the industrial 


PMTA and 37 trucking companies 
seeking $250 million damages from 
railroads for what truckers 
allege is a “campaign of vilification 
and slander” by the railroads. 
PMTA, urging legislation to in- 
crease truck weights similar to that 
passed by the 1951 Legislature and 
vetoed by Gov. John S. Fine, seeks 


financing subsidiary of CLT. Fi- to restrain the railroads from “try- 


nancial Corp. 

The plan enables factories, ware- 
houses, railroads and others to ob- 
tain Yale materials handling equip- 
ment by paying monthly rentals as 
the machines are used. 

The field sales organization of 


ing to exert any pressure on the 
Legislature or governor.” 

PMTA claimed that studies indi- 
cate local communities are losing 
some $50 million a year in collecta- 
ble tax revenue from railroad real 
estate, now enjoying exemption. 

The tax case against the rail- 


Yale & Towne’s materials handling | roads in Pennsylvania was prepared 
division at Philadelphia will negoti-|by McCann on assignment from 
ate leasing agreements with poten-|the community assistance commit- 


tial users. C.I.T. will then purchase|tee of PMTA. 


It is an enlarged 


the required equipment from Yale] version of an earlier publication, 
& Towne and lease it to the user|}“4 New Tax Manual for Pennsyl- 


for an agreed period of time. 
A corollary plan also is available 


vania and Its Communities.” 
“Several Pennsylvania cities al- 


for users who wish to purchase] ready have legal actions under con- 


Yale 
terms. 


equipment on 


installment} sideration on the basis of the 


earlier studies,” PMTA said. 





basket, changes in the number and | 


Extra! Extra!— 


To herald its new models, Chapp Chev- 
rolet Corp., 4238 Bronx Bivd., Bronx, N. Y., 
built a 16-foot “newsboy" carrying an 
“extra” edition of the Chapp Chevrolet 
News. The figure was wired for sound. 
Thousands of passers-by were attracted by 
the display. 


index covers 46 cities, including 
all those with populations of 
more than a million, but includ- 
ing also a cross section of urban 
areas down to those with a popu- 
lation of just over 2,500. 

Previously, the bureau tailored 
its statistics for those who earned 
$3,000 a year or less. Now, it con- 
siders that family incomes up to 
$10,000 annually are in the “middle 
range.” 

That is family income, it must 
be clearly understood, not indi- 
vidual income. The bureau felt that 
postwar inflation and the growing 
trend to two or more wage-earners 
in a “middle income” family had 
pushed the upper limit to the 
$10,000 mark. 

* * es 
NION officials also insist that 
some items have been left out 
of the market basket that should 
be included, and that others have 
been given too much or too little 
weight in the scale. 


They say that their members 
are not concerned with the price 
of eggs in Middleville. Their 
members want to know what a 
dozen Grade A eggs are going to 
cost in Metro City (1950 pop., 1,- 
745,837). 
| And, they say, union members 
|are not in or near the $10,000-a- 
| year class. 

Before these objections came to 
|}a head, and while Bureau econo- 
| mists were still laboring under the 
|happy delusion that the switch 
from one set of index figures to 
another was simply a matter of 
arithmetic, the Bureau issued a 
13-page pamphlet, with a 13-page 
statistical supplement, to explain 
how the whole thing could be done 
with a minimum of effort. 

* *x + 

T INCLUDES consumers’ price 

index figures from 1913 to the 
| present, converted to the new base 
period. It contains a schedule of 
city indices to be issued under the 
revised index (14 of the cities on 
the old index will no longer rate 
separate indices). And it includes 
a conversion table so “old” index 
readings can be converted to the 
new at a moment’s notice, and 
vice versa. 

Labor leaders have attacked 
the bureau for issuing the sta- 
tistics, calling the move “ill 
timed” and prejudicial to their 
efforts at collective bargaining. 
However, it was plain in the be- 

ginning of the current five-year 
pacts that some auto makers— 
including at least one of the Big 
Three—did not share the enthu- 
siasm of Reuther and General 
Motors for long-term’ contracts, 
with or without escalator clauses. 

As these firms see it, they find 
themselves today in the anoma- 
lous position of having been 
badgered into a long-term con- 
tract by the pressure of union 
leaders who now are berating 
them for insisting that both sides 
should live up to it. 

It is into this milieu that the 
Bureau of Labor ‘Statistics, ap- 
parently quite innocently, dropped 
its “new and better” revision of 
cost-of-living indices, 
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HELP WANTED 


present 


TAAL artment enjoys 


SPECIALTY JOBBER, handling complete 


line automotive floor mats and bulk car- 


peting materials, wanting competent 
salesmen to call on car dealer trade. 
Excellent as associate line with your 


present program. Good commission rates. 
Inquiries invited by aggressive men. 


Automotive Mat and Carpet Supply, Inc., | 


Box 1414, Indianapolis 6, Ind. 
REPRESENTATIVE WANTED to carry 
our line of printed garage repair order 
and continuous register forms on a side- 
line basis. Our forms are used by every 
authorized dealers’ service department. If 
you are interested in extending your 
business, we are prepared to offer an 
excellent proposition. Greater New York, 
Long Island, northern New Jersey terri- 
tory. Box 2235, c/o Automotive News, 
Detroit 26. 
WANTED 

Mfg. Agent—Distributor 
California, Oregon, Washington 


Sell or lease complete Tower Control Program. 
$2,500 up, 40% commission. Auto dealer's 
Backed by major 
auto factories. Will train you. Leads furnished 
resulting from NADA Auto. Equip. Show, San 
Francisco, February. K. J. Diller, Flash-A-Call 
Service Control, 1112 S$. Wabash Ave., Chica- 
go 5, Ili. ; — 
WANTED —Service manager for Ford deal- 
ership in north central Indiana. Man 
must be able to take complete charge 
of service department and produce. Ex- 
cellent opportunity for the right man. 
Replies confidential. Box 2196, c/o Auto- 
motive News, Detroit 26. 

SALESMEN WANTED. We have openings 
in several eastern, central and western 
states for men with good following with 
new car dealers. We are a leading man- 
ufacturer of license plate frames, cut-out 
name plates and other auto accessories. 
Write Southern California Plating Co., 
3434 San Fernando Rd., Los Angeles 65, 
Calif. 

ACCESSORY SALESMEN calling on auto- 
mobile dealers. Increase your income 
selling famous Gates seat covers aiong 
with your other lines. Liberal commis- 
sions. Good territories open. Our line is 
tops in quality and styling. Writes Gates 
Mfg. Co., Indianapolis 7, Ind. 


SALESMEN. We have openings in several 
mid-central states for men with an ac- 
quaintanceship with new car dealers. We 
are a large national distributor of auto- 
motive parts and specialties and our men 
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CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


TWENTY CENTS (20c) 


PER WORD for each insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing 


readers. Count initials 


address at regular rates, but if signed “Box No. .. 


One Dollar 


same day received. Display Ads: $11.20 per inch, per insertion. 
WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED 


AUTOMOTIVE EXECUTIVE position avail- 


NEW AND USED car and truck sales man- 


Cc 


able. Excellent position open to qualified 
general manager, capable of handling all 
phases of management of retail automo- 


bile dealership. One of the ‘‘Big Three’ 
accounts, located in central New York 
area, New, modern service facilities. 


600 car potential. Advise qualifications, 


age, references, educational background, 
present position and other pertinent de- 
tails in first letter. Our employes know 


of this advertisement. All replies will be 
held confidential. Box 2236, c/o Automo- 
tive News, Detroit 26. 


| AGENTS WANTED. Old line manufacturer 


of automotive 
quires manufacturers’ 
of Washington and Oregon. 
tunity for energetic men. 
dential. For further details 
2167, c/o Automotive News, 


lighting equipment re- 
agents in States 
Good oppor- 
Replies confi- 
write Box 
Detroit 26. 


ager for Chevrolet dealership which de- 
livers 300 new units per year in southern 


college town. Please furnish complete 
work and personal history to Box 2221, 
c/o Automotive News, Detroit 26. 


POSITION WANTED 


ate 


To 


benefit of 


PTs] rage 


Wanted Ads 





ENERAL or SALES MANAGER. Thor- 
oughly trained in all phases of dealer 
operations. Have complete knowledge of 


entire business and how to make profits 
at all times with an eye to the future. 
Five years’ GM experience in 100 to 300 
car dealerships, two as service manager, 
three in sales and management. W. W. 
Il officer, college graduate, married, age 
31, excellent references, willing to buy in. 
Prefer Colorado, Wyoming, New Mexico. 


GENERAL MANAGER 





AUTOMOBILE 8 


POSITION WANTED 


with exceptional 
pre-war and post-war experience and per- 
formance record, looking for a greater 
opportunity Now associated with large 
‘Big 3°’ dealership. Capable of operat- 
ing a large dealership at a profit. Thor- 
oughly experienced in all phases of a 
dealer operation—i.e.: top management, 
personnel, finance, new and used car and 
truck sales, fleet sales, service, parts, 
advertising and sales promotion. Experi- 


enced instructor and public speaker. Na- 
tionally known Prefer large ‘‘Big 3’' 
set-up located in south or Pacific coast. 


Family man. Your proposition must in- 
clude opportunity to buy interest in firm 
and to offer incentive income of $35,000 
and up annually. Top-flight performance 
guaranteed. To be treated as confidential 


by both parties. The ‘‘best’’ is always 
a good investment. ‘‘Quality’’ is remem- 
bered long after the price is forgotten. 
Best of references. Box 2240, c/o Auto- 


motive News, Detroit 26. 


SALES MANAGER, new or used cars or 


both. Experience in volume business oper- 
ation or conservative deal. Experienced 
with high, low and medium priced new 
cars, as well as all phases of used car 
operation. Honest, ambitious and raring 
to go. Presently employed as sales man- 
ager for one of ‘‘Big Three’’ but desire 
opportunity’ for advancement. Excellent 


references. Personal interview on request. | 


= 2186, c/o Automotive News, Detroit 
6 





ALESMAN, 32, fluent 
Spanish - English; has traveled Central 
and South America; understands Latin- 
American psychology, customs, ete. Broad 
and successful sales experience, with 
principal makes American cars and some 
foreign. Will consider position with pro- 
gressive automobile merchandiser in 
Latin America. Excellent references. Box 
2222, c/o Automotive News, Detroit 26. 





POSITION WANTED. Wholesale represen- 


tative factory zone or region operation. 
Familiar with management, district sales, 
parts and accessories or service. Twenty- 
one years’ automotive wholesale and re- 
tail experience. Proven ability. Age 43. 





| 





CT ie) ee a ee ee a | 
in care of Automotive News, Detroit 26, Mich."’ add 


($1). per insertion for address and extra service as replies are forwarded, unopened, the 


DEALERSHIPS AVAILABLE 


ATTENTION 
All Crosley Dealers! 


A few selected fran- 
chises available for MG, 
Morris, Hillman, Rover, 
Sunbeam-Talbot, Riley, 
Bentley and Rolls-Royce. 
Located in states of Del- 
aware, Maryland, Vir- 
ginia, North and South 
Carolina, Tennessee, 
Kentucky and West Vir- 
ginia. Prices of cars 





present 


| Complete parts 
| for 
| ployes. Final report discussed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 


The Geo. E. Kinney Inventory Service Co. 
1731 Candler Bidg. 





range from $1,450 to 
$17,000. 


Box 2234, c/o Automotive 
News, Detroit 26 


TEXAS DEALERSHIP—120 units, handling 
DeSoto-Plymouth. Trade area approxi- 
mately 75,000. Modern service and parts 


departments. Building 125’x150’. Large | 
used car lot. Low rent. $20,000 will | 
handle. Would consider selling half inter- 


est if qualified to take over management. 
Selling because of other interests. Fac- 
tory approval. Box 2205, c/o Automotive 
News, Detroit 26. 





ESTABLISHED DEALERSHIP, handling | 
Chrysler-Plymouth. Growing prosperous | 
south Texas community, 150 cars, good | 
lease, complete facilities. Must sell to| 
dissolve partnership. Box 2206, c/o Auto- 
motive News, Detroit 26. 





1831 E. 79th St. 





2R SERVICES 





For Car Dealers Only 


A streamlined prospect system geared tc 


conditions. An owner follow-ur 


that can't be beat for simplicity. Both ir 


one easy to use package. 


Write, wire for free brochure 


CHISHOLM SYSTEMS 


115 Years Specializing in Dealers’ Sales Aid: 


BOX 1352, PALO ALTO, CALIF. 





INVENTORY SERVICE. Parts and acces- 


sories. Top type personnel, organized 
procedures, up-to-date records. Modei, 
year breakdown for Ford, Chevrolet, 


L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S, Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 
and accessories inventories 


all dealers by qualified full time em- 


Atlanta 3, Ga 
Alpine 1140 








INVENTORY SERVICE 


Parts Accessories 


Large and Small Dealerships 


Inventories taken, price extended and sum- 
marized within 24 hours. 
do all 
confidential. 
accountants and by the government. 


Expert partsmen 
the work. Accurate, unbiased and 
Inventories accepted by all 


ALLIED INVENTORY CO., INC. 


Chicago, Illinois 
ESsex 5-8300 








CARS FOR SALE 


WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 


Over Three Hundred Cars 
"New and Used" 
And Trucks on Hand 

















cover the country from Maine to Texas. Personal interview upon request. Box Now < . ie DE we 7 os 
, . one a Mg, oe . an Now residing in the Pacific northwest. ALERSHIP—one of ‘‘Big Three.’’ Gross 
Give full eae oo P.O. _ 2238, c/o Automotive ame, Detroit *. Have traveled six western and inter- business in 1952 over $500,000. Parts | At All Times 
Box 2630, adelphia, Pa. TRUCK SALES MANAGER s : mountain states. Box 2223, c/o Automo- and equipment at substantial discount. | 
SALES MANAGE new, used. | ao 7 . N 1 t buy. B 2 
= Ford trained. Qualified to take control | tive News, Detroit 26. aaa —_ "4 Demet on. _— We Wi Ph Us Y Need 
: . TT — utomotive News, Detro , r n r 
MOTOR TUNE-UP SALES INSTRUCTOR = ee aes — hg phases. | OFFICE MANAGER. Several years’ ex- |= a a5 a = . - fone ; — 
7 7 os ersonal achievement, 250 units a year. perience with Ford dealer in Pennsyl- oRS JANTE | A akes an odels 
To handle nationwide training program for; In addition, background includes  pur- vania. Thorough knowledge of Ford | ee | 
large equipment manufacturer, Must have at chasing, truck equipment sales. Sincere Motor office, parts, service routine.|GM DEAL—100 to 150 cars. Factory | Cars - Trucks - Trailers 
least ten years' experience in the tune-up interest, honesty and sales ability are Graduate of Ford merchandising school. approval should present no difficulty. Not | 





business. Excellent opportunity to advance outstanding characteristics, Clean living, Family man, age 31. No territory prefer- | interested in buying property at present. 

into top sales management, Salary open. respectable family man, college graduate. ence. Box 2224, c/o Automotive News, Would consider managing larger deal 
Reply Box 2232 Will relocate if mutual _ satisfactory Detroit 26. with opportunity to buy out of earnings. BEN FISHEL 

« ‘ agreement reached. Box 2241, c/o Auto- - Box 2242, c/o Automotive News, De- 

c/o Automotive News, Detroit 26 motive News, Detroit 26. LEASE MANAGER, thoroughly | troit 26. : | 


enced in organization, sales and main- 
tenance of volume car and truck leasing. 


GENERAL or SALES MANAGER. Familiar 


AUTO CO. 








WANTED AUTO AGENCIES | 












































SALESMEN. Wonderful opportunity for << : a 2 
a ne vith all phases of a dealership, one- Handling national and local accounts. . 
sonmitens a ses oo ins Gunes Of Witheniie aad anelion. Excellent references. Box 2199, c/o Au- . . 2114 Sycamore Street, Cairo, Ill. 
fal. attractive line for 1953. Fabric seat| Have sold cars for and later managed| tomotive News, Detroit 26. We have qualified buyers for all size auto Phones 652 — 653 — 654 
ul, attractive line for 1993. ric seat | wholesale auto dealerships. Am experi- | > an - __ ..._.— | agencies throughout the United States. All 
covers offer very liberal commissions, enced only in volume operations. Refer- SALES MANAGER. Eighteen years’ exper- replies held in strictest confidence 
steady income. Following territories now | an ad alia ie ience in the automobile business, 12 years : 
i - ences will substantiate ability to mer- e DAVID JARET co 
open: Indiana, Maine, Massachusetts, chandise profitably large volume of cars. as sales manager. — Best references. Box e 
a it eee oar quewen. Can train own sales force. Am_ inter- | 2176, c/o Automotive News, Detroit 26._ Established Over 29 Years USED CAR BUYERS 
if any. Fabric Mfg. Co., Inc., 205 coe ae oo ae Se | SALES TRAINEE, auto agency; 26, single, | 150 Montague *. Brooklyn 2, N. Y. | 
Thomas St., Newark, N. J. | coerce ae y CORN. é B.S. in business administration; L.L.B. ter 2-5600 PITTSBURGH PA 
A ne earned financial security, college gradu- Cornell. Residence New York City. Own | ' » 
WANTED—Service manager. Liberal sal- ate, perfect health. Box 2225, c/o Auto- ’51 Dodge. Herbert Palace, 243 Jersey | Has them at wholesale prices. 
ary, annual bonus to right party. Large| motive News, Detroit 26. | §t., Staten Island, N. Y | FORD-CHEVROLET. 150-350 new units. | ' . : 
Chevrolet-Oldsmobile dealer in Colorado. | —— WW tt nil | GENERAL WANAGER : rm Prefer south, west, northwest. Write or | We're packed with : ieee selection of 
Box 2194, c/o Automotive News, De-| PLANNING TO SEMI-RETIRE or have "Seeeeaan ten eee nettamaen ae wire in absolute confidence. Cash. Box | new car trade-ins 
troit 26. _| more time to enjoy your hobbies? Sales orate < _— 2239, Pp A . 2227, c/o Automotive News, Detroit 26. | We don't mean fleet cars 
NEW CAR SALES MANAGER capable of manager desires opportunity to become | Soo an" eel be Se Se |} All cars state and safety inspected 
supervising aggressive sales staff. 1,000 your right-hand man. Will work with | . ” shes WANTED—Chevrolet or Buick deal. Have | i ti 
new cars. Please write Robert Utschig, you and for you. Fifteen years’ dealer- DEALERSHIPS AVAILABLE factory approval. Prefer east, under 200 | Over 1,000 cars - é ome 
Balboa Oldsmobile, Broadway at 15th, ship experience. Held every position with | __ etek eel = ears. Confidential. Box 2228, c/o Auto- Most any year, make or mode’ 
San Diego 2, Calif. excellent records in each. Would prefer motive News, Detroit 26. | Come—wire—write or call following dealers 
suburban location in New England. How- . apie. or sce fo Ca i mati 
oer not a must. High saaee secondary WHEN BUYING or SELLING [cm or FrorD. 100-300 new units. Prefer | = 
to ideal offer. For further correspond- central states or south. Experienced op-| Sanford Motors, Inc. Midtown Motors, Inc. 
SERVICE MANAGER ence write Box 2226, c/o Automotive an rater = capital. gr ones ~~ oe “i eee Sater Pgh. 2 _ Ford 
News, Detroit 26. ions, OX 2229, c/o Automotive News, ymou ealer ealer 
Service manager wanted by northwest's larg- ae _ AUTOMOBILE DEALERSHIP Detroit 26. 4709 Baum Blvd. 4911 Baum Blvd. 











R. T. Sendell Mu. 1-8315 E. J. Bazzy Mu. 1-1204 





GENERAL SERVICE MANAGER. Young 
business administration graduate. Profit, 
promotional production efficiency, cus- 
tomer relation minded. Interested in be- 
coming right-hand man to a merchandis- 
ing general manager of a 500-1,000 car 
contract. Willing to relocate; southern 
area preferred. Salary is not the objec- 
tive. Resume on request. Box 2237, c/o 
Automotive News, Detroit 26. 


DENVER-PHOENIX AREA DEALERS— 
Attention. Sales manager available. Ag- 
gressive, keen, competent, twenty years’ 
metropolitan New York experience. All 


est new car distributors, now doing a service 
volume in excess of $700,000 yearly. The man 
we want is obviously employed and probably 
making over $8,000 per year. We want a 
SERVICE EXECUTIVE with an educational 
background, capable of increasing present 
volume, handling all service operations, serv- 
ice advertising, training and supervising 
service floor salesmen as well as knowledge 
and direction of shop operations. 


Excellent opportunity. Earnings limited only 
by ability to produce results. Write Box 2233, 
c/o Automotive News, Detroit 26, enclosing 


Consult a Specialist 


LEO J. KLEM 
909 Fisher Bidg. Detroit 2, Mich 


WANTED! 
FORD or GM 


Sell your assets now. Have unlimited 
cash and factory approval. Would like 
to expand. 400 units or more desired. 


Box 2219, c/o Automotive News, Detroit 26 


DEALERS 
WE WHOLESALE 


100 CARS TO CHOOSE FROM 
Write - Phone or Wire 





DEALERSHIP FOR SALE, handling Nash. 
Midwestern county seat city of 18,000. 
Large industrial payroll. Rich, diversified 
farming area. Practically new concrete 
block building, gas heated. 7,500 square 
feet of used car lot adjoining building. 
Will give long term lease on real estate 
with option to buy. Owner retiring. Box 











BUSINESS OPPORTUNITIES 





; : phases. Prefer GM. Visiting your area| 2230, c/o Automotive News, Detroit 26. | 35,000 SQUARE FEET of vacant land with Harry Davis 
photo and full o— of past experience. All weovunry. Ter personel interview, te. | railroad siding. One block off U.S. route = 
replies treated confidential. write Box 2175, c/o Automotive News, | HANDLING CHRYSLER—300 to 400 cars.]| No 1. Ten minutes from NYC. Ideal 
Detroit 26. Long established in rich middle Atlantic for truck terminal or warehouse. Will KING FORD MOTORS, INC. 





city over 100,000 population, Building 
favorably leased. Used cars optional. 
Requires $100,000 and factory approval. 
Responsible principals only. Replies con- 


rent on long lease or build to suit. Indus- 
trial Lumber Co., 220 Broadway, Jersey 
City 6, N. J. 


Authorized Ford Dealer 


HELP WANTED 
1425 Bruckner Blvd. 








GARAGE BUSINESS, building and lots. 








fidential. Box 2207, c/o Automotive 
EXECUTIVE OPPO RTUNITY —s ie Going business andi ntory— 0,000, _ ae = ne nd 
Going business and inventory—$20,000. 
DEALERSHIP, handling Hudson - Interna- Building and lots—$65,000. Sell or lease. 


SALES MANAGER 


tional, in coastal town—population 85,- 
000. Operated profitably. Owner retiring. 
Modern shop. Service gross covering ex- 


Martin Motor Sales, Ltd., 551 Richmond 
St., Painesville, Ohio. 









AUTO AUCTION 





























penses 100%. Full price not over $25,- DEALER SERVICES TIM ANSPACH 

000. 425 Washington, Monterey, Calif. — a Ba aaah pr 
Well established manufacturer of heavy duty trucks, truck- ane. De 7 
tractors, and trailers both standard and custom built requires aime INVENTORY SERVICE ALBANY. N.Y. 
a@ seasoned executive for their sales and advertising expansion Lane Hendling Lincoln-Mercury — ae ee een ii (For Dealers Only) 
program on a National basis thru distributors. Qualified pro- - 5 eae sheet Te ces oe confidential and unbiased. Certified reports: veer MONDAY . - 12 NOON 

nually. Potential far greater. Write complete | Also special buy-sell service. Experience ember o -U.C.D.A. an AA.P.A. 

ducer can earn substantial compensation. All proceedings in Getail as te experienze, finances and ability | organization — in business since 1939. Free 


booklet on Parts Department operation sent 
on request. Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 





strict confidence. Send resume to: 
BOX 2246, c/o AUTOMOTIVE NEWS, Detroit 26, Mich. 


to qualify. 
Purchase Price—$45,000 
Box 2244, c/o Automotive News 
Detroit 26 


AUTOMOTIVE NEWS 
WANT ADS GET RESULTS 
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CARS FOR SALE 


CADILLAC 1952. Seven passenger. Tu- 
tone green, 4,600 miles. Silhavy Motor, 
Wauseon, Ohio. Phone 3681. 


—AUTO— 
AUCTION 


—AT— 


HORSEHEADS, NEW YORK 
EVERY FRIDAY 


DANVILLE, PENNA. 
EVERY WEDNESDAY 


You will always find real action at 


both these auctions. 


R. D. WEST, PROP. 


Jos. E. Johnson Tex Rickard 
Auctioneers 





WHOLESALE 
USED CAR BUYERS 


A large selection of clean Fords, Chevro- 
lets, Plymouths and other makes. All years 
ond models. 


See Mark Boyer, Used Car Mgr. 


GRIEBEL MOTORS, INC. 


“Baltimore’s Oldest Ford Dealer” 


814 Light Street Baltimore 24, Maryland 








BUYING or SELLING 


Your Greatest Dollar Value's at 


CARL E. MARKER'S 


FORT WAYNE 
AUTO AUCTION 


Indiana's Oldest Auction 
One of America's Best 
Sale Every Tuesday — 11:30 A. M. 
Open All Night Monday 
Phone E-1254 Phone E-5209 


324 West Main Street Fort Wayne, Indiana 


We Guarantee All Checks 
Deaiers Only 








KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 


In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 

Market 8541 — Belmont 015! 

IN THE HEART OF INDIANAPOLIS 








Cc ARS WANTED 


WANTED 
NEW 1953 FORDS 


FOR LEASE PURPOSES 
ONLY 


If delivered to Los Angeles, 
will pay Pacific Coast 
prices as follows — equip- 
ment extra: 


MAINLINE 
Body Style 6Cyl. 8Cyl. 
Business Coupe $1, 522 $1, 36) 
Tudor 1,603 1,661 
1,641 1,700 
Ranch Wagon 1,908 1,966 


CUSTOMLINE 
$1,675 $1,732 
1712 400 
1,682 1,740 
2,121 


Club Coupe .. 
Country Sedan 


CRESTLINE 


$1,986 
2,070 
2,226 
Wire - Phone - Write 


Victoria 
Sunliner 
Country Squire 


LES KELLEY 
FORD DEALER 


1225 So. Figueroa, Los Angeles 
Phone — Prospect 7531 











CARS WANTED 


WANTED—Army and civilian jeeps—1942- 
1952. List quantity, price, etc. Gar 
Auto Co., Palisades Park, N. J 


PARTS FOR SALE 





REBUILT 
Cadillac Differential 


Carrier Assemblies 
All Models—1941-1952 


$45° 


FOAB COLUMBUS, OHIO 


GOODALE AUTO PARTS 
707-711 W. Goodale 
COLUMBUS, OHIO 
Phone Adams 5300 








NASH PARTS 


Write - Wire - Phone 


COMPLETE INVENTORY 
FROM 1937 TO DATE 


Same day shipment 


DOWNTOWN NASH 


1200 W. Madison Street 
Chicago 7, Illinois 
Monroe 6-1370 








BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 
Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 


“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 


GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 


Phone—Wire—Write 


FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago 26 
Direct Phone—AM 2-7117 


LINCOLN-MERCURY PARTS 
AT A BARGAIN 


New genuine Mercury radiators in original 
crates. Fits 1949 and 1950 Mercurys, part 
No. OCM-8005. In lots of five at $32.50 
each. New, 1952 Lincoln motor complete 
with heads, manifold-pan, ignition, car- 
buretor, starter and generator—$425. 


Prices FOB, Des Moines, lowa 
MID-TOWN MOTORS, INC. 


1408 LOCUST DES MOINES, IOWA 
Phone 2-8323 








Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middie 
west. Shipments made promptly. 
GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 








PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to a 


new unit. 
Complete stock Hydre-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 
Ace Automotive Products 


5416 N. Broadway 
Phone: Lonabeach !-! 
Open Accounts to Rated Concerns 








Chicago, 40, Wlinois | 


| 





News; 
Logansport, Ind. 
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PARTS FOR SALE 


BUICK PARTS 


Wholesalers 





“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Quantity Shippers—All GM Parts 
Shipped Same Day 
WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
WaAbash 2-1030 


GENUINE MOPAR PARTS 
Chrysler - Dodge - Plymouth 
SURPLUS 
Located in Europe 


Reply to Box 2245 
c/o Automotive News, Detroit 26 








TRUCKS FOR SALE 


IMMEDIATE DELIVERY, 30—1950 Model 3022 
C.O.E. White tractors and 19—I950 Model 
WA-22 White tractors; 10.00x22 tires, air 
brakes with trailer connections and hand con- 
trol valve, overdrive transmissions, safety tanks 
and 36- inch Sth wheels. Completely equipped 
for semi-trailer operatio 
INTERNATIONAL HARVESTER COMPANY 
1065 W. Washi :aton Street 
Indianapolis 7, Indiana 


| AUTO TRANSPORT, 1950 International 
| L-185—65,000 miles. 1950 mechanical han- 
| dling trailer—34 foot, approximately same 
mileage, A-1 condition. Overall length 45 
feet. Price $5,500. ©. J. Herbertson, 1645 
coast Place, Denves Colo. Tel. AComa 
3707. 





1948 F 5 WRECKER, Hubbard crane, 8,700 
miles, Excellent condition—$1,500. EC 
100 Weaver lift, 2 post; new, never been 

| installed — $700. Raabe Motor Sales, 

| Delphos, Ohio. 


TRUCKS WANTED 





WANTED. Used tractor and semi-trailer 
to haul four cars. Will buy a complete 
unit or separately. State make, model, 
tire size, type of brake and price. Box 
2243, c/o Automotive News, Detroit 26. 


BUSES FOR SALE 


USED BUSES. 1951 Dodge—-RS229, 60- 
passenger Superior. 1950 Chevrolet Su- 
perior, 48-passenger. 1946 International 
K-6, Superior, 48-passenger. 1946 Ford 
Superior, 48-passenger. 1946 Fixible 
Clipper, 25-passenger. All units guaran- 

teed and priced to move quickly. New 

buses also available. Dealers can make 

a good profit. National Bus Sales Co., 

101 N. 33rd St., Philadelphia 4, Pa. 

Phone BA 2-7605. 


NEW CHEVROLET 48-passenger capacity 
school buses with Ward deluxe body— 


$2.990. Also 36-passenger capacity Ward 
deluxe body—§$2,690. Bailey Chevrolet 
Co., Cabot, Ark. 


BUSES WANTED 


NEW SCHOOL BUSES wanted for export, 
48-passenger up. Full information and 
price in first letter. Box 2231, c/o Auto- 
motive News, Detroit 26. 


ANTIQUE CARS FOR SALE 


FOR SALE. 1906 Ford pictured on page 
seven of January 5th issue of Automotive 
reasonable. Star Motor Co., Inc., 





1927 PONTIAC. Excellent condition. Origi- 
Actual 
Wood 


nal paint and motor like new. 
mileage, 45,000. Jones Motor Co., 


River, Il. 


MISCELLANEOUS 








$500 REWARD 
For Recovery 


1952 light gray Cadillac convertible. Fla. 
53 license No. 1E392, Mot. No. 526237495. 
Black top, red upholstery, radio, heater, 


W.W. tires, power steering. 


SUSCO RENT-A-CAR CO. 


215 W. Washington St. Chicago 6, Ill 
Phone Andover 3-6565 








The Dealer's Market Place! 


BUY IT! 
SELL IT 
TRADE IT! 
HIRE HELP! 


Through 


AUTOMOTIVE NEWS 
Classified Want Ads 








45 


MISCELLANEOUS 
ENG 1 N E REBUILDING — Crankshaft 


| 
| MISCELLANEOUS 
WANTED TO BUY. Old auto sales cata- 








logs, 1928-1942 or older. Also show edi- grinding and metalizing. John P. Hughes 
tions, motor magazines Lewis Mayer, Motor Co., Inc., 800 Commerce S&t., 
see Mich. Lynchburg, Virginia, 

QUICK CHANGE dealers “license plate 


holders. $1 per set of four postpaid. 
C. Howard, 1498 Overlook Drive, Akron 
7, Ohio. 


Improved 1953 


Wider Spreading Reer "V" 
| With Full Floating WRIST ACTION Ride 
and Tow on all type roads 


Automatic BraKing 


WITH BRAKE HOOK-UP 


ONLY .. .$5145 





CALNEVAR 
| WIRE WHEEL COVERS 


As advertised in Automotive News 


Immediate Delivery 
From Stock 


Knock off spinner type for 15-inch 
wheels — set of four $109.50 


Without knock off spinner for 15- 
inch wheels — set of four $99.50 


Standard trade discount to dealers 


FLEETLINE ACCESSORIES 


EAU CLAIRE, WISCONSIN 
P.O. Box 338 Phone 9534 


LESS 
GUIDE 
CABLES 





Meets 1.C.C. Strength Requirements 


COMPLETE with 
Guide Cables and $61 45 
BRAKE HOOK-UP.......... 


Meets ALL 1.C.C. Requirements! 


$19.50 
$42.50 








8 out of 10 
DEALERS PREFER 


THE 1953 MODEL 


MOTO-MATIC 
TOW e GUIDE 


WITH 4 CONTOUR GRIP 
BUMPER COUPLERS AND 
OSCILLATING STABILIZER 


NO ADAPTORS NECESSARY 
Meets 1.C.C. Strength Requirements 


QUICK-TOW, Bumper- 
to-Bumper Tow Bar 





TRI-KING 3-Point Hook-Up 
Intra-State Tow Bar 
(Folding ''V" Type) 





—SPECIAL— 
Protecto Covers (Tailor Made)... 
Carrying Bags 
SAFETY CHAINS, set of 2, only .... $2.50 
All Prices Include 8% Fed. Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 44485 
40 So. Clinton St., Chicago 6, Ill. 


$6.95 





FACTORY §$ 85 Federal Tax 
NET PRICE Included STOLEN CAR 
Los Angeles Las Vegas 
LIBERAL QUANTITY DISCOUNTS 1951 Hudson Super 4 ‘door, aa Sgt, No. 
TO AUTOMOTIVE JOBBERS by Seymour Gy Green, 298, 29 cae 
AND DISTRIBUTORS Serle, toby" : nome Seger. Accompanied by 


Roy Levinson, wanted for skip on 1949 Plym- 
outh by General Finance Corp. Hage | local 
police, warrant for arrest here in Chicago. 
Suitable reward, 


SHAPS HUDSON 


3737 BROADWAY CHICAGO 13, ILL. 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 








THE COUNTRY’S ONLY 
ABSOLUTE AUTO AUCTION! 


. how worthwhile it is to make a weekly trip to 

our Sale . . . where all cars MUST qo reqardiess of price .. . 
where you'll find the ONLY "Fair Deal’ of this type in the entire U.S.A.? And 
further, we know our Sale to be a dependable barometer of automobile 
market conditions and fluctuations! 








Dealers! Did you know . 


SALE EVERY MONDAY—11 A.M. And Check These: 


y 135-150 Choice Cars Each Week! » Popular, Wanted Cars! 
y Clear Titles Guaranteed! » All Makes and Models! 
— Crackerjack Auctioneer, Tom Hamilton 


TOM HAMILTON AND LOU GREEN 


6300 N. BROAD ST., PHILADELPHIA, PA. PHONE HA 4-6300 





New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached ["] or send bill [_] 








AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


ONES DOI oo oi air da eth bdo HE BERGE RADE ED RTED eS Sere 
Gs ced adeaandesd SOK RES ReREO RAT ARTS GIOUR on cde ss eee aes 
TRADE CONNECTION: 

Car Dealer (1) Truck Dealer [] Manufacturer [_] 
Jobber [] Insurance [_] Financial []} Supplier 


Make of Car 





(WANNA SELL A TRUCK?—CHAPTER V) 


mr aku, cud, 
177798 Hills Ss 


The 800,000 businessmen who subscribe to Nation’s Business 
own and operate more than two million trucks —a market 
larger than the entire farm truck market. 


More than a million of these trucks are under 1% tons — 
and another million-plus are over 11% tons. In total 2 million out of 
the 5 million trucks in use in the business market today. 


These 2 million Nation’s Business trucks are owned by the butcher, 
the baker, the candlestick maker — the oil and gas companies, public utilities 
and manufacturers large and small. A high percentage 
are in fleets of ten or less — the backbone of the truck market. 


These trucks operate out of small towns as well as big cities. Here 
where NB packs a greater wallop than any other businessman’s magazine, 
you will find 40% of all manufacturing, 30% of all the 
rest of this nation’s business transactions. 


Nation’s Business nails down these truck operators wherever they are — 
because only NB, the mass business magazine, has enough 
circulation to reach this natural level. Nation’s Business goes 
wherever business is being done. 


Nation’s Business is second only to the good and great Satevepost as a truck 
medium. A 12-page schedule to its 800,000 paid subscribers drives 
9,600,000 mass advertising impressions into the heart of the truck market. 


Right now, 718,000 trucks owned by NB readers are 4 years or older, ripe 
for replacement. If you sell trucks, tires or accessories, you might sell more 
at less cost if you ask headquarters to consider an advertising schedule in 
Nation’s Business. Any NB office can show you why — 
Detroit, Cleveland, Chicago, New York, Washington, D. C. J 


. s 
4 out of every 10 commercial trucks you see ° } , 
on the streets are operated by the readers of... 


A GENERAL MAGAZINE FOR BUSINESSMEN 
807,099 NET PAID ABC 





